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DEPEND IN A 
LARGE MEASURE 
ON YOUR ‘“‘DUST’’ 


COLLECTING SYSTEM. 


OUR LATEST INVENTION 


THE, CIRCUIT-CLEARING MAIN 


HAS REVOLUTIONIZED THE ART OF DUST COLLECTING. 





MAINS NEVER REQUIRE REBUILDING. 


EVEN IF YOU SHIFT ALL YOUR MACHINES OR ADD 
MACHINES AND FAN CAPACITY, YOU DON’T HAVE TO SHUT DOWN. 


NO POWER WASTED MOVING AIR 


AT HIGH VELOCITIES, FOR CONVEYING THAT 
CAN BE DONE MECHANICALLY, SURELY AND EFFICIENTLY. 


EASILY APPLIED TO YOUR OLD SYSTEM. 
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Uniform Grading 


Even Color and Texture 
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We solicit your inquiries 
and orders. 


Address all inquiries to our 
Selling Agent, 


Gulf Red Cypress Co. 


JACKSONVILLE, FLA. 
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Dealers Get 
Results 


when they no longer sit around their 
offices and wait for business to come to 


them. 


The “good business” of the past few 
years was the result of aggressive lumber 
dealers talking building and remodeling 
to everybody they met. Let’s get busy 


and restore that “good business.” 


Practically every home, old or new, 


offers you sales possibilities and our 


Maple and Birch flooring will help clinch 


the orders. Order a trial car today. 
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AMERICAN 


Laying Foundation of Prosperity in 
Home Grown Food Crops 


MERICANS~ whose — childhood 
memories and experiences go back 


to the time when the pioneer 
regimen of the settlers of the Midwest 
still prevailed may recall the prepara- 
that made for the 
support of the family. 
the farm 


winter 
In those days 


tions were 


served practically all of its foods with 
the exception of sugar, salt, tea, coffee, 
spices etc. In fact during the frontier 
period there were many housewives 
who carded, spun, dyed and wove or 
knitted cloth or 
families. 


for their 
Such an economic system, 
involving as it did unremitting toil, 
particularly for the women folk, could 
be justified only on the score of neces- 
sity. Nevertheless, it 


garments 


contained ele- 
ments of strength and soundness that 
might well be injected into the house- 
hold economy of the present. 
Generally, soil that will grow cash 
crops will grow food crops also. In 
pioneer days the farmer grew his food 
and produced his meat, but his suc- 
cessors on the land have drifted away 
from that practice. On 
the “kitchen 
There is no 


farms 

neglected. 

slaughtering of 

ork and beef; no “trying” out of 
» aD 


many 
garden” is 
annual 


lard; no drying or otherwise preserv- 
ing of sugar corn or apples or other 
fruits and vegetables. The cannery 
and the town grocery have supplanted 
the farm garden and the farm larder. 
When all goes well with the cash crops 
and the farmer’s market, the modern 
system of household economy serves; 
but when, as at present, everything 
the farmer has to sell is at an un- 
profitable level there is little cash for 
the grocer and the butcher, and it 
would be a relief to the farmer to find 
in his cellar an abundance of comes- 
tibles as in the olden time. 

During the great war gardening was 
encouraged as a means of increasing 
the food supply, and in times of de- 
pression interest in the soil as a source 
of food always is renewed. It is a 
commonplace to say that food is the 
one basic necessity of man whether 
civilized or savage. A community that 
is wholly dependent upon outside 
sources for its food is always in a 
This fact has 
been brought strikingly to the coun- 
try’s attention by the floods and 
drouths that have afflicted’ certain sec- 
tions of the United States in 


hazardous situation. 


recent 


family produced and pre- 


years. These misfortunes, however, 
have taught lessons in economy that 
promise to revolutionize the customs 
and practices of communities and sec- 
tions. 

An illustration of the adoption of a 
new system of agricultural economy is 
afforded by a section of Arkansas, as 
described in a letter published else- 
where in this paper. Referring to the 
people of northeastern Arkansas, the 
author of the letter, Charles A. Stuck, 
secretary C. A. Stuck & Co., Jones- 
Ark., says: “The flood of ’27 
came and they were wards of the Red 
Cross. 


be TO, 


They had not recovered very 
far when the drouth of ’30 came and 
crops were burnt up. * * * Now comes 
the bountiful season of ’31; * * * and 
there are beans and peas to be canned 
or sacked, peaches and apples that are 
going into fruit jars or are being dried 
for winter, cabbage being made into 
sauer kraut, and every product that 
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can be preserved is being put away on 
pantry shelves already groaning under 
the weight of home canned goods. In 
our little town more than four times as 
many fruit jars have been bought this 
year as in any other year known.” 

In all this Mr. Stuck sees “the small 
beginnings of the creation of ‘a new 
agricultural empire in this section as 
well as other sections of the South, 
* * * We have the land, we have good 
roads to come to town with the crops 
and I hope we have the vision, coming 
into the minds of our people, of the 
truly vast potentialities of our soil and 
growing seasons.” The significance of 
it all to the lumber business is seen by 
Mr. Stuck and others of his concern, 
and they are impressing the members 
of their organization with the fact that 
it is “not just a lumber yard, but an 
institution in the business of selling 
comfortable homes, * * * and that until 
we can properly fulfill the need of our 
community for better homes we have 
not completed our duty to the com- 
munity, regardless of the grade of 
lumber in our stalls or the brand of 
hardware on our shelves.” 


Discrediting Producers’ Efforts to 
Stabilize Lumber Prices 


|" IS A fair assumption that every 
lumberman knows that for many 

months the wholesale lumber mar- 
ket has been demoralized. There has 
been no secret of the fact that manu- 
facturers in all sections have striven 
in every legitimate way to balance sup- 
ply with demand in order that some- 
thing like stability might be brought 
into the industry. The aims of the 
producers have had the sympathy gen- 
erally of distributers both wholesale 
and retail; for it is recognized that 
such instability as has recently pre- 
vailed in the lumber industry works to 
the advantage of nobody in it. 

Under such circumstances it was to 
be expected that all well-wishers of 
the industry would welcome every 
sign of strengthening in the market 
and quickly get in step with the ad- 
vance. Unfortunately, it appears froin 
a letter just received by the AMERICAN 
LLUMBERMAN that there is a disposition in 
some quarters to lag behind in quoting 
advances in prices and actually to use 
evidence of advance as an argument 
for continuing to quote the profitless 
prices. The letter received referred to 
a wholesale concern’s circular as fol- 
lows: “Knowing your keen interest in 


the welfare of the lumber industry as 
a whole, | am quoting some words that 
I think you will find interesting. In 
the mail of very recent date came a 
circular from some people who secure 
orders for lumber. The caption of this 
circular is ‘FIR IS ADVANCING. 
MOST OF THE LARGE FIR MAN- 


UFACTURERS WILL BE ON A 
FIRM PRICE BASIS WITHIN A 
WEEK. Already many of the larger 


ones have done so. * * * We are still 
able to take care of orders at the very 
lowest prices and make shipment from 
some of the largest and best known 
manufacturers on the coast.’ ” 

this 


says: 


Commenting on circular, the 
author of the letter “The firm 
sending out this circular is supposed 
to be the REPRESENTATIVE (?) 
of some of the West Coast mills. I 
ask you: Is there anything that could 
be said or done that is more calculated 
to discredit the efforts of the manu- 
facturers to keep from dissipating their 
capital assets than this sort of circu- 
lar? Does it not tend to create dis- 
cord and distrust to know or to be 
told that some of the mills, hiding be- 
hind the efforts of the others, are en- 
deavoring to build up an order file at 
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the very lowest prices before they can 
see their way clear to ask a sufficient 
return for their product to enable them 
to keep their plants operating and their 
dependent employees at work? It 
would appear that the mills could 
hardly call any firm a representative 
when such firm broadcasts through 
the mails documents that strike at the 
very foundation of confidence.” 

While quoting a low price in ex- 
pectation of an early advance is a 
rather common practice in the lumber 
industry, as it is in others under nor- 
mal conditions, the current situation is 
exceptional. During a long period of 
demoralization lumber manufacturers 
have tried every legitimate expedient 
something like — stability. 
Finally, when as admitted in the cir- 
cular, something has been achieved in 
that direction, buyers are told that 
some of the large mills are not going 
along with the advance, but are still 
accepting orders at the old low prices. 
Such a practice may well be called a 
blow at confidence and a hindrance to 
efforts being made in behalf of the 
welfare of the lumber industry as a 
whole. 


to regain 
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Exchanging Building Materials for 
Grain at a Premium 


¥ A large part of the United States 
agriculture affords the largest mar- 

ket for building materials, especially 
for lumber. Owing to the depression 
in farm prices, farmers have been un- 
able for some time to make even the 
necessary 
terial. 


purchases of building ma- 
As a needed re- 
pairs and improvements are not being 
made and the efficiency of farm opera- 
tions is being lowered at the same time 
that retail lumber distributers are suf- 
fering from the lack of farm patronage. 

Prosperity of the farmer is so essen- 
tial to the prosperity of the lumber- 
men in agricultural communities that 
lumbermen have been seeking by every 
practicable means to aid their farmer 
friends to weather the depression. In 
some cases lumbermen are offering 
credit on the most liberal terms. Other 
lumber dealers are supplying material 
for granaries on credit to be paid for 
when stored grain has reached a stipu- 
lated higher level of value. The latest 
special terms for the sale of lumber at 


consequence 


retail that have come to the attention 
of the AMERICAN LUMBERMAN are set 
out on the front page of this paper. 
The J. W. Black Lumber Co., of Corn- 
ing, Ark., offers to accept 50 percent of 
the purchase price of building mate- 
rials in grain or hay at 10 percent 
above the local market price. 

There is logic in the making of such 


offers on the part of lumbermen, for 


the interests of lumbermen and farmers 
are intimately related. It is a matter 
of serious concern to lumbermen that 
the farm plants of their communities 
shall be kept in good condition. Every- 
body in the community loses when 
farming deteriorates. Most lumbermen 
are aware of this fact and they are as 
a consequence on the lookout for 
sound methods of helping agriculture 
through the present depression. It is 
not only sound economy but good 
psychology to co-operate in every 
practicable manner with farmers and 
others in promoting the welfare of the 
farming population. 





Cargo Arrivals at Los Angeles 


[Special telegram to AMERICAN LUMBERMAN] 

Los ANGELES, CALiIr., Aug. 26.—Cargo -ar- 
rivals at Los Angeles harbor last week 
amounted to a total of 7,081,000 feet, there hav- 
ing been ten cargoes of fir, consisting of 6,681,- 
000 feet, and one of redwood, with 400,000 feet. 
\rrivals the preceding week amounted to 9,- 
203,000 feet, consisting of 10 of fir, 8,358,000 
feet, and 2 of redwood, 845,000 feet. Unsold 
lumber on the harbor totaled 8,139,000 feet. 
Sixty- two vessels are reported laid up, and one 
operating offshore, the same as for last week. 





Interesting Price Comparison 


St. Lovis, Mo., Aug. 24.—Interesting price 
comparisons were made by two representative 
lumber dealers who maintain perpetual inven- 
tory figures arrived at in the same manner, 
namely, taking their inventory average price 
for stock on hand per thousand feet, and carry- 
ing it throughout the year by adding their pur- 
chases and arriving at a new price average 
monthly. The figures of these two yards were 
compared with a group of southern pine mills, 
with the following results : Mill Group 








(Yard 

Average Yard A Yard B stock only) 
July 31, 1930.$34.22 $38.05 $24.30 
Dec. 31, 1930. 28.09 33.48 18.96 
Decline ....$ 6.13 $ 4.57 $ 5.34 
Dec: 31, 1930.$28.09 $33.48 $18.96 
July 31, 1931. 26.84 31.69 18.03 
Decline ....$ 1.25 $ 1.79 $ 0.93 
Decline for year ending July 31, 1931: 
$6.13 $4.57 $5.34 
25 1.79 0.93 
$7.38 $6.36 $6.27 


It will be noticed that the dealers’ price in 
both cases declined by a larger amount than 
did the manufacturers’ prices. The dealers ac- 
count for this difference as being due to the 
fact that the larger mills, with whom this com- 
parison was made, have stabilized their prices 


t 


at something nearer the December 31 level, 


while the smaller operators and transit ship- 
pers have continued to reduce prices further in 
an effort to force buying. This comparison 
also indicates that the greater part of-the de- 
cline in southern pine had taken place previously 
to January 31 of this year. 





Compares Costs of Making 
Lumber from Large and 
Small Trees 


PortLAND, Ore., Aug. 22.—That the cost of 
making a thousand board feet in log form from 
a 20-inch tree is double that from a 58-inch 
tree is shown in a graph prepared by E. F. 
Rapraeger, of the Pacific Northwest Forest 
Experiment Station, with headquarters here. 





[ Sales-o-gram ‘No. 61] 


WHAT IS THE 


hardest sale you ever made? Why was it 
hard? How did you put it over? What 
strategy did you use? Would it be easier 
today? One of the most interesting and 
worthwhile topics of conversation and dis- 
cussion is a subject along this order. Just 
for the fun of it, jot down this evening the 
four or five most interesting and most diffi- 
cult sales you ever made. 





For the purpose of ascertaining the facts 300 
Douglas fir and 211 western hemlock trees, 
ranging in size from 14 to 54 inches, were 
analyzed on four respective operations located 
in various parts of the Douglas fir region. In- 
crease in bucking costs for the largest size 
classes is explained due to increased breakage, 
which in many cases necessitates two or three 
extra cuts to eliminate shattered portions. In 
small trees breakage is less of a factor, since 
it occurs more often above the merchantable 
top. 


Objectionable Bulletin 
Withdrawn 


WasuHincton, D. C., Aug. 24.—The contro- 
versy between various lumber trade organiza- 
tions and the paint group over Bulletin No. 6, 
of the Overhead Cost Committee of the Na- 
tional Association of Paint Distributors, issued 
last May, has been satisfactorily adjusted. This 
bulletin expressed a bias against wooden boxes. 
Following correspondence and conference be- 
twen the various organizations interested, the 
N. A. P. D. issued on Aug. 14 the following 
statement headed “Correction of Bulletin No. 6, 
Overhead Cost Committee :” 


In our Bulletin No. 6 of May 13, it was not 
the intention of this committee to either di- 
rectly or indirectly offend any other indus- 
try nor to do anything in any way that 
might be considered unethical by any other 
industry. The intention of this bulletin was 
to pass on to our membership information 
that might be of value to them in reducing 
the handling cost of their merchandise. 

The lumber industry has taken exception 
to original bulletin No. 6 and we would 
therefore, ask that all copies of this bulle- 
tin in your files be destroyed and this bulle- 
tin be used to take its place. 

In the survey conducted by the Department 
of Commerce, it was found that it would be 
beneficial to our members both in the han- 
dling of the merchandise, in ease of re- 
shipping and in saving storage space to 
vigorously advance a program of simplifica- 
tion of packing. This simplified packing pro- 
gram is as follows: 


Flat 
Round Cans Cans 

Gallons—not to exceed 4 toa case 6 
% Gals.—not to exceed 6 to a case 12 
% Gals.—not to exceed 12 toacase 12 
% Gals. and smaller... 24toacase 24 


We urge all our members to insist on mer- 
chandise being packed in the units suggested 
above. It will do much to relieve loss from 
obsolescent stock, from overstock on un- 
popular colors and reduce materially your 
inventory in slow selling items, 
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QUERY AND COMMENT 


Information About Burls 


Will you kindly let me know the names of 
the firms that purchase burls, and give me 
some information about this product. I should 
like particularly to know the principal market, 
prices etc.—INQuIRY No. 2,683. 

[The burl is a peculiar growth found on 
walnut trees and certain other species. It is 
often of great value for the manufacture of 
veneer. It generally has the appearance of a 
large wart. These abnormal growths have been 
attributed to various causes. Walnut burl is 
sometimes said to be due to a clump of buds 
which do not come through the surface. The 
best walnut burls are usually turnip-shaped and 
typical specimens are covered with small con- 
ical spines. As a general proposition the so- 
called “root burls,” which grow on the stump 
or root of the tree, are valuable; those higher 
up on the trunk or on large limbs generally 
are hollow or have numerous cavities. A burl 
should contain solid, sound wood in order to be 
of value for cutting into veneer. Burls of high 
value have been found on the roots below the 
surface of the ground. These are very rire, 
however. Burls generally are sold by weight, 
the price varying with the state of the market 
at any particular time. The most likely market, 
of course, is the veneer manufacturing trade. 

The foregoing inquiry is made by a reader 
in Mexico, whose name will be supplied on re- 
quest.—EpITor. | 


Properties and Sources of Balsa 

We would like to know the properties of 
balsa wood (famous for its very light weight) 
and where it can best be bought. In what 


country does balsa wood grow and through 
what ports is it imported into the United 
States? We will appreciate very much your 


kindness in giving us this 
INQUIRY No. 2,684. 


information— 


|The foregoing inquiry is made by a southern 
lumber manufacturing concern. The botanical 
name of balsa is Ochroma lagopus. The wood 
grows in the West Indies and in Central 
America. The tree may reach a height of 70 
feet and a diameter of 30 inches. The wood 
of the young, rapidly growing trees weighs 
from seven and one-half to twelve pounds per 
cubic foot, being lighter than cork. The tree 
ordinarily grows rapidly, as a sort of weed tree, 
springing up where the ground has been cleared 
of undergrowth by fire. For commercial use, 
the wood of the young trees, that is, those from 
4 to 6 years old, is deemed more desirable, be- 
cause of its lighter weight. The older trees 
and limbs are heavier. The heart of the tree 
is pithy and the pith is not always exactly in 
the center of the tree. For that reason, when 
the wood is worked, it is not practicable always 
to determine which of the boards will have pith 
in them. The wood decays readily when ex- 
posed and is therefore cut promptly into boards 
and put into use. The tree is cultivated and 
good stands of it produce from 1,200 to 5,000 
feet per acre, the latter figure being considered 
rather extraordinary. 

It is not known just how long the balsa wood 
has been on the market in the United States, 
but it has been long used by the natives of trop- 
ical countries for rafts. In fact, it is under- 
stood -that the word balsa itself means raft. 
Balsa attained considerable prominence during 
the war when the treated wood was used for 
life rafts and for stream-lining of struts and 
braces of airplanes. Since the war, however, 
its uses have multiplied, principally in the field 
of insulation. It is used widely in the manu- 
facture of refrigerators and in the lining of re- 
frigerator cars. It is used also for cushions 
for furniture frames and as cushions for ma- 
chinery where it is desirable to avoid communi- 
cating the vibrations of the machinery to the 


building. It has also been stamped into shapes 
with steel dies for ornaments for furniture. 

A rather remarkable use of it is one made 
by the manufacturer of a perishable product 
which must be kept at a low temperature. That 
company makes shipping boxes for its product, 
for it finds that when the product has been re- 
duced to a low temperature and is packed in 
balsa boxes it retains that temperature for 
many hours, and does not deteriorate during 
transit. 

One of the minor uses of thin sheets of balsa 
is to protect photographs in the mail. Balsa is 
known to have been imported through New 
York, Boston and New Orleans. Possibly it 
has been imported through other ports also.— 
Epitor. | 


Rail Straightening Contractors 


There are four or five parties who have rail 


straightening outfits and travel around and 
take contracts for straightening light rail. 


I am desirous of obtaining their names. 

Have you the names of these parties or is 
there any way you can obtain them for me? 
If so, I would greatly appreciate the informa- 
tion quickly.—INQuIRY No. 2,682. 

[| This from a _ mid-western 


inquiry comes 


who know of concerns doing rail straightening, 
and concerns which do rail straightening are 
invited to reply to this inquiry for the benefit 
of the inquirer whose name will be given on 
request.—EDITor. | 


Oak Piling for Dirt Roads 


Here is a new use for mixed oak lumber— 
miniature oak piling. It is used for fixing 
mud holes in bottom land or any other place 
where you can drive the piling in the ground 
with a 10-pound sledge. Piling for this pur- 
pose should be 4 inch tip, length 4 feet up 
to 8 feet, and pointed. The price f.o.b. cars 
at this point is 2 cents per foot. Mud holes 
and chuck holes can be fixed in a few hours 
by the simple process of driving these small 
piling into the holes.—INQuIRY No. 2,685. 

[This suggestion is made by the local repre- 
sentative of a lumber company of the South- 
west. Notwithstanding the fact that thousands 
of miles of roads have been improved by grad- 
ing, surfacing, oiling, graveling, and concreting, 
there are doubtless many stretches of plain dirt 
roads remaining that during the wet season be- 
come almost impassable. In sections, therefore, 
where some expedient is advisable to make a 
dirt road passable the method proposed by this 
lumberman may appeal to highway authorities, 














dealer in light rails and equipment. Readers —EpiTor.] 
vewsor DO YEARS AGO 
VIEWS OF 
From the AMERICAN LUMBERMAN 
W. E. Uptegrove, of New|alone will yield upwards of|ber from the same section to 


York, has recently completed a 


veneer sawmill 28x22 feet, 
and three stories high. More 


aesthetic taste is exhibited in 
its construction than is usual 
in such cases. The engine 
room, for instance, is fur- 
nished in mahogany and sev- 
enteen other varieties of woods, 
among which are rosewood, 
tulip, amaranth, oak, French 
walnut and ash burl veneers. 
The mill has five saws. 
+ 2 * 


In November of last year a 
number of Boston capitalists 
formed themselves into a cor- 
poration under the name of 
Mendocino Flume & Mining 
Co., the object being the con- 
struction of a flume some 
twelve miles long in Mendocino 
County, California, for the 
double purpose of obtaining 
water for mining purposes and 
of opening up the magnificent 
forests in that part of the 
State which hitherto have been 
practically inaccesible. Early in 
the spring a corps of engineers 
and surveyors took the field 
and in two months completed 
the survey. The flume takes 
in the waters of Mill Creek at 
a point near Leonard’s Lake. 
The lower terminus will be at 
the lower end of the Calpella 
tract on a_ plateau between 
Gold Gulch and a ravine north 
of it in immediate proximity 
to the county road. It is es- 
timated that the timber lands 
belonging to the company 





150,000,000 feet of lumber and 
probably as much will be sent 
to market through the new 
flume from other tracts. The 
Mendocino forests contain 
some of the finest timber in 
the world. 
+ * _ 

The opening of the Denver & 
Rio Grande Railroad to Du- 
rango, 450 miles from Denver, 
was recently celebrated. The 
extension is 200 miles long, be- 
ginning at Alamoso, on the 
Rio Grande, and terminating 
in the Animas Valley. The ex- 
tension to Gunnison City is 
about completed. 

* * + 

The iron roof on the Oconto 
Co.’s mill at Oconto, Wis., just 
completed, required 18,000 
square feet of iron. 

* * * 


At Menominee, Mich. on a 
recent date, 120,000,000 logs 
had been assorted, catchmarked 
and divided by the boom com- 
pany. 

* * * 

A Saginaw paper remarks 
that the increase in the value 
of Michigan forests within the 
last dozen years is probably 
unprecedented in the annals 
of the lumber trade. Twelve 
years ago, a man with a few 
thousand dollars to invest 
bought a tract of land in Me- 
nominee County, Michigan, 
from the United States, for 
$1.25 per acre. Wednesday he 


sold 2,875 acres of pine tim- 





a Chicago lumber firm for $25 
per acre, reserving the land 
for himself. The investment 
has, therefore, paid a profit of 
over $68,000 on the 2,875 acres 
in only twelve years, the origi- 
nal investment being less than 
$3,600; and as the land is 
worth something the returns 
are not all in yet. 
* * * 


The four-masted iron steam 
barge “Brunswick” loaded re- 
cently at Ashland, Wis., with 
1,000,000 feet of lumber and 
sailed for Chicago. 


+ na * 


In 1880, according to late 
government reports, there were 
exported to New Zealand l,- 
204,409 feet of dressed lumber, 
valued at $42,378; 809,308 feet 
of undressed lumber, valued at 
$24,686; 1,523,150 lath, valued 
at $5,216; and 93 logs and 
piles, valued at $1,635. There 
was also exported $13,280 
worth of sawing and planing 
machinery. 

* + * 


Large sales of pine timber 
were made in Quebec on Aug. 
6. A fine raft that came down 
the St. Lawrence, measuring 
66 to 68 feet, sold at 33 cents, 
with boards of 33 inches, at 
36 cents; three rafts of white 
pine, 45 to 53 feet average, at 
27 to 31 cents; six rafts of 
red pine, 34 to 36 feet aver- 
age, at 17 cents, all taken for 
export to Great Britain. 
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LUMBER MARKET REVIEW 


Southern Pine Supply-Demand Balance Being Achieved 
by Drastic Curtailment of Cut 


Persistent curtailment of output of southern pine con- 
tinues to be reflected in a discrepancy between production 
and orders received. Scarcity is noted in mill stocks of 
certain items, which are in demand, While buyers still 
show some reluctance to place stock orders, they neverthe- 
less are impelled by necessity to purchase for filling in and 
for immediate needs. A situation in which stocks at both 
mills and distributing yards are low and ill-assorted is 
conducive to a strengthening of prices. It encourages a 
continuance on the part of the producers of the policy that 
has brought it about. At recent group meetings of mill 
representatives a reduction of 50 percent in stocks during 
the last 12 months was reported and the millmen were 
positive in the conviction that they should adopt the policy of 
further curtailment recommended by the lumber survey 
committee of the Timber Conservation Board. Such con- 
cessions in price as are made on surplus items are being 
allotted to buyers of straight cars. Clearly, the slightest 
spurt to demand will be reflected in price advances. 


West Coast Curtailment Laying Basis for Stiffening 
Values—Firm Price Foreseen 


Belief apparently is gradually sinking into the minds of 
lumber buyers of all classes that fir prices have reached 
bed-rock, below which reductions can not be made. Sta- 
tistics covering no phase of fir manufacturing activity offer 
any encouragement to future bargain hunters. Already, as 
noted last week, one of the largest operators has adopted 
a firm price policy. Notwithstanding the absence of simi- 
lar announcements by other operators, there is evidence of 
stiffening of backbone with respect to mill prices. Loggers 
are showing the same determination as the mills have 
shown to avoid piling up surpluses to hang as a threat over 
the market. Rather persistent, though small, purchases by 
retail distributors and occasional industrial requisitions 
serve to sustain confidence in an early revival of demand 
generally. In fact, revival of building here and there is 
taken as one of the straws that evidence a breeze in the 
direction of a general resumption. Other West Coast 
woods are in about the same status as fir. Production is 
at the bottom and prices likewise. 


North Carolina Pine Producers Await Decided 
General Improvement . 


Though sporadic and momentary indications of activity 
have been noted in the North Carolina pine market, there 
has not been much on which to base a belief that the trend 
finally has turned upward for good. Spurts in demand for 
certain items of stock have lent some encouragement in 
quarters where it has not been any too plentiful of late and 
where it was needed if a wise policy was to be maintained 
by producers. There is no lack of indications that North 
Carolina pine will promptly come back into its own again 
when general conditions approach normal. Current pur- 
chases are being made mostly in mixed cars, and though 
the prices paid are extremely low, there is evidence that 


service in the form of good stock is still a factor not alto- 
gether subordinate to dollars per thousand. Low stocks 
in producers’ hands as well as at distributing points appar- 
ently offer no stimulus to either producers or buyers. Both 
evidently are playing a waiting game. 

In many sections the roofer mills are closed, and nothing 
is discoverable in the current situation, say the manufac- 
turers, to induce them to resume production. August is 
called a dull month normally anyhow and the present 
month shows no improvement over its predecessors. 


Western Pine Producers’ Firmness Most Encouraging 
Feature 


Western pine producers are fortunate in being pretty 
well united in the determination to hold prices to some- 
thing near a profitable level. The mills’ firm price policy 
also has the support of wholesale distributors in some of 
the major markets. It is declared in some qitarters that 
this firmness is increasing and is gradually convincing 
buyers that there can be such a thing, even in the lumber 
industry, as a bottom price. This does not mean that the 
price situation in western pines has yet reached an al- 
together satisfactory stage, but it is somewhat encourag- 
ing. Buying lacks vigor, for buyers in some markets are 
slow or reluctant to recognize firmness of prices to the 
extent of placing their requisitions for future requirements. 
In markets supplied by water the western pines are arriv- 
ing in part unsold, only to disturb if not to demoralize 
a condition that otherwise might reasonably be expected to 
improve. Actual and prospective advances in water rates, 
if they should turn shippers back to the rails, might relieve 
a condition that is bad for everybody. 


Hardwood Market Has Not Yet Recovered Effects of 
Overproduction—Betterment in Prospect 


So far as prices are concerned, the hardwood market is 
still suffering from the long period of overproduction, 
which may be said to have reached or at least closely 
approached its end. All buyers have not yet become fully 
convinced that the day of profitless production is past; and 
admission must be made of the fact that some sellers, evi- 
dently, are willing, though perhaps reluctantly so, to dis- 
pose of stock at prices below cost of replenishment. Some 
items which are scarce in a dry condition show a little of 
old-time strength in response even to a fluctuating demand. 
Apparently only necessitous buyers are in the market and 
their commitments represent an urgent need for certain 
items. There is nothing in the air to indicate that price 
concessions stimulate buying. Thoughtful hardwood pro- 
ducers see in the situation a justification for tightening up 
on curtailment, watching stocks closely and profiting at 
every opportunity developed by scarcity. Buyers indicate 
that certainty in place of uncertainty regarding values 
would be a welcome change. When production of hard- 
woods is rated at about 25 percent of normal and orders 
and shipments about 40 percent anybody who believes fig- 
ures will draw his own conclusions as to the price outlook 
a few moons ahead. 


Lumber Statistics Appear on Pages 34 and 35; Market Prices and Reports on Pages 55 to 58 
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Final Report of the Conference Committee on 
Lumber Trade Practice 


Individual lumbermen from all branches of 
the lumber industry, manufacturers, wholesalers 
and retailers, have been considering the forma- 
tion of a code of trade practice for the lumber 
industry, together with a statement on the sub- 
ject of distribution. The following is the final 
report of the conference issued on Aug. 22, and 
is submitted to lumbermen everywhere for their 
attention and consideration : 


The following statement on the subject of 
the distribution of lumber is submitted for 
the individual consideration of those engaged 


in the industry 


Lumber Distribution 


Economical distribution of the products of 
the lumber industry requires the service of 
both wholesale and retail distributers The 
retailer, wh represents the industry's prin- 
cipal contact with the consumer, should be 
encouraged to promote the sale of good lum- 
ber by adherence, on the part of manufac- 
wholesalers, to distribution 
methods which through long custom have be- 
come the unwritten law of the lumber busi- 


turers and 


ness 

The established practices in the economical 
distribution of lumber may be stated as fol- 
lows: 

The retail lumber dealer is recognized as 
the proper distribute within his trade ter- 
ritory of all lumber except the following 
classes of business, which are commonly sold 
by manutacturers, 


wholesalers and retailers: 


1. The departments of the United States 
Government 


2 Shipyards and large dock builders 
3. Directly or indirectly to railroads 
1. Large users of industrial lumber who 


buy regularly in carload lots, but not for con- 
struction purposes. 

Accordingly it is the duty of the retailer 
in co-operation with the other branches of 
the industry to promote the use and sale of 
lumber. ‘ 

\ retailer has no recognized rights in the 
distribution of lumber outside his trade ter- 
ritory that he does not accord to manufac- 
turers and wholesalers in his own territory. 

It is in the public interest that lumber be 
distributed as economically as possible. te- 
tail lumber yards are a definite necessity. The 
limiting of the volume of business handled by 
retail lumber yards can only result in in- 
creased distribution costs on the remaining 
portion so handled, while increase would be 
mainly borne by the home-builder. We be- 
lieve that the best interests of all will be 
served if a fair portion of distribution costs 
be assumed by all wood-users who should 
retail distributing facilities 


} 


properly use the 
and service 
“The directors of the undersigned associa- 
tions have declared that the foregoing is a 
fair statement on lumber distribution.” 
NATIONAL LUMBER MANUFACTURERS’ 
ASSOCIATION, 
NATIONAL RETAIL LUMBER DEALERS’ 
ASSOCIATION 
“We believe that the above statement on 
distribution is worthy of the serious consid- 
eration of every individual lumberman in the 
industry 
NATIONAL LUMBER MANUFACTURERS’ 
ASSOCIATION, 
NATIONAL-AMERICAN WHOLESALE 
LUMBER ASSOCIATION, INC., 
NATIONAL RETAIL LUMBER DEALERS’ 
ASSOCIATION, 
Action on Code of Lumber Trade Practice 
The directors of the undersigned associa- 


tions have approved the following code of 
trade practice as recommended by the con- 
ference 


NATIONAL LUMBER MANUFACTURERS’ 

ASSOCIATION, 

ATIONAL-AMERICAN WHOLESALE 

LUMBER ASSOCIATION, INC., 

NATIONAL RETAIL LUMBER DEALERS’ 
ASSOCIATION, 
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Code of Lumber Trade Practice 
Definitions 

1. A lumber manufacturer is one who oper- 
ates a sawmill with or without a planing mill, 
converting logs into lumber and other kindred 
commodities. 

2. A lumber wholesaler is one actively 
continuously and principally engaged in the 
business of buying lumber from manufac- 
turers or other wholesalers in quantity lots 
and selling it to wholesalers, retailers and 
recognized wholesale trade, who maintains a 
sales organization for this purpose, assumes 


credit risks and such other obligations as are 
incident to the transportation and distribution 


of lumber He may work a limited territory 
intensively or cover a wide territory in some 
specialty He is expected to be fully conver- 


sant with conditions, market possibilities, 
values and the general requirements of the 
trade in the territory which he serves. 


9 


3. A lumber commission man is one who 
sells lumber in carload lots for a manufac- 
turer or a wholesaler and who is paid a stipu- 
lated amount (known as a commission) on 
each individual sale and holds a relation to 
the seller similar to that of a salaried sales- 
man. 

4. A lumber retailer is one who maintains 
adequate and permanent storage and han- 
dling facilities, a sales organization for the 
consumer trade and carries a well assorted 
stock of lumber adapted to the 
consumers in his sales territory. 


needs of the 


Trade Terms 


terms, 


» Trade definitions and all other 
terms, words or phrases relating to the manu- 
facture, sale, invoicing and shipment of lum- 
ber, in the absence of express agreements, are 
understood to be interpreted and applied in 
accordance with the applicable provisions of 
Simplified Practice Recommendation R 16-29, 
and the published official association grading 
or inspection rules applicable thereto. 


Misuse of Word “Lumber” 

6. The use of the words “wood” or 
“lumber,” either alone or in connection with 
other words, to describe materials not the 
product of the tree and/or sawmill is in and 
of itself a misrepresentation of the inherent 
nature and qualities of the articles so de- 
scribed and is condemned by the industry as 
an unfair method of competition. 


Price Discrimination 

7. The industry, while maintaining abso- 
lute freedom in the issuance of price sched- 
ules from time to time by individual members 
in conformity with established practices, 
adopts as a cardinal principle that there shall 
be no discrimination as between purchasers of 
their products, and that all prices published 
or otherwise circulated to the trade _ shall 
truly represent the prices at which sales are 
made, and any deviation from the principle 
expressed herein is condemned by the indus- 
try; provided that nothing in this rule shall 
be construed as an obligation to maintain any 
price for any length of time, or ft prevent 
changes in prices at will so long as such 
changes are given the same publicity and cir- 
culation as was given the original prices; pro- 
vided further that nothing in this rule shall 
prevent discrimination in price due to differ- 
ences in quality, quantity or gradé, credit risk 
or in the cost of selling and transportation. 


Rebates 
8. The secret rebating in part or whole of 
commissions, by manufacturers, wholesalers, 
retailers, and commission men or the allow- 
ance of unearned refunds, incorrect freight 
or other credit allowance, is condemned as 
unfair methods of competition. 


Misrepresentation 

9. False statements by lumber purchasers 
or others of prices or terms offered, or of 
character of business or quality of product, 
designed to secure by deception lower prices 
or better terms from sellers, are condemned 
as unfair methods of competition. In buying 
lumber it is unfair for a retailer to pose as a 


wholesaler or for a wholesaler to pose 


as a 
retailer when such is not the case. 


False Invoicing 

10. False invoicing in any branch of the 
industry whether as to sizes, grades, origin 
species, dryness, tally, quantity or price, pa 
any other matter, is condemned as an unfair 
trade practice. 

Misbranding 

11. The misbranding of lumber as to size, 
grade, origin, species or condition of dryness 
is condemned as an unfair trade practice, 

12. The use of American Standard grade 
names or sizes or other grade names or sizes 
published in the official association lumber 
grading rules, as a designation of a grade or 
size not conforming to the standard grade and 
size of the same name, is an unfair trade prac- 
tice; the sale or offering for sale, under stand- 
ard grade names and sizes, of lumber not 
conforming in fact to said grades and sizes as 
defined in the standard grading rules is an 
unfair trade practice. 

Confusion of Grades 

13. The practices of intentionally “robbing,” 
“hardening” or “sweetening” grades (that is, 
taking out the best material, or adding higher 
grade material) destroy grading standards, are 
methods of price discrimination and _ price 
deceit, and are condemned as unfair trade 
practices, 

Terms of Sale 

14. Manufacturers, wholesalers and retail- 
ers Should each establish and adhere to defi- 
nite terms of sale. 

Quotations 

15. Direct quotations of prices, terms and 
quantities should be limited to a specified time 
and when made should be protected for the 
period so stated. In absence of such: limita- 
tions quotations are understood to be subject 
to prior sale and change in market conditions. 


Distribution of Price and Stock Lists 


16. Manufacturers having wholesale. or 
commission representation in a given terri- 
tory should cease to distribute price and stock 
lists in that territory, except in such manner 
as may be agreed upoh with such wholesale 
or commission representatives and should 
protect such wholesale or commission repre- 
sentation on all sales made in that territory. 


Orders 


17. Orders should be given and confirmed 
in writing and all conditions pertaining to the 
sales contract should be embodied therein. 


Grade-Marks 


18 Lumber is a natural product, individual 
pieces of which may vary sufficiently in 
strength, grain, dryness and other physical 
characteristics that the ordinary buyer may 
not intelligently judge whether his require- 
ments are met by the product offered. To 
assist buyers in securing uniformly graded 
lumber official grading standards have been 
adopted by the industry and approved by the 
Government in Simplified Practice Recommen- 
dation R 16-29; and as a further measure of 
protection, association grade-marks' corre- 
sponding to each grade of lumber and indi- 
cating its exact character have been adopted 
and are now being widely branded on lumber. 
Standard lumber, correctly marked, should be 
made available by the manufacturers and its 
use encouraged ky wholesale, commission and 
retail distributers. 

19. The use of marks of grades or species, 
other than the standard association marks, 
promotes confusion and facilitates deception 
and is condemned by the industry. 

Tolerance in Grading 

20. The tolerance of 5 percent of degrade 
lumber allowed under standard grading rules 
is a safeguard established for the originating 
manufacturer's graders as the _ reasonable 


measure of maximum ordinary differences in 
judgment between graders in the application 
of standard grading rules. To take advan- 
tage of this tolerance by deliberately includ- 
ing off-grade material within the limit of 
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tolerance, is condemned by the industry as an 
unfair trade practice. 
Inspection 

91. Official inspection on complaint when 
required by either buyer or seller must be by 
an Official association inspector, applying the 
rules agreed upon at the time of the sale and, 
in the event of no such agreement, the official 
grading rules and regulations, 
under Which the lumber is commonly bought 
and sold. Official reinspection when invoked 
py either party with the consent of the other 
shall be final and binding on both parties. 


Use of Shipper’s Certificate; and Official 
Certificate 

22. The use in ordinary shipments of the 
“Shipper’s Certificate (or Statement) of Car 
Contents” or “Licensed Shipment” is recog- 
nized and recommended. It is understood that 
such certificates shall not disclose the name 
of the originating manufacturer In ship- 
ments requiring official inspection at point of 
origin, the use of official certificate of asso- 
ciation inspection is recognized and 
mended. 


association 


recom- 


Dumping 

23. The resale by rail or water common 
earriers of lumber purchased by them for the 
purpose of developing traffic for less than the 
purchase price plus transportation charges 
based on prevailing rates is a species of dump- 
ing and an unfair method of competition, 

24. The practice of making sporadic ship- 
ments of lumber into territories outside nor- 
mal or customary sales territories and of sell- 
ing such lumber below the general market 
prevailing in such consuming territories tends 
seriously to demoralize the market within the 
territories into Which shipments are made, dis- 
rupts normal competitive conditions through- 
out the entire industry and is condemned as 
an unsound trade practice. 

25. The practice of shipping unsold cars 
or cargoes of lumber on consignment or “in 
transit” is a species of dumping and is con- 
demned as an unsound trade practice. A con- 
signment shipment is one made without pass- 
ing title at an agreed value, with the intent 


of sale by the consignee at a price subject to 
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without assurance of co-operation from com- 
petitors generally are unable to remedy these 
conditions. In the hope that assurance 
throughout the industry that each competitor, 
while retaining entire freedom of action, will 
to the best of his ability conduct his business 
in such manner as to contribute to neither 
over-production nor under-production, and con- 
fident that such action is in the public inter- 
est, it is hereby declared: 

That the continued current production of 
lumber by any manufacturer in excess of the 
current demand for his products promotes in- 
stability in the industry and unfair competi- 
tive practices and is therefore condemned; and 
that each manufacturer should adjust his pro- 
duction accordingly. 


Endorse Code With One 
Change 


SEATTLE, WASH., Aug. 22.—At a meeting of 
its trustees recently the West Coast Lumber- 
men’s Association approved the National Code 
of Lumber Trade Practice and also the Lumber 
Distribution Code, with one important addition. 
In the open business this association includes 
with departments of the United States Govern- 
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ment the 
also. 


departments of State governments 
With the addition of States to open busi- 
ness the distribution code was approved and all 
members of the association are urged to observe 
it. In this connection, the following statement 
was made: 

Present conditions throughout the lumber 
industry enforce upon us all, as never before 
in our history, the necessity for unity and 
co-operation. Our primary need is to promote 
the use and sale of lumber. The manufac- 
turers can well afford to forego a few seem- 
ing advantages of the moment in order to 
accomplish that big purpose through the 
whole-hearted co-operation of the retail dis- 
tributers, 


In connection with the addition of States to 
the open business provided in the distribution 
code, this statement was made: 

The trustees of the West Coast Lumber- 
men’s Association felt that State purchases 
of lumber have been supplied by the manu- 
facturers of this region to such an extent 
for many years as to make this a recognized 
practice in the distribution of our product; 
and, hence, that State requirements should 
be classed as open business together with the 
requirements of the Federal government. 


Contracts for New Forest Prod- 
ucts Laboratory Building 


Mapison, Wis., Aug. 24.—Providing for the 
construction here of the largest and most com- 
plete establishment in the world devoted to re- 
search on wood, contract has been awarded by 
authorities of the U. S. Department of Agri- 
culture, Washington, for a new fireproof build- 
ing for the Forest Products Laboratory, to be 
completed in one year. This contract is the 


principal award under a $900,000 congressional 














Federal Forest Products Laboratory Building under contract at Madison, Wis. 


later determination. A transit shipment may 
or May not be “upon consignment” and con- 
sists of a shipment forwarded by a manufac- 
turer or wholesaler unsold or consigned to a 
buyer who does not maintain facilities for 
necessary and orderly storage, handling or 
resale, 


Arbitration 


26 Disputes between buyer and seller when 
they are unable to come to an agreement 
should be submitted to arbitration under one 
of the prevailing codes 


Conservation 

27. The purposes of the United States Tim- 
ber Conservation Board are endorsed. The 
continued productian of lumber greatly in 
excess of current consumption demand is con- 
trary to the public interest as a substantial 
factor contributing to wasteful utilization 
and needless depletion of an indispensable 
natural resource. Moreover, by its disruption 
of orderly competitive distribution. of lumber, 
by forcing disposals of stock regardless of 
cost or price, and by its stimulation to unfair 
and unsound practices such as grade substi- 
tution, false invoicing, price deceit and price 
discrimination, such excessive production pre- 
vents free and fair competition and business 
Stability. These conditions result from ac- 
tion forced on a large number of independent 
competitors who. acting individually and 


appropriation to provide the laboratory with 
adequate quarters and equipment. 

Setter utilization of forest materials and 
broader markets for forest products are the ob- 
jectives for which Government research work- 
ers will use the new facilities. In its six 
stories, with total floor space of 175,000 square 
feet, the building will contain modern techni- 
cal and scientific facilities for testing and in- 
vestigating wood and other forest products in 
manifold uses and transformations, from logs, 
poles and lumber to pulp, paper and turpen- 
tine 

Dry Kiln Equipment 

A large group of dry kilns equipped for close 
control of temperature, humidity and air cir- 
culation will help to solve the problems of sea- 
soning many species and types of wood. A 
cold storage chamber will be provided in which 
green logs and timber can be kept in un- 
changed condition for experimental work at any 
time. 

Since every step of wood manufacture and 
construction and the satisfactory performance 
of wood in service are influenced by moisture 
conditions, a number of humidity rooms will be 
provided in which wood can be brought to the 
exact moisture content desired for study under 


conditions simulating any season of the year or 
any climate of the temperate zone. 


Timber and Pulping Research 


Machines for testing timbers and framework 
up to a breaking load of 1,000,000 pounds will 
be served by cranes in a testing gallery ac- 
commodating pieces and panels as large as 30 
feet high and 100 feet long. Tests of boxes 
and shipping crates can be carried on at any 
degree of dryness or dampness that would be 
met in service by storing and testing the con- 
tainers in a_ special moisture-control room 
served by movable machinery. 

The pulp and paper research laboratory, oc- 
cupying six floors at one end of the building, 
will include grinder equipment, a digester tower 
40 feet square, beating and refining apparatus, 
and an experimental paper machine with all 
moving parts under precision control. With 
this equipment the study of various American 
woods as pulp and paper raw material will be 
continued, along lines that have already broad- 
ened the pulpwood market and pointed the way 
to improved chemical pulping. 


X-Ray Room for Wood 


Among unusual features of the building will 
be an ultraviolet ray chamber, where wood can 
be sterilized for mycological studies and where 
paints. and other materials can be exposed for 
test, an X-ray room providing for the exam- 
ination of the minute structure and growth 
characteristics of wood, a microphotographic 
studio, and a stone table and shaft for ultra- 
centrifuge apparatus to determine molecular 
sizes of cellulose and other wood components. 

Provision is made for a large timber pre- 
servation laboratory, a wood fermentation unit, 
fractionating stills, a general section of . wood 
chemistry, wood gluing, painting, finishing and 
fireproofing laboratories, and facilities for the 
study of wood fungi and insect pests and the 
abatement of their damages. 


Modern Service Facilities 


To serve this establishment, extensive equip- 
mefit will be required, including a railway sid- 
ing, a power plant of 630 .boiler horsepower, 
and a number of service elevators, hoists and 
monorails. Direct and alternating electric cur- 
rent at various voltages will be supplied to 
workrooms, and steam at high and low pres- 
sures will be piped to processing apparatus. 
Chemists’ benches will be supplied with water, 
gas, compressed air, steam and electricity. A 
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forced ventilation system will be used for 
chemical hoods, pulp digesters and other units 
as required. 

A sawmill, planers and complete woodwork- 
ing shop will prepare test material in all sizes, 
shapes and forms of construction needed, while 
wood for experimental pulping and paper mak- 
ing will be prepared in a room equipped for 
barking, chipping and grinding. 


To Make Forests Profitable 


The Forest: Products Laboratory is part of 
the Forest Service, U. S. Department of Agri- 
culture, which administers the country’s great- 
est reserve of timber, the national forests. 
“Forestry is concerned not only with timber 
growing, but also with the efficient use and 
profitable marketing of forest crops,” said Car- 
lile P. Winslow, director of the laboratory, in 


New Products, 


Fire, raging in a specially constructed test 
building, even after twenty intensely hot min- 
utes had elapsed failed to penetrate the half- 
inch-thick material of which the building was 
made. The material was the Insulite Co.’s new 
fire-proofed board, and the test was conducted 
early this month in the presence of several offi- 
cials of the company. 

Termites, the damage they do and how to 
prevent them or get rid of them, is a subject 
that has aroused great interest in the lumber 
trade and there has been considerable discus- 
sion. Lumbermen who are personally con- 
cerned in fighting these insects will be glad to 
know that in Singapore, Straits Settlements, a 
city that is harder hit by termites, probably, 
than any other locality in the world, a building 
was constructed in such a way as to expose the 
material in it to the worst possible attack by 
termites, with the result that after eleven months 
of such exposure in the tropics there was not 
one sign of damage by termites to the material 
being tested. Not only that, but the torrential 
rains and the continued excessive humidity of 
the tropics made no impression on the material. 
That material was Insulite Termite Board, an- 
other product which this company has just put 
on the market. 

Last Saturday a district meeting (one of sev- 
eral being conducted at various points) was 
held at the Sherman Hotel, in Chicago, in or- 
der to tell the assembled Insulite salesmen about 
these two new products, and to introduce the 
new manager of sales promotion and advertis- 
ing, Richard P. Dodds, whose appointment has 
just been announced by Tom V. Sawyer, gen- 
eral sales manager. Mr. Sawyer was present 
at the Chicago meeting, as was also M. G. 
Jensen, assistant general sales manager. All 
three men from the company’s general head- 
quarters in Minneapolis gave strong, inspira- 
tional talks concerning the company’s products 
and prospects. The meeting was in charge of 
E. R. Deutsche, of Chicago, district sales man- 
ager. 

The efficiency of the two new products (they 
of course will be marketed in line with the 
company’s recently announced policy of 100 per- 
cent dealer distribution) was indicated by de- 
scriptions of the severe tests which they have 
undergone under the direction of George H. 
Ellis, chief technologist of the company, who 
has reported that “we now can say without 
reservation or apology that these new products 
will absolutely perform 100 percent in keeping 
with their specifications.” 


A Severe Test 


The thought underlying the introduction of 
the fireproofed board was to combine the ad- 
vantages of proper insulation, light weight and 
fire resistance, without sacrificing the identity 
of either. Several years of exhaustive experi- 
mentation, much of it behind locked doors, were 
necessary, and the test building above men- 
tioned, constructed entirely of Insulite Fire- 
proofed Board, was for the purpose of deter- 
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explaining the purposes of the new building. 

“The perpetuation of our forests and the re- 
forestation of otherwise idle land largely depend 
upon the degree to which trees can be profit- 
ably converted into useful commodities. Con- 
sumption of lumber, for example, is increas- 
ingly a matter of competition of other mate- 
rials, and problems of diminishing use have per- 
plexed the lumber industry and tended to dis- 
courage reforestation. Profitable use of our 
forests must be the keynote of forest growing 
in the future.” 


Co-operation With University 


Since the Forest Products Laboratory was 
opened by the U. S. Department of Agriculture 
in 1910 it has occupied buildings owned by the 
University of Wisconsin. This assistance is 
based on the original co-operative arrangement 
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whereby the laboratory is available to the unj- 
versity faculty and advanced students for re. 
search, and its staff gives lectures in the unj- 
versity on wood chemistry and technology and 
other subjects related to forest utilization. 

The university board of regents has aided the 
new building project by donating a choice site 
of 10 acres overlooking Lake Mendota and the 
university campus. 


Construction Features 


In general plan the new building will be 
U-shaped, about 275 feet in length and over-all 
breadth. It is of modern design, emphasizing 
“stepped-back” construction, vertical lines, and 
large areas of glass in the external walls. By 
terms of the congressional authorization act, 
the building will be of fireproof construction 
throughout. 


and New Executive, Announced 


mining how nearly the goal had been attained. 
The test was conducted in complete accordance 
with experimental regulations, and various in- 
terested members of the Insulite organization 
were present, that they might see “with their 
own eyes” the performance of this new prod- 
uct they will be selling. 

The fire, given normal and then increasing 
draft, soon made an inferno of the interior of 
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the structure, and at periodic intervals more 
combustive material was added. Close observa- 
tions were made to detect any failure in the 
board, and Mr. Ellis said: 

While delighted I was not at all surprised 
to witness the admirable manner in which our 
new product performed. The fireproofed board 
held the flames at bay for twenty minutes, 
and at the expiration of that time was still 
efficiently combating the fire and had not 
broken, nor had the fire succeeded in going 
through or by it. 

Insulite Fireproofed Board is available in 
'4-inch thickness in boards 4 feet wide and 6 
to 12 feet long; a companion product is a spe- 
cial fire-resistant cement which is said to con- 
stitute a satisfactory and efficient joint filler. 
Another feature of the new board, Insulite en- 
gineers say, is the ease with which it lends it- 
self to decorative or plastic treatments. Any 
lacquer, oil, enamel or plastic finish may be 
quickly achieved with but the simple prelim- 
inary operation of sizing with any dependable 
glue, water or oil size. 


They Won't Go Near 


Another exhibit which a visiting representa- 
tive of the AMERICAN LUMBERMAN saw in the 
hotel meeting room Saturday was a square of 
brown board, resembling very much the usual 
insulation except for its color and a slightly dif- 


ferent finish on one surface. Mr. Deutsche ex- 
plained that it was a part of the Insulite Ter- 
mite Board tested so rigorously in the building 
constructed at Singapore, and then the writer 
learned how it all happened. 

A few years ago S. W. Backus, of Minne- 
apolis, vice president of the Insulite Co., on an 
extensive European tour chanced to visit sev- 
eral areas where termite damage had been un- 
usually severe. Concerning what he saw there 
Mr. Backus has said: 

In all my travels I have never viewed dam- 
age so complete and downright nerve-racking 
as when I looked upon the results of the ter- 
mites’ activity. Nothing seemed to stop them 
when once they began their depredations, 
Buildings actually caved in, due to their un- 
derstructures being eaten away—even the 
leather in a person’s shoes was not immune. 


When Mr. Backus returned he urged the 
Insulite Co.’s technological department to pro- 
duce a material that would prove effective in 
battling this destructive insect. To do this it 
was necessary to study the insect, so, early in 
1928, Insulite technologists went to Washing- 
ton, D. C., where at the bureau of entomology 
they studied the life, food and habits of the 
termite. They even went so far as to pump 
out termite stomachs (!) to discover why the 
bugs (which many people mistakenly call white 
ants) like wood as a diet, and especially like 
certain species of wood. 

Armed with this information they returned 
to their own laboratory and began the task of 
preparing a board that would be unpalatable, at 
least, to termites. The resulting product is all 
that and more—it is positively injurious to the 
insects, and the bugs, more canny than beau- 
tiful, and more cautious than humans, refuse 
to touch any substance that is harmful. Ample 
proof of this was the perfect condition of the 
sample—and the company reports that the rest 
of the tested material is just like it—untouched 
by termites during 11 months in Singapore. 
The complete success of the product was shown 
when the building was dismantled and every 
inch of the termite board was checked carefully 
for damage, which could not be found. 

Although there is not, in this country, a 
“termite hiding behind every bush and weed 


. waiting for a house to be built,” the fact re- 


mains that each year great damage is done by 
these insects—damage that could be prevented 
by sheathing a house with a material like this 
Insulite Termite Board, clear down to the 
foundation, and by protecting the sills and other 
underpinning of the house in accordance with 
standard Government specifications, such as by 
the use of termite shields. It surely can not 
be considered expensive, if one is building a 
house that is good in the modern sense of the 
word, for while providing protection against 
termites the new termite board loses none of 
the insulating value for which Insulite is well 
known. It is available in either 42-inch or inch 


thickness, in boards 4 feet wide and 6 to 12 
feet long. 
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Sharp Advance in Hardwood Prices Due 


Hamoonp, La., Aug. 24.—King W. Bridges, 
sales manager of the Pearl River Valley Lum- 
ber Co., who is a rather close student of eco- 
nomic trends, has sent an interesting letter to 
the salesmen of his company, calling attention 
to the significance of statistics recently pre- 
pared, showing conditions of hardwood stocks 
at southern mills reporting to the Hardwood 
Manufacturers’ Institute. In his letter, Mr. 
Bridges says that according to every law of 
supply and demand and every economic law, 
the 31 outstanding items of hardwoods covered 
in the compilation of stocks enclosed with his 
letter should be showing considerable strength, 
and in any other than the present period of de- 
pression and hysteria would be sharply advanc- 
ing in price. In his letter Mr. Bridges said: 

In studying over this chart which has been 
compiled from the monthly Hardwood Stock 
Report of the Hardwood Manufacturers In- 
stitute, at Memphis, you will note that the 
green stocks in almost every case from July 
1, last year, to July 1, this year, have been 
reduced from 40 percent to, in some cases as 
high as 90 percent. Every item listed of 
unsold stocks has been reduced from the 
minimum of 14.2 percent to the maximum of 
80.4 percent, and the record, of course, is 
shown on the total unsold stocks for each 
item listed and the story that is told is a 
very comprehensive one indeed. 

The outstanding thing is the light quanti- 
ties of green stocks with which we are en- 
tering the fall and 


winter season as com- 
pared to last year, and when you consider 
that the present rate of production of all 


the Institute mills is only 26 percent of the 
productive capacity of those mills, as against 
64 percent the first 31 weeks of last year, 
you can realize what a tremendous situation 


[Responding to an inquiry about conditions 
in Arkansas, Charles A. Stuck, of C. A. Stuck 
& Sons, lumber dealers at Jonesboro, in that 
State, has written to the AMERICAN LUMBER- 
MAN a letter so interesting, so entertaining, so 
inspiring, so full of enthusiasm and, withal, so 
modest and sincere, we are taking the liberty of 
publishing it in order that lumbermen through- 
out the country may get this picture of the real 
situation in a great State and of what a patriotic 
lumber dealer is doing to help in its develop- 
ment along right lines and at the same time to 
make his own business one of service and of 
permanency, to be passed on from generation 
to generation.—EpI|Tor. } 

I was born in this town, received my educa- 
tion practically entirely in Arkansas and what 
little measure of success I have had since leav- 
ing college has been made here. With reference 
to the lumber business, I am the third genera- 
tion of a family that started out in the cabinet 
and furniture business over sixty years ago and 
I look forward to the day when my four-year- 
old boy will “carry on” with the same name 
given by the founder of our firm. 

I would like to have your indulgence a bit 
and tell you some of the past, present and future 
of Arkansas, especially the Northeast part. Be- 
ing a large producer of timber, our State has in 
the past been very backward in education, 
agriculture and progress in general. As the 
timber has been cut away, however, it has be- 
come necessary to find other means of develop- 
ment. In the fertile bottom lands of North- 
east Arkansas where the finest hardwood tim- 
ber grew, it was found that crops could be 
raised with little or no trouble so the people 
did not make much provision for the future 
down there. The flood of 1927 came and they 
were made wards of the Red Cross. They had 
not recovered very far when the drouth of 1930 
came and crops were burned up. Throughout 
those years, though, these people had been 


is facing us should and when business begins 
to move in anything like a normal way. 
Please take note that the green stocks 
shown on this list are already calculated in 
with the unsold stocks, so do not consider 


























that the green stocks are to be added to 
GREEN STOCKS 
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the unsold stocks for a total. 

We think it is well to study the history of 
the movement of those various items in this 
way so as to have some conception of what 
a serious situation is facing us when hard- 
wood stocks begin to move. 
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clearing the land gradually so that now, even 
though many of the original settlers are gone, 
the lands are in shape for the better class of 
farmers who have come in and begun the second 
stage of development on those lands. 

Now comes the bountiful season of 1931; a 
year when all nature has conspired to give us 
the ideal season that our farmer friends have 
hoped for throughout these long years. There 
are beans and peas to be canned or sacked; 
peaches and apples that are going into fruit jars 
or are being dried for the winter; cabbage be- 
ing made into sauer kraut and every product 
that can be preserved is being put away on 
pantry shelves, already groaning under the 
weight of home canned goods. In our little 
town more than four times as many fruit jars 
have been bought this year than in any other 
year known. ‘ 

I am of the opinion that these times of flood 
and drouth threw so many people into a state 
of despair that they listened to anybody who 
would tell them a means of getting out of their 
troubles. Then, most fortunately for the entire 
southland, the leaders rose to a man and threw 
out the slogan of saving every bit of foodstuff 
in order that our people might not be subjected 
to the embarrassment of being on charity an- 
other winter. The farmer folk, led by the 
thrifty people in the hills (who, by the way, 
have always supported themselves and have 
never been on charity) began canning, preserv- 
ing, pickling and drying all the foodstuffs that 
were almost going to waste because of their 
bounty. It has become a matter of pride even 
among the townsfolk that everybody is putting 
up something. Last week I canned a bushel 
of peaches myself with a borrowed pressure 
cooker and this week I am drying another 
bushel on top of one of our sheds. The favorite 
topic of an evening’s conversation is the amount 
of canning every @he has done and the men 
have done as much as the women this summer. 


Real Arkansas 


There is a much deeper significance, how- 
ever, to the fact that everybody is doing such 
things just now. If I can see anything of the 
future I feel that the farmers of the fertile 
lowlands are beginning to realize just what they 
can do if they apply themselves as well as the 
folk who live in the hills. If that is really the 
case, it marks the small beginnings of the crea- 
tion of a new agricultural empire in this sec- 
tion, as well as other sections of the south. It 
seems to me I can see the development of pros- 
perous and contented farm families in these 
lands that will produce anything that grows. 
It was my privilege to drive to Memphis yester- 
day morning and I saw corn as fine as any 
that grows up in lowa where they sing “There’s 
where the tall corn grows.” I saw cotton 
nearly hide a man who was plowing, and crops 
of field peas, soy beans, alfalfa that are now 
being harvested in time to yet make another 
crop on the land before frost. 

We down here begin to see that the South 
always has been and always will be a land of 
agriculture instead of a land of industries so we 
shall likely quit worrying about getting fac- 
tories down here and look to the betterment of 
the men on the land. We have the land, we 
have good roads on which to come to town with 
the crops and I hope we now have a vision, 
coming into the minds of our people, of the 
truly vast potentialities of our soil and growing 
seasons. In addition to this, we are coming to 
this realization at a time when values are low 
in every commodity so that the development of 
our country can be made on a profitable and 
firm basis, since there is absolutely no inflation 
in our business scheme now. The future, then, 
should be limited only by our vision of what 
to make it. 

Of course, you can see the place the lumber 
business should take in such a program of com- 
munity development. We are unable to tell 


about what others are doing, but thought you 


24 


might be interested in some of the things we are 
doing to strengthen our position for the future. 
First of all, we are completing a new store and 
office building, replacing the former structure. 
The new building will give us more sales space, 
a larger store right at the front of the build- 
ing and will be of such architecture as to show 
the world that we believe in the future of our 
town and community. We have done a few 
other things to help win and hold good will 
with the farming class by loaning them lumber 
for seats at canning demonstrations, speaking 
in behalf of the Chamber of Commerce, etc. 
We have two plans for financing homes 
through our office, thus furnishing opportunity 
to give the maximum help to prospective build- 
ers. These plans fit more types of property, 
providing it has intrinsic worth and also taking 
into account the moral risk of the man. We 
also have a complete architectural service in 


Interesting 


Tells Public Building Costs Are Low 

AKRON, OuHIo, Aug. 24.—Believing that there 
never was a better time for prospective home 
owners to build or for present home owners to 
remodel and bring their homes and other build- 
ings up-to-date, the Lyman-Hawkins Lumber 
Co., of this city, is directing the attention of 
the public to both the low costs and the need 
of better homes. Officers of this company 
point out that costs are at least 25 percent be- 
low normal, with lumber prices practically back 
to where they were before the war. They be- 
lieve this condition can not exist long, for 
demand is sure to increase and prices advance. 

“If only a small percentage of those who 
need new or remodeled homes were to take 
advantage of the present market, the country 
would quickly snap back into business activity,” 
is the statement of one of the officials of this 
company, who points out that increased resi- 
dential construction has led the country out of 
almost every business depression and can do so 
again. 





Will Produce Veneers and Plywood 

SHAWANO, Wis., Aug. 24.—The Shawano 
Veneer & Plywood Co. has practically com- 
pleted the remodeling of its plant, which has 
been in’ progress throughout the summer. The 
last machine was received several days ago and 
is now being placed in position. This company 
will produce veneer, both for the market and 
for its own use, and plywood. Its product will 
include commercial veneers of red oak, white 
oak, birch, basswood, maple and ash, with ply- 
wood of the same materials. A. A. Weber, 
formerly of Wausau, is president and general 
manager; Clarence R. Weber is secretary, and 
Louis Marceil is superintendent of the plywood 
division. 


Preparing to Meet Demand 

NortH TONAWANDA, N. Y., Aug. 24.—Con- 
fident that business conditions will be greatly 
improved in the near future and with an in- 
creased demand already being noticed for its 
products, the R. T. Jones Lumber Co. is mak- 
ing extensive plans to meet the requirements 
of the trade in this territory. Announcement 
has been made that one of the largest storage 
sheds ever erected for this purpose will be built 
to house its stock of dressed lumber. This com- 
pany announces that it has. arranged to receive 
before the close of navigation on the. barge 
canal several million feet of fir lumber from 
the Pacific Coast. The first consignment of 
this stock is being shipped via the Panama 
Canal on the Steamer Terman. This lumber 
will be reloaded on barges at New York for 
trans-shipment to the consignee’s dock at Tona- 
wanda. This shipment will include dimension, 
timbers, flooring, ceiling etc. The R. T. Jones 
Lumber Co. is among the first to bring fir lum- 
ber to this section from the Pacific. Coast in 
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the office, furnished by one of the members of 
the firm. This service offers supervision on 
the job also, providing the owner desires it. In 
addition to this we are working on a plan to 
offer a modest type of interior decorating serv- 
ice also for those who want it. And while we 
have never had calls for it, we are in touch 
with landscapers who could co-operate with us 
to give them landscaping service in case they 
desired it. 

Being a comparatively young man, this type 
of future appeals to me in every way. Our 
country can go just as far as we of my gen- 
eration want to take it, and, of course, it is 
my desire to carry our own company on to 
make as much progress under the guidance of 
the new generation as it has made in the past. 
My father is still active and will be for per- 
haps ten years more but my brother and I want 
to train ourselves in every way to take the 


ltems From 


large quantities, using the all-water route. 

To fill in its broken stocks and to meet the 
increasing demand for lumber, this company is 
bringing in large shipments of white pine from 
points on the Great Lakes. The Steamer Swift, 
which recently discharged a cargo of 750,000 
feet, is again on its way up the lakes for a 
similar consignment for this company. 


Expert Crew Making Grain Doors 


NAcoGDOCHES, TEX., Aug. 24.—At the plant 
of the Frost Lumber Industries, Inc., here, a 
crew of men who are experts in that particular 
line are busily engaged in making grain doors. 
This crew of six men, who are paid on a piece 
work basis, are making about 900 doors a day. 
The sawmill is operating three 8-hour days 
each week, while the planing mill operates only 
on orders. 


Big Building Volume Ahead 


CLEVELAND, Ounlo, Aug. 24.—That there is a 
large volume of building ahead just to meet 
the normal requirements of Cleveland and its 
suburbs is the belief of Edward A. Roberts, 
secretary of the Builders Exchange and of the 
3etter Homes Association. From 1918 to 1927 
inclusive there were constructed in Cleveland 
an average of 2,702 houses a year. For the 
last three years the average has been only 1,271, 
leaving an average annual deficiency of 1,431 
houses to take care of the normal needs with- 
out taking into account an increasing popula- 
tion. Figures compiled by Mr. Roberts show 
a total deficit of 4,293 houses for the last three 
years in Cleveland, and a shortage of 363 apart- 
ment houses, while in the suburbs a deficit of 
1,824 houses has accumulated in the last four 
years. This annual average deficit is based 
upon the number of houses built for a lesser 
population. If the increased number of inhabi- 
tants is considered, the deficiency in housing 
is much greater and will become apparent 
when conditions enable many families now 
“doubled up” to demand housing of their own. 


Will Rebuild Burned Plant 

WENATCHEE, WASH., Aug. 22.—E. Wagner, 
of E. Wagner & Sons, Okanogan, Wash., who 
makes his home in Wenatchee, left last Tues- 
day for Okanogan to inaugurate plans for the 
reconstruction of his company’s plant which 
was destroyed by fire. The Wagner plant at 
Okanogan. consisted of an electrically operated 
sawmill and box factory. The sawmill, box 
factory, lumber stocks and a number of resi- 
dences were destroyed in the fire. The loss is 
estimated at approximately $250,000 and was 
partially covered by insurance. Pending recon- 
struction of the plant, the uncompleted apple 
box contracts held by the company will be 
taken over and completed®by other mills in 
north central Washington. 
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maximum advantage of the future of our native 
State, and, of course, the future in our own 
industry. 

We have held employees’ schools, too, impres- 
sing on our men that we are not just a lumber 
yard but an institution in the business of selling 
comfortable homes to Mr. and Mrs. John Q, 
Citizen and that until we can properly fulfil] 
the need of our community for better homes, 
we have not completed our duty to our com- 
munity, regardless of the grade of lumber in 
our stalls or the brand of hardware stocked. 

I hope this letter will not smack too much of 
“I” and “we” and “us” but you have asked 
what we expected to do and | have tried to out- 
line it as we have planned and are doing it. 
Besides, as I said in the beginning, Arkansas 
and the lumber business are two things most in- 
teresting to me and I could talk for a week and 
still not get to all the attractions of either. 


Six States 


Renewed Activity in Arkansas 

Winstow, ArK., Aug. 24.—Renewed activity 
is being noted in the production of lumber and 
ties in this section, which derives its principal 
income from these sources. The purchase of 
sawed lumber and oak spokes was resumed 
here last week, and it was announced that tie 
yards at Winslow, Schaberg and Brentwood 
will be opened within a few days. This re- 
newed activity, together with the excellent 
crops in this section, gives promise of many 
improvements in homes and on farms. 





A New Factory for Sheboygan 

SHEBOYGAN, Wis., Aug. 24.—The General 
Box Co. has been granted a permit to erect a 
$22,100 factory building here. Building In- 
spector Rudolph R. Jahn reports that in addi- 
tion to this factory building, he has recently 
granted four permits for residences costing 
$16,800, and fifteen permits for miscellaneous 
work costing $2,703. The volume of new resi- 
dence construction in Sheboygan thus is 
brought to $200,000 for this year. 


Plans to Build and Finance Homes 

San Antonio, Tex., Aug. 24.—A. B. Spencer 
& Sons, one of the old established retail lumber 
and building material concerns of this city, at 
a dinner held recently at its yard, announced its 
election as a member of the Associated Leaders 
of Lumber & Fuel Dealers of America. An- 
nouncing this affiliation, Alex Spencer, vice 
president and general manager of A. B. Spencer 
& Sons, said: 

In line with recent advancements and im- 
provements in other lines of merchandise 
and in keeping with its policy of protecting 
its customers by handling only material of 
known quality, this company henceforth will 
sell only “certified material’’ backed by a 
$1,000 surety bond guaranteeing the count, 
quality, weight and measure of all material 
to be exactly as represented. 

Mr. Spencer announced that, through its af- 
filiation with the Associated Leaders, his com- 
pany will be in position to finance the construc- 
tion of an unlimited number of new homes. 
These loans will be placed locally when pos- 
sible, using building and loan company funds, 
etc., but when these are not available the com- 
pany will use funds of the National Homes 
Finance Corporation, of which it is a member. 


Retailer Gets Big Fence Contract 

Bic Lake, Tex., Aug. 24.—At a recent ses- 
sion of the Commissioner’s Court of Reagan 
County, a contract was awarded to William 
Cameron & Co., of Big Lake, for the material 
for 56 miles of fencing for county highways. 
The contract for the cedar posts was awarded 
to C. W. Innes, and shipment of all of this ma- 
terial is to be made promptly. 








Augu 





a ed 
mus 
wha 


7 


try 
curl 
tatg 
be | 
clot! 
tern 
sug 
The 
shot 
pies 
thos 
the 
the 
A 
of | 
natt 
teri 
I 
ter 
wo! 
gar 
hou 
ket 
line 
TOO 
cott 
kne 
su 
pai 
boy 
pla 
all 
ing 
doy 
wil 
oce 
chi 
tha 
ma 
but 
pla 
toc 
wil 
the 
ity 
an 
lec 
{ 
me 
the 
aid 








931 


tive 
wn 


res- 
iber 
ling 


Q. 
fill 
nes, 
om- 
in 
ked., 
1 of 
ked 
Out- 

it. 
Sas 

in- 
and 


5 
vity 
and 
‘ipal 
of 
med 
tie 
OC rd 
re- 
lent 
lany 


1 
eral 
ct a 
In- 
ddi- 
ntly 
ting 
eous 
resi- 


is 


es 

ncer 
nber 
, 
1 its 
ders 
An- 
vice 
ncer 


im- 
dise 
ting 
1 of 
will 
ya 
punt, 
prial 


; af- 
-om- 
ruc- 
mes. 
pe )S- 
inds, 
‘“om- 
ymes 
er. 


ct 
ses- 
agan 
liam 
erial 
yays. 


rded 


ma- 











August 29, 1931 


AMERICAN LU 


MBERMAN 











D 
% 




















) . . . as A Ho ome of Yo ur 





mm_ {iy 
ev, (“Me 
Own ae eS 

















CTIVE children are 
healthy children and 
inquisitive minds are 
growing minds. So 
= don’t find fault with 
—* the little ones who 
must needs take the machine apart to see 
what makes the wheels go round. 

The natural healthy energy and indus- 
try of childhood should be directed, not 
curbed. A boy should be given tools and 
taught how to use them. A girl should 
be permitted and encouraged to snip up 
cloth and sew it together again in pat- 
terns; to stir up flour and water and 
sugar and find out what happens to them. 
There is no real reason why a girl 
shouldn't drive nails and a boy make mud 
pies. Both should be kept from misusing 
those youthful energies in jumping off 
the roof or investigating the innards of 
the family car. 

Above all they should be given a place 
of their own in which to develop those 
natural tendencies; to learn uses of ma- 
terials and responsibilities of property. 

For this purpose there is nothing bet- 
ter than a playhouse in the yard and 
workshop in the basement—or attic or 
garage, maybe. Many types of play- 
houses, and of all prices, are on the mar- 
ket ready-made; little log cabins, cedar 
lined; beautiful frame houses of several 
rooms and two stories; canvas summer 





cottages with brilliant awnings, and 
knock-down, simple one-room affairs. 


But with a few boards and nails, a pail of 
paint and a directing head and hand, 

boy—or two boys—could build their own 
playhouse and a pair of girls could do 
all of the interior and exterior decorat- 
ing, plant flowers and win- 





youngsters out of mischief, preventing 
serious damage to young bones and train- 
ing young faculties and perceptions in 
the proper way of life. 

The first essential, however, is the play- 
ground. Only those children who are 
fortunate enough to live in a home of 
their own—and a home set in an ample 
yard and garden—can know the joys of 
such muscle-training and brain-develop- 
ing play equipment. 

ae 


"A eg Loose Trade" 


ARRY LEON 
WILSON, in 
his delightful 
book of a few 
years ago, “The 
Wrong Twin,” 
sketched the portrait of a printer whose 
proudest boast was that he had a “good 
loose trade.” By. that he meant that he 

could drift in any direction and if he 
would only travel long enough, would 
run into someone who needed a printer. 

The itinerant printer was one of the 
most colorful characters of an earlier 

United States. Seldom sober, he changed 
jobs as often as he received a pay check. 
His only worry in life was that he might 
die before he had worked on every news- 





paper and in every town in the country. , 


More than just a character, he was a 
symbol of the times. When travel was 
difficult, it was an adventure. Today the 
average American is able to satisfy his 
curiosity about the lands beyond the sky- 
line and return from the next county or 
even the next state in time for Sunday 
evening supper. 

With easy travel, 
lost that our 


something may be 
fathers knew and _ prized 





dow boxes and make the 
window curtains. What an 
ocean of fun Dad and the 
children could get out of 
that job! 

Sut whether it is home- 
made or comes from the 
building materials store, a 
playhouse in the yard and a 
tool box in the basement 
will do more to influence 
the character and adaptabil- 
ity of the future young men 
and women than reams of 
lectures and lessons. 

Other playground equip- 
ment is also adaptable to 
the home and an invaluable 
ail to parents in keeping 


above everything else in the world. That 
is the possession of a home—not an 
apartment or leased house—but a home— 
around which the family centered its life. 

Ownership of his home has always 
been the sign whereby a successful man 
could be distinguished from the restless, 
weary crowd that did the “dirty work.” 
In England and in early America only 
home owners could vote in national elec- 
tions. Today many of our incorporated 
villages and smaller towns distinguish be- 
tween the property owners, who make the 
laws for the town, and the non-property 
owners, who form the governed classes. 

With building costs as low as they are 
now, more and more Americans are re- 
turning to the home owning, or govern- 
ing class, and, by the same act, are laying 
the foundations for their own and their 
children’s futures. With a home to fall 
back on, even the hardest times lose their 
capacity to frighten. 

7, ¢ F 
bei peed dans Two Homes? 


T HAS been said 
many times and by 
many sermonizers 
: that the automobile 
eke ant a is destroying the 

SYS ESS ~L home. On the, con- 
trary the automobile has done more for 
the home than almost anything else. It 
has made two homes possible to any fam- 
ily of moderate means. 

There are many families today who 
possess a delightful little summer cottage 
somewhere on a lake or in the mountains 
who in former days could not possibly 
have managed more than the meager two- 
weeks’ vacation, and that broken by a 
train journey at each end. 

Today the man of the 














family can attend to his 
business and still make the 
cottage quite easily every 
Saturday afternoon, — re- 
turning on time for Mon- 
day morning opening. 
Hundreds of families can 
remain at the seaside or 
lake resort from the day 
school closes until it opens 
again next fall—all by 
means of the automobile. 
They can spend glorious 
week ends amid the glories 
of autumn foliage. 

No, the car has not de- 
stroyed the home. It has 
introduced the fashion of 
two homes for every family. 


This page is written for the general public with the purpose of encouraging and spreading the idea of home 


owning and home improvement and to help create business. Show it to your editor, Free reprint on request. 


AMERICAN 


LUMBERMAN 


August 29, 1931 


REALM OF THE RETAILER 


Sales Methods and Ideas in a Texas City 


Ways of Financing Dwellings—The Question of Reducing Salaries or Working 
Force—Return of Small Sales for Repairs—Marketing Repossessed Houses 


The Trinity Lumber Co., of 
Dallas, Tex., is associated more 
or less formally with several 
other lumber companies of the 
city. It operates the Oak Cliff 
Lumber Co., in the suburb of 
that name, across the river; and 
it is part of the estate of the 


late Louis Lipsitz, which also 
owns the Lyon-Gray line of 
yards of east Texas. Some 


years ago when the old Lyon- 
Gray yards were sold, a dividing 
line was drawn, and Mr. Lipsitz 
took the points east of that line, 
and the Foxworth-Galbraith 
Lumber Co. took those west of 
the line. The points purchased 
by Mr. Lipsitz were continued 
under the Lyon-Gray name. A 
wholesaling concern, the Harris- 
Lipsitz Lumber Co. is also part 
of the general Lipsitz associa- 
tion. 


Three-fourths of Sales 
Financed 

W. T. Harris is general man- 
ager of the Trinity company. 
He tells this department that 75 
percent or more of the 
made by the company are 
financed. Being a strong organ- 
ization, the company carries the 
paper in its own portfolio; but 
it quite usually divides the loan 
into a first and a second lien, 
even though it carries’. both. 
This division is made according 
to the usual policies and per- 
centages. The first lien is 
usually a term-payment affair, 
and the second is payable 
monthly. It often happens that 
when the second is paid out the 
owner is able to refinance else- 
where; which suits Mr. Harris, 
for he would rather use his loan- 
ing service to encourage new 
building than merely to use it 
as an investment. 

This is a big yard, of which 
there seem to be many in Dallas. 
The city has in the neighbor- 
hood of 40 yards, big and little, 


sales 


which are quite enough in a 
period when new construction 
lags a little. The volume of 


sales, at that, is large. Trinity 
operates a building supply store 
in which it carries paints, build- 
ing hardware and the like. As 
seems to be true of all the 
larger Texas yards and of some 
not so large, the customer can 
get very extensive services. 

In the Lyon-Gray office we 


met H. B. Hawley and R. B. 
Marshall. And in the adjoining 
office of the Harris-Lipsitz Lum- 
ber Co. we met Sylban H. Marks, 
the sales manager. Lyon-Gray 
operates no yard under that 
name in Dallas. Mr. Hawley 
was interested in the matter of 
the proper way to reduce over- 
head to meet an emergency sea- 
son; a question of more than 
temporary interest, for such 
emergencies come up every few 
years, either because of general 
conditions or because local situ- 
ations demand it. No dealer 
who stays in business for many 
years can escape meeting such a 
problem. After administration 
has been tightened up and leaks 


at least most places, the cost 
of living has decreased; so that 
a reasonable cut in wages does 
not work the hardship to the 
employee, that on the surface it 
appears to create. 

A well known Texas lumber- 
man said he believed that for 
the good of the business, for the 
morale of the staff, it is better 
if possible to reduce the number 
of men and to hire day labor in 
emergencies. He admits that it 
is hard on the men let out; but 
unless a wage cut is managed 
with great skill, after the men 
have been shown in detail that 
it is really needed, it is likely to 
result in resentment and less- 
ened initiative. He added, how- 
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Cartoon by Orr, Courtesy of the Chicago Tribune 


have been stopped it may be 
necessary still further to lighten 
the burden of overhead. The 
salary schedule inevitably comes 
under scrutiny. Then the ques- 
tion arises whether it is better 
to reduce salaries or to reduce 
the number of men. During this 
period of sagging business, in 


ever, that in many industries 
wage scales have gone to 
heights that could not be main- 
tained in the general run of nor- 
mal times without putting the 
whole business structure in dan- 
ger. For instance, following the 
war the railroads held to their 
structure of high rates; and rail- 


road men in turn clung to their 
war-time wages. As a result, all 
over the country railroads are 
faced with disastrous competi- 
tion from trucks and _ buses, 
Railroads tried to meet this situ- 
ation in part by increasing 
freight trains from 30 to 100 
cars and using smaller crews for 
the longer trains. But it hasn't 
worked out. 

Mr. Hawley is inclined to be- 
lieve that the best way is to ad- 
just wages as carefully as pos- 
sible to the earning powers of 
the men; to their value to the 
company. When this is accom- 
plished, if it then becomes 
necessary to effect a further sav- 
ing, it can be done on a straight 
percentage basis after the facts 
in the case are made clear to 
the men. Every concern has 
faced this matter during the last 
year, and the methods used to 
meet it have varied; usually ac- 
cording to local needs and local 
situations. 


Attitudes Toward Monthly 
Payments 

W. H. Sears, of the Mayfield 
Lumber Co., says he has seen 
the attitude of financiers change 
in regard to monthly payments 
on homes. Not so many years 
ago they were all against it. It 
was a nuisance and an unneces- 
sary concession to unthrifty peo- 
ple. If a man wanted a house, 
let him save money enough to 
make possible building with an 
ordinary term loan. He’d have 
to save afterwards, and he might 
as well get used to it; and if he 
couldn’t save beforehand, that 
was a pretty good sign he’d have 
trouble saving afterwards. Any- 
way, mortgage loans were favor- 
ite forms of investment for 
small capitalists; and a large 
percentage of these loans were 
sold to people who had only a 
few thousands to invest. These 
people didn’t want their capital 
returned to them in driblets by 
the month. It was a poor idea, 
and the sooner it was dropped 
the better. 

The theory may have been 
plausible, but the effect left 
something to be desired. Rightly 
or wrongly, if prospects couldn't 
be financed so that they could 
pay out of current income they 
calmly rented houses and re- 
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fused to build at all. Those who 
tried the payment plan reported 
that it worked very well; that it 
encouraged good moral risks to 
undertake home owning, that it 
organized their savings habits 
and that it subdued some of the 
worst of price competition. Nat- 
urally, the small investor largely 
dropped out of the picture; for 
unless he had enough of these 
loans so that the capital pay- 
ments could be accumulated fre- 
quently to start another loan he 
was not interested. Too large a 
percentage of his capital was 
idle. But loan companies with 
revolving funds could handle the 
loans profitably; and at present 
this method is accepted as 
rather standard. The fact that it 
checked the _ pencil-sharpening 
tactics of cash sales has made 
it popular with lumbermen. It 
has never made possible exces- 
sive profits, nor has it cut out 
all price competition; but once 
a prospect becomes interested in 
an individualized service of a 
dealer, financial and otherwise, 
he does not pursue low prices at 
the expense of other factors of 
greater value to him; at least. 
not with the old-time enthusi- 
asm. 


Cash Sales on the Increase 


At a couple of prominent 
yards the department was not 
lucky enough to see the execu- 
tives who talk with traveling 
newspaper men. The George W. 
Owens Lumber Co. is a large 
concern that has been operating 
in Dallas for many years. It 
handles a complete line of build- 
ing materials; hardware, paint 
and so on. The Higginbotham- 


Bartlett Co. is another well 
known company with a large 
plant. It, too, has been a long 


time a big factor in Dallas lum- 
ber retailing. 

T. H. Campbell, of the com- 
pany that bears his name, told 
us that he was much encouraged 
by the large number of sales 
being made. The number was 
up to pre-depression standards. 
While the individual sales did 
not on the average amount to as 
much money as in 1929, still 
they represented repairs and re- 
modeling and indicated that peo- 
ple are again becoming inter- 
ested in construction. After a 
period of readjustment it is al- 
ways repairs that come first; a 
fairly good index of returning 
construction business. A good 
many of these customers are 
paying cash. This company ap- 
parently carries an enormous 
Stock of paints; and paint fig- 
ures prominently in every cam- 
paign of repair. 

J. M. Reichenstein, of Cowser 
& Co., says that Dallas reached 
a sound-volume basis by the 
first of last May. This may not 
mean quite what it seems at 
first glance; not a big-volume 
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basis as measured by the ex- 
cited years, but a sound volume 
capable of carrying on steadily 
and surely. The boom of a few 
years ago is all over, and much 
of the necessary mopping-up has 
been done. Not all, however; 
for a certain number of re- 
possessed houses are still on the 
market, but they are rapidly 
finding owners. This part of the 
business, straightening up some 


them off the market will be a 
valuable tonic to current build- 
ing. 

This company finances both 
with its own money and through 
finance corporations. It usually 
carries from $75,000 to $100,000 
of selected risks itself, depend- 
ing roughly upon the surplus 
available for the purpose. 

“Financing takes a good deal 
of money,’ Mr. Reichenstein 





of the home-owning ventures _ said, “for it means usually that 
that came to grief, is an un- the company has four times as 
| THE FIGHTING SPIRIT OF 1931 “| 
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Cartoon by Darling, Courtesy of the Des Moines Register 


pleasant and even painful 
process; but it comes last in the 
reorganization project and indi- 
cates that a new business era is 
already opening up. 
Mopping Up the Depression 
A good many of these houses, 
so Mr. Reichenstein says, are 
selling at 40 percent off their 
cost at peak prices. This is hard 
on the people with money in- 
vested in them which they are 
trying to salvage; but it means 
simply that the cost of houses, 
including the lot, as built at 
present is about 40 percent 
lower than at the peak. In other 
words, repossessed houses are 
selling at replacement value; 
and a person could hardly ex- 
pect them to sell for more. 
Those that do not sell readily 
are being rented; and getting 


much money invested as is 
spent by the owner for mate- 
rials upon which we make a 
profit. But financing carries 
itself pretty well and makes the 
sale possible. Of course, we 
have to carry the job until it is 
completed, back up the contrac- 
tor and practically guarantee 
the house.” 

While Cowser & Co. offer 
these services, yet their main 
interest has always been the 
selling of lumber. The firm is a 
lumber company, believes in 
lumber, sets all its services to 
the keynote of lumber and in 
this way has achieved a steady 
and large growth. Mr. Hawley, 
of Lyon-Gray, in commenting on 
the matter of service and side- 
lines said he didn’t believe in 
adding these things unless they 
protected his central interest as 
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a building-material merchant. 


Overburden of Indiscriminate 
Installments 


W. L. Foxworth, of the Fox- 
worth-Galbraith Lumber Co., 
said he believed an important 
part of the late depression, per- 
haps the part that made it “dif- 
ferent”—a statement constantly 
made about it—was the heavy 
overhang of debt produced by 
indiscriminate installment sell- 
ing. The finance companies deal- 
ing in this type of loan have 
made repeated statements that 
payments were kept up and that 
the percentage of defaulted 
agreements was little if any 
greater than during earlier 
periods. All of this may be 
true; but it doesn’t tell the 
whole story. People hung on 
and made their payments with 
a determination that was admir- 
able; but they did it at the ex- 
pense of doing without the 
things they normally would have 
bought and even of doing with- 
out some necessities. Probably 
if a person can do without a 
necessity, that proves it not to 
be a necessity; but such things 
are relative. It did mean that 
keeping up the payments cut 
purchases; and cutting pur- 
chases did not reduce the fac- 
tory capacity for producing 
them, nor did it keep factory 
workers employed. There is no 
point to repeating the old state- 
ment that easy credits attracted 
persons into making purchases 
they could not really afford. 
That happened in the home-own- 
ing field; though not as fre- 
quently as in other fields. Mr. 
Foxworth told of a lumber sales- 
man who not many weeks ago 
was offered a loan large enough 
to buy his lot, build his house 
and leave him a few hundred 
dollars over. 

“That case,” Mr. Foxworth 
said, “was due to ignorance of 
costs on the part of the person 
offering the loan. But the same 
thing happened earlier in finance 
companies with practical lum- 
bermen sitting on the appraisal 
committees. There’s no excuse 
for that.” 

Some weeks ago H. W. Gal- 
braith, of Amarillo, Mr. Fox- 
worth’s business partner, was 
quoted in these columns as fa- 
voring Federal loans for houses, 
for the purpose of stabilizing re- 
sale values. Mr. Foxworth ap- 
proved the object of this pro- 
posal but expressed some doubt 
about the propriety and effec- 
tiveness of the method. He 
doubts if the government ever 
does well when it enters the 
field of business directly. It is 
necessarily bound by regula- 
tions, which make its efforts 
rather stiff and not easily fitted 
to individual needs. Its efforts 
are managed from a distance. 
The Federal farm loan under- 
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taking did not turn out so well. 
It brought loans to farmers who 


did not positively need them, house which he called the “odds stock and possibly also made for 
and it served to inflate land and ends shed.” Some time ago more careful buying. Mr. Arm- 
values beyond reason. So Mr. in going over the stock he found = strong believes in keeping stock 
Foxworth approves Mr. Gal- a good many tag ends and slow’ turning. He found a certain 
braith’s objective, that of stabil- movers which the salesmen amount of wide 2-inch 


izing resale values, but he hopes 
some other means can be found 
to accomplish it. 
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office at the yard, and roofing 
business is turned over to him. 
The Lingo company does not 
finance composition roofs. Here 
as in most of the Dallas yards 
we saw some shortleaf produced 
stuff; by small mills. It is near at 
hand; and local trade seems to 
demand it, so the yards supply 
the stock. For its own purposes 


the yard 
time 


‘a . » oC instructed that they be sold. they put this through the rip of course it is quite all rig 
Odds and Ends” Shed They were, and promptly. So saw, cottinn it into whahever it Some difficulties do Blige: 
John N. Armstrong, vice presi- the odds and ends shed has be- will make that will move. ever, when contractors use it 
dent and general manager of the come a permanent institution; A roofing contractor who is for purposes that would be bet- 

Lingo Lumber Co., took us not much in it normally, for also a general contractor has an ter served by other materials. 





New Buildings Display 
Many Products 


BALLSTON Spa, N. Y., Aug. 24.—The recent 
opening of the new display room and office of 
the Streever Lumber Co., this city, was made 
a community event which enlisted widespread 
attention and resulted in an attendance esti- 
mated between 4,000 and 5,000 persons during 
the celebration, which continued for one week. 
The largest attendance on any day was between 
800 and 900 persons. 

The event was extensively advertised in full- 
page space in the local daily newspaper, and in 
order to interest the various organized groups 
of the community, and thereby insure maximum 
attendance, special programs were arranged for 
each day and evening and the members of the 
various organizations were invited to be pres- 
ent. Among the organizations thus participat- 
ing were the American Legion, the local Rotary 
Club, Women’s Club, Country Club, the local 
fire department, and others. The three fire 
companies not only attended but placed the new, 
modern equipment of the fire department on 
display in front of the company’s office on their 
evening. 

Interesting displays of building materials of 
all sorts, and a carefully planned program of 
demonstrations, interested all who came. 
Through co-operation with manufacturers of 
various food products, refreshments were served, 
including coffee, soft drinks, grocery samples 
etc. Attendance prizes were awarded each day, 
about half of which were donated by manufac- 
turers whose lines the Streever company han- 
dles exclusively. 

The building housing the displays is of spe- 
cial interest because it demonstrates in its con- 
struction so many different materials and spe- 
cialties. It shows on the outside 20 different 
kinds of siding while the roof demonstrates 22 
types and designs of roof covering. The office 











Showing in the foreground the new display building of the Streever Lumber Co., Ballston Spa, 
N. Y., and in the background the office building. Observe the various kinds of siding materials 
and roof coverings on the display building, also the overhead garage door and the outside 


building, at the rear, 
has imitation log sid- 
ing. Inside the display 
building are seen such 





View of interior of the 


new display room of 
the Streever Lumber 
Co., Ballston Spa, N.Y., 
of the 


and hardware 


showing part 
paint 
stock, also samples of 


various types of doors 





kitchen cabinets and built-in wood- 
work, garden and lawn furniture, paint, hard- 
ware, doors etc. Thirty kinds of nails are dis- 
played in bins in the rear of the display room. 

An outside display, adjacent to the building, 
of samples of garden and lawn furniture of the 
rustic type, attracts the attention of visitors. 
Included in the display are arm chairs, bench 
seats, arbor seats and other pieces. 

In one of the outside walls of the display 
building is installed a doorway equipped with 
an overhead garage door, affording a ready 
demonstration of this modern way of handling 
the garage door problem. 

Leading to the display room, which is 120 
feet long, is a walk made of broken flagstone 
set in white cement. On either side of the 
entrance are window boxes, with gayly col- 
ored plants, which add to the attractiveness of 
the setting. 

At the end of this long display room is the 
very attractive office building. The main room 
has fir panels overhead with a beam finish; the 
side wall is of unselected gum panels, while the 


gor ds as 








display of rustic furniture, all demonstrating products handled by the company 





floor is of beech. In this room there is a heati- 
lator, which contains four ventilators. The two 
near the floor take in the cold air from the 
floor, carry it into the chimney and then the 
warm air is passed out through the ventilators 
set higher up in the fireplace. This fireplace 
is built of vari-colored brick. In this room 
Miss Mildred Watson has her desk. 

Off from this main room are four smaller 
rooms. QOne is occupied by Lester V. Streever 
and his son, Donald C. Streever. Another is 
occupied by [edward L. Parsons and still an- 
other by Miss Janet Lewis, while the fourth 
room is where the orders are arranged sys- 
tematically and filed according to routes. Here 
a blackboard contains the deliveries for the 
day. Each of these four rooms is finished in a 
different manner, presenting a very attractive 
appearance. 

On the top floor is a space for conferences, 
first-aid equipment, extra filling cabinet etc. 
Overhead insulation is used, which makes the 
room much cooler than one at the top of a 
house would ordinarily be. 

In the basement everything has been effi- 
ciently arranged for storage, removing articles 
from trucks through the double windows, and 
for taking articles into the display room. 





Creation of County Forests 


ASHLAND, Wis., Aug. 24.—The creation of 
county forests on delinquent tax lands unsuita- 
ble for agriculture was favored at the quarterly 
session of the Ashland county board. It is 
planned to enter a vast acreage under the new 
State forest crop law, which will net the county 
10 cents an acre and the townships a similar 
sum. Several other northern Wisconsin coun- 
ties are considering the establishment of county 
forests as the result of recent legislation stimu- 
lating such projects. 

Several school forests have already been 
established in Ashland County. Delinquent tax 
land is sold to school districts for $1 a “forty.” 
It is stipulated by the county board that no 
private interests shall profit from the projects 
but that all funds derived from timber sales 
shall go to the school district. 
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MILWAUKEE, Wis., Aug. 24.— 
That the successful lumber yard 
of the future will be thought of 
less as “a yard that sells wood” 
and more as a department store of 
home comforts and conveniences, 
is the conviction of Lewis J. Best, 
president of the Best Lumber Co., 
this city. Mr. Best believes also 
that the lumber dealer catering 
direct to the home owner can find 
no better opportunity to acquaint 
prospects with the services his or- 
ganization can give than through 
the introduction to his company 
afforded by the sale of some one 
of the ready-to-use articles that 
until recent years were stocked 
only by hardware, paint and fur- 
niture stores, or large department 
stores. 

Every time he sells a_ paint 
brush, a telephone niche, an ex- 
tension closet hanger or a roll of 
fencing, he regards the article, 
however trivial and inexpensive, 
as a messenger—a visiting card 
that consistently reminds the pur- 
chaser of the existence of the Best 
company and forms a_ contact 
which paves the way for volume 
business in lumber and other more 
expensive items. 


Goes Out After Business 


“Of course,” he told an AMER- 
IcAN LUMBERMAN representative, 
“the initial sale and the repeat 
business does not come of. itself. 
We make our sales through door- 
to-door solicitation, backed up by 
plenty of direct mail work. We 
build up on the friendship gained 
through the first contact. Our most 
important sideline—a key item, I 
might say—is kitchen cabinets, for 
which we have the McDougall 
agency. One of our representa- 
tives, a former architectural de- 
signer, cultivates sales of this line 
intensively, and has met with great 
success. As a matter of fact, he 
sold eight cabinets in one week 
recently.” 

“When we sell a kitchen cabinet,” 
Mr. Best continued, “we know 
that it is practically certain that 
our business with that prospect 
will not stop there. The time 
taken in planning and _ installing 
the cabinet gives opportunity for 
our man to make a friend of the 
purchaser, to talk about home 
modernizing, and to make sugges- 
tions for improvements that can be 
made with our aid. Sales of 
cabinets help our sales of wall tile, 
paint, hardware and so on, and 
lead to business in lumber, mill- 
work, and in fact everything we 
handle. At the very least, the 
customer is made well acquainted 
with who we are and what we sell, 
and through the friendly contact 
the way is paved for later visits. 
Then too, each installation we 
make constitutes an extra display 
room for these cabinets. The pur- 
chaser naturally is proud of this 
important addition to her kitchen, 
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Keen Merchandiser Tells How 
Specialty Items Pay 


and shows it to all her friends, 
who can actually experience for 
themselves the advantages their 
hostess derives from the use of her 
cabinet, and learn where a similar 
cabinet can be obtained.” 


All Lines Solicited 


The company’s representative 
does not confine himself solely to 
selling kitchen cabinets, of course, 
but is well acquainted with all the 
other specialty lines, and with the 
basic items of lumber, millwork, 
and other construction materials. 
If the prospect is not immediately 
interested in a kitchen cabinet, he 
is often able to arouse interest in 
one or other of the specialties, 
nearly all of which appeal to the 
housewife through the economy in 
time or labor, or the convenience, 


comfort or beauty arising from 
their use. 
One of these quick-turnover, 


fixed-profit which the 


specialties 











said Mr. Best, “that have to be 
sold to the prospect. You can't 
just say, in effect, ‘We sell fence— 
buy some’; you have to visualize 
the completed article for the pros- 
pect in terms that appeal to his 
particular circumstances and char- 
acteristics. You have to sell him, 
not so many lengths of lumber, but 
the beauty, pleasure, convenience 
or comfort that those pieces of 
lumber bring him when made up 
in the finished form you are sug- 
gesting. That’s where personal 
solicitation comes in, and we try 
to follow out the same idea—of 
selling not merely a commodity, 
but the use of a finished product, 
in our direct mail work. We al- 
ways try to do the  prospect’s 
visualizing for him, and along this 
line, we have found very useful 
the booklet ‘Beautifying the Home 
Grounds’, issued by the Southern 
Pine Association, which gives 
numerous pictures of lawn fence, 











Office of the Best Lumber Co. at 4400 North Green Bay Avenue, 


Milwaukee, Wis. 


Note driveway runs all around back of office to save 
time and trouble for customers driving in. 


Interior is bright and airy, 


with fixtures and moldings in cypress, stained light oak, set off by sky 


blue textone finish. 


Displayed on each side of the entrance are many 


of the specialty items on which are based the progressive merchandising 
policies described in the uccompanying article 


company carries, one which at 
first sight seems incongruous as 
part of a lumber dealer’s stock but 
has a ready sale and conforms to 
Mr. Best’s “visiting card” point of 
view, is the “Dusterator,” made by 
the McDougall Co. This is an 
inexpensive device designed to 
abolish use of the dustpan. It con- 
sists of a chute fitting an opening 
in the floor, the top of which is 
opened by a pedal and which ex- 
tends through the floor into the 
basement. Dirt, waste paper etc. is 
swept directly into the chute with- 
out any backbending, and is caught 
in a removable cloth bag, which 
is emptied periodically, like the 
bag of a vacuum cleaner. 

Other specialties which the com- 
pany has found easy to sell if 
only prospects are made acquainted 
with their possibilities are sand- 
boxes, lawn fence, lattice-work 
and pergolas. “These are items,” 


gates, trellis, lattice panels, per- 
golas and summer houses, all in 
beautiful settings.” 


_ Additional Sales Made 


Remarking how one thing leads 
to another in the specialty business, 
Mr. Best said: “We concentrated 
on a campaign for sand boxes a 
month or two ago. It was pretty 
successful in itself, all profitable 
c. o. d. or thirty days business, but 
in many cases we sold other mate- 
rial at the same time. I remember, 
for instance, that the contacts made 
through selling sand boxes brought 
orders for four garages, and I 
know that we sold quite a bit of 
other stuff to sand box buyers. We 
sold lumber for a barn last week, 
and we sold a fence order. In 
both cases, we sold paint too. A 
nice little extra profit, and with no 
special effort. I’m all for these 
specialty items. There isn’t the 
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Says Easy to Sell, 

Render Good Profits, 

and Lead to Lumber 
Sales 


volume of profit that there is im 
our main business, but they help 
sell lumber, and the profit on each 
individual item is very welcome in 
a highly competitive year like the 
present one.” 

Mr. Best is preparing still fur- 
ther to capitalize on the progress 
already made in the supply of 
home service specialties by taking 
up an agency for refrigerators. A 
large display room is now being 
constructed, in one section of which 
the company will exhibit refriger- 
ators, kitchen cabinets, various 
built-in fixtures, wall tile and 
kindred lines. 


Promoting Insulation 


Another activity of this progres- 
sive company now going on is the 
preparation of direct mail .aimed 
at selling insulation materials, 
which, on the lines of an article 
printed in the AMERICAN LUMBER- 
MAN of July 11 [page 45] will 
take advantage of the hot weather 
to emphasize the all-year-around 
comfort to be gained through in- 


sulation. Mr. Best says that many 
of the ideas he carries out are 
taken from the pages of the 


AMERICAN LUMBERMAN, and says 
he always reads his trade paper 
religiously, as a part of his busi- 
ness duties on which he considers 
the time well spent. 
Mentioned in the 
matter being 


ditect mail 
prepared will be 
Homasote, a combined insulator, 
building board and plaster base 
which Mr. Best has a very good 
opinion of. It is supplied in 
sheets 33-inch thick, ranging from 
4x8 to 8x14 in size. A _ storage 
shed with walls and roof of this 
material has stood unpainted in the 
Best company yard for over two 
vears. It is in excellent condi- 
tion, and is exploited as an argu- 
ment for the use of Homasote for 
summer cottages, poultry houses 
etc. and for ceilings and partitions 
in general construction. 





EMERSON once wrote: “What I 
need most is someone to make me 
do what I can.” If he were writ- 
ing on retail salesmanship, perhaps 
he might have said: “What I need 
most is something to make me sell 
to the extent that I can.” Psycholo- 
gists send us this message: “Few 
of us ever even approximate our 
potential abilities in any field.” 
Most of us are too easily satisfied, 
too easily discouraged, too easily 
dissuaded, too easily elated, too 
easily stopped. Of a _ thousand 
salesmen during the last year many 
have made but a sorry record. 
Some are holding their own. But 
more than 10 percent have in- 
creased their sales over the pre- 
vious twelve months, and their 
sales for the first half of 1931 over 
the six months before. Hat's off 


to them; they knew that “It-can’t- 
be-done” is utterly fallacious. 
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Retailers Idea Exchange 














Elephant's Foot Draws Crowds 
to Window Display 


SoutH Benp, Inp., Aug. 25.—Carrying out 
the first principle of advertising, that of at- 
tracting attention, the Home Modernizing Co. 
here is using curiosities, antiques, pictures of 
the town in earlier days and other items of 
special interest to draw an unusual amount of 























Elephant’s foot successfully used to draw at- 
tention to the display windows of the Home 
Modernizing Co., South Bend, Ind. 


attention to regular merchandise displayed in 
the company’s windows. 

In a recent window display, a huge elephant’s 
foot was used as the medium to attract, with 
great success, as crowds gathered on the side- 
walk to speculate upon this unusual exhibit. 

The foot is the one described in the June 20 
issue of the AMERICAN LUMBERMAN, coming 
from a rogue elephant shot under very inter- 
esting circumstances in Assam, India, by Capt. 
Frank Woolley Smith, brother of Pete Smith, 
of the Hilgard Lumber Co., Chicago. Mr. 
Smith loaned the memento given him by his 
brother to J. F. Donahue, president of the 
Home Modernizing Co., with the suggestion 
that it be used for advertising purposes. 

—e—_—sooss-- 


Show Sample $6,000 Home 


Wittoucusy, Onto, Aug. 24.—Without 
doubt, there exists in practically every com- 
munity a real demand for houses that can be 
bought at moderate cost. To show the public 
that a very good home can now be had at a 
cost of around $6,000, a demonstration house is 
being built in a residence subdivision of this 
city. 

Moreover, a group of local men have formed 
a syndicate to build other houses in the same 
price category. The first home, now being 
built, is a 6-room English type bungalow. 
Speaking of this enterprise, H. A. Magen, of 
the syndicate, said: 

“We have absolute confidence in the future 
of Willoughby, and believe that the average 


working man who wants to own a home is 
looking for something new and modern that 
can be bought for about $6,000. In this be- 
lief we are now constructing the first house of 
this type, and expect to have it completed in 
about 60 days. Our future program will be 
largely determined by the interest created by 
this home, and its reception by prospective 
home buyers.” 

The lawn will be graded and the home com- 
pletely decorated and ready to move into, the 
house and lot together being placed on the 
market at a price slightly over $6,000. Pres- 
ent plans cali for opening the house to the 
public for inspection for a short time before 
it is sold, in order to give prospective home 
buyers a demonstration of what can be offered 
in a $6,000 home today. 


Roofing Displa on Wheels 


GREENFIELD, OuH10, Aug. 24.—An innovation 
in roofing displays was staged in the yard of 
the Slagle Lumber Co. recently, when the 
“Expando” demonstration car of Bird & Son 
paid it a visit. The demonstration was given 
before the entire Slagle organization and a 
number of contractors and architects. 

The car—silver with blue and red lettering— 
travels on the highway at fender width, and 
when a display is to be made the driver moves 
a single lever and electric power expands the 
body in ten seconds to nearly twice its former 
width. Another movement of the lever and 
it is closed again. 

When the car is expanded the interior forms 
a spacious salesroom in which is displayed the 
entire line of roofings in a manner that enables 
one to visualize each type of shingle and roof- 
ing as it would appear on the roof. An expe- 
rienced roofing man travels with the car to 
answer questions pertaining to their manufac- 
ture and application. 





Combined Effort Creates Sales 
Despite Depression 


Ocpen, Utan, Aug. 24.—Depressions are not 
so bad if you tackle them in the right way, 
This seems to be the attitude of Robert (“Bob”) 
Minnoch, manager of the Ogden yard of the 
Anderson Lumber Co., the headquarters of 
which are located in this city. 

About a year ago the branch, which has one 
of the most attractive retail building material 
stores in the West, began to tighten up on ex- 
penses because of business conditions. One 
driver and an outside salesman were elimi- 
nated. Other members of the organization 
began to get anxious, particularly as employees 
in almost every other line of business were 
losing their jobs through the same cause that 
resulted in the reduction of the staff at An- 
derson’s. 

The men and the management of the yard 
talked it over, and the result was that every- 
body from the humblest truck driver to the 
manager became a salesman. The morale of the 
organization was greatly improved. Lowly 
members of the staff who had been accustomed 
to follow routine duties only became vitally in- 
terested in aiding the sales department, the 
success of which, they could now see, was of 
the utmost importance to them. 

Manager Minnoch of the branch said, “One 
of our best paint salesmen is a truck driver. 
He has his eyes open for a paint sale wherever 
he goes. In some lines we are ahead of last 
year, while in others, due to lack of new con- 
struction, business has dropped off, but we 
realize that we would have been a whole lot 
worse off if we had all laid down on the job. 
We put the situation up to our people some 
time ago, explaining that business conditions 
were bad and that reductions in personnel were 





painted, with red wheels. 


all for one dime. 





This Week’s 


Here’s a Truck for a Dime 


This is not an “ad” for the Woolworth five-and-ten-cent stores, but 
is a tip for any lumber dealer who may be able to use it. Passing the 
toy counter of one of the above emporiums in Chicago this week, the 
writer noticed some toy trucks which are admirably adapted for use 
as display accessories, especially as a detail to add a touch of realism 
to window displays planned to visualize the dealer’s delivery service. 
These tiny trucks measure about 6 inches in length, the bodies being 
fashioned out of two solid pieces of wood. They are attractively 
Better still, they are lettered on each side 
with the legend “Building Material.” There is sufficient space above 
this legend for lettering the retailer’s name if desired. Thus they are 
specially suited for use as window or counter display accessories, and 
| Although noticed in one of the Woolworth stores 
in Chicago, presumably this toy truck is stocked, or can be obtained, 
by any of the stores of that system. 


Timely ‘Tip 




















Augu: 


being 
respor 
an 0a! 
great 
for W 

Mr. 
they | 
cellan 


—_ 


men 
layin; 
repail 
been 
The 
const 
been 
take 
to th 
Th 
ing a 
had « 
short 
make 
watcl 
By g 
that 
so CU 
paint 
year’ 
thor 
locat 
this 
fore, 
Mi 
askec 
woul 
more 
for | 
ing 
still 
not : 


| 
T 
tail 
up a 
Can; 
teria 
A 
carl 
was 
tains 
supp 
the 
rivet 
bi 
foun 
ber.’ 
clud 
per 
T 
com 
The 
of « 
hou: 
FE. 
estir 
be c 
over 
imp 
follc 
viou 
Sure 


bille 








1931 








= 


ales 


e not 
Way. 
ob”) 
| the 
s of 


» One 
erial 
1 €Xx- 
One 
limi- 
ation 
yvees 
were 
that 

An- 


yard 
very- 
» the 
f the 
owly 
omed 
y in- 

the 
as of 


“One 
river. 
rever 

last 
con- 
. we 
e lot 
job. 
some 
tions 
were 


—_-— 





eer rs 





August 29, 1931 


being made by firms in many lines. Everybody 
responded and expressed his willingness to get 
an oar and pull, and this is being done to our 
great satisfaction and profit to all concerned, 
for we have not had to lay anybody else off.” 
Mr. Minnoch and Salesmanager Ward said 
they had secured more business in small, mis- 
cellaneous jobs than ever before. Unemployed 


Lining for Onion House 


The Park Ridge (Ill.) branch of the Edward 
Hines Lumber Co. recently sold a bill of Sisal- 
kraft to Arnold Goede for an interesting farm 
purpose—that of lining the interior of a large 
onion house built. at Mount Prospect and 
Touhy road. A considerable number of onion 

houses have been built 











men had been putting up fences, new garages, 
laying new floors, putting on new roofs etc., or 


repairing them. The paint business had also 
been quite brisk as a result of these activities. 
The only thing that hurt was the lack of new 
construction in the usual volume, but they had 
been able to create a lot of other business to 
take care of much of the loss of volume due 
to this cause. 

They also said that the depression was bring- 
ing about safer methods of merchandising. They 
had cut their inventory about one-third, got a 
shorter line of paints with which they could 
make their patrons more _ paint-conscious, 
watched their credits more closely, and so on. 
By getting a new line of paints, they said, one 
that would answer more purposes without being 
so cumbersome, they had been able to cut their 
paint inventory 40 percent, yet double last 
year’s paint business. The yard had become 
thoroughly paint-conscious although it is not 
located in the retail shopping district. Paint at 
this yard is now at top of sales; whereas be- 
fore, it was at the bottom. 

Messrs. Minnoch and Ward smiled when 
asked if they had been cutting prices. “That 
would not get us anywhere,” they said; “the 
more prices are cut, the more shopping around 
for price there will be. People will keep go- 
ing back and forth in the hope of getting a 
still lower price. Price-cutting certainly would 
not sell any more merchandise.” 





Results of an Investigation 


Toronto, Ont., Aug. 24.—The Ontario Re- 
tail Lumber Dealers Association recently dug 
up an interesting situation in connection with a 
Canadian mail order house specializing in ma- 
terial for ready-built homes. 

A retail lumber dealer in a village noticed a 
carload of material arrive for a customer who 
was about to build a house. The shipment con- 
tained all classes of lumber, trim and building 
supplies for a complete house. Subsequently 
the dealer learned that the shipment had ar- 
rived on a 20'%4-cent freight rate. 

The association investigated the matter and 
found that this was the rate for “rough lum- 
ber.” The correct rate for the material’ in- 
cluded in the car would have been 34% cents 
per hundred pounds. 

The district freight agent of the railwav 
company was advised and looked into the facts. 
The outcome was a bill to the customer, which 
of course went ultimately to the mail order 
house, for an undercharge of over $60. 

From the dealer’s point of view, the inter- 

esting fact is that the customer—a farmer—can 
be counted upon to talk about his experience all 
over the territory. 
_ From the point of view of the association, the 
important fact is that the railway company will 
follow the matter up closely, will look into pre- 
vious shipments to other points, and will make 
ba eae all future shipments are properly 
illed, 


in Cook county in late 
years. A pair of them 





Showing a typical ven- 
tilating warehouse used 
by seed growers in the 
Mount Prospect district 
(Cook County, Illinois) , 
for storing onion sets 





in Mount Prospect 
stores 36,000 bushels of 
onion sets. Another 
four miles away holds 40,000 bushels of white 
onions. Lumbermen at three different yards 
when talked to on the subject declared that 
the uses of this material for farm purposes 
seem to be on the increase. 





Building and Loan Geine 


3uilding and loan association savings in- 
creased last year despite the decreased business 
and industrial activity, while the number of 
members increased more rapidly than in the 
preceding year, H. F. Cellarius, secretary-treas- 
urer of the United States Building & Loan 
League, points out in his annual report pre- 
sented at the annual meeting recently held in 
Philadelphia. 

Total assets of the association increased 
$128,964,939 during the twelve months ended 
Dec. 31, 1930, to $8.828,611,925. Total mem- 
bership in the building and loan associations 
in this country at the close of 1930 was 12,- 
336,754, an increase of 225,545 shareholders, as 
against a gain of 115,304 shareholders in 1929. 


Texas Yard Has New Office 


Hiccins, Tex., Aug. 24.—The new building 
of the White House Lumber Co., at this point, 
shown in the accompanying illustration, was 
constructed during the latter part of last winter 
and finished last spring, giving employment to 
resident labor at a time when it was much needed. 
The new plant is of attractive design, measures 
65 by 100 feet, and includes offices, display 
rooms, warehouse and lumber sheds all under 
one roof. 

The White House Lumber Co., established in 
1898, is a pioneer lumber concern of this sec- 
tion of the Texas Panhandle, operating lumber 
yards and stores in all of the principal towns 
of the North Panhandle, with general offices 
located at Canadian. The officers of the com- 
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pany are: H. E. Hoover, president; B. F. Tepe, 
vice president and general manager; George L. 
Coleman,  secretary-treasurer, and L. O. 
Records, assistant secretary and auditor. 





Attractive Outdoor Display 


The Fair-Detter Lumber Co., Hutchinson, 
Kan., has increased the effectiveness of its dis- 
play of lawn furniture, such as trellis, window 
boxes and arbors, by providing for it a dead 
black background, while the furniture is painted 
pure white. 

The lumber establishment is situated on one 
of the main streets of the city. The fence 
across the front of the yard is constructed of 
tongue-and-groove material to a height of 
about 7 feet. It is painted black, and is ap- 
proximately 50 feet long. Since it sets back 
several feet from the sidewalk line, there is 
room directly in front of the fence to place, 
at intervals, samples of trellis and some window 
boxes of various designs. The ground between 
the sidewalk and the fence is in grass. 

Likewise in grass is the parkway between 
the sidewalk and the curb, where are set up 
samples of other trellis and some designs of 
arbors, benches, etc. The black background 
and the pure white furniture provide a color 
combination that causes the display to arouse 
the interest of even the most unobservant 
passerby. 





Maintains Downtown Display 


Room as Sales Aid 


Passaic, N. J., Aug. 24.—Mail-order com- 
panies and builders of apartment houses cast 
no shadow on the home-selling activities of the 
Alliance Lumber Co., of Passaic, one of the 
largest retailers in northern Jersey. This con- 
cern, which has branches in several Jersey 
towns, has for some time been operating a 
“Fifteen-Year Plan” of building houses and ar- 
ranging for the financing of them for the home 
owners. Recently it took a store on Main 
Street in East Orange, in which it created 
sample rooms to show prospects the sort of 
woodwork which it installs. 

In one week twenty-four prospects left their 
names at the store, and asked to have more 
details furnished them about the possibility of 
owning homes under the company’s plan. 

Under the company’s plan, a 75 percent first 
and second combined mortgage is placed on the 
home through a New York mortgage company. 
Payments are then made over a period of fifteen 
years. Homes ranging in price from $4,600 to 
$17,500 are sold under this plan. Benjamin 
Brennan, of the Alliance company, said that 
although Sears, Roebuck & Co. are particu- 
larly active in the territory his company has 
never had any trouble taking jobs away from 
the Chicago concern. 

Mr. Brennan said that the purpose of the 
East Orange store was simply to show the 
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New office and warehouse building of the White House Lumber Co., Higgins, Tex. 





type of woodwork and hardware recommended 
to go with different styles of architecture and 
furnishings. Immediately behind the glass store 
front is part of the facade of a Colonial house, 
executed in careful detail. 

This is believed to be much more impressive 
to prospective home owners than a display of 
shingles, placed next to a sample of siding, with 
door-knobs and other hardware in show cases. 
By assembling the various pieces as they would 
be in the finished home, the prospect gets some 
of the feeling of home owning, and his taste is 


Experiences 


Akron, Onto, Aug. 24.— “It is the retail 
lumberman’s duty to buy for his customers the 
most economical material that wili fill the bill, 
but his first duty is to fill the bill.” That is 
the creed of M. F. Hudson, head of the Hud- 
son Lumber Co., as he stated it to a represen- 
tative of the AMERICAN LUMBERMA™ recently. 
He was explaining why it is that he clings 
firmly to the policy of selling only quality lum- 
ber and other materials, in what he 
as a buyer’s market 


recognizes 


“Sometimes I go home at night,” he said, 
“and declare to myself that it’s no use, that 
price competition is the thing nowadays, and 
that I might just as well get in line. But then, 
when morning comes, the jobs lost by price the 
day before don’t bother so much, and I carry 
on. It certainly is remarkable, theugh, how 
a contractor will let a few dollars difference 
in price dictate his buying. He knows that 
if he gets good material from a lumberman 
who expects to stay in business, he'll have to 
pay for good material. And yet, knowing that, 
and knowing from past experience that there 
is a difference in lumber, he sometimes will 
get to thinking that he is smart enough to 
get lumber that is better than he pays for. 
Or he will take a chance that the low priced 
lumber will be different this time, that condi- 
tions have changed, or that some one will make 
a mistake in his favor.” 

“In other words, Mr. Hudson, he can't get 
over the idea that there really is a Santa 
Claus ?” 


Hope Springs Eternal 


“Exactly! Take, for example one contrac- 
tor, who buys almost all of his lumber from 
me. Three times he has broken away and 
bought where he was offered the bills cheaper, 
and each time he got burnt. But they never 
will learn. He'll do it again, even though he 
knows it doesn’t pay. He has to break away 
every so often, and then he comes back and 
[ sell him all his material until after a while 
he kind o’ forgets his last lesson, and I lose 
out on some job. Take the last time, for in- 
stance. He was going to build four apartment 
buildings. As usual, he asked me for a price, 
and I gave it to him. But he got another bid, 
and it was lower. On a job amounting to thou- 
sands of dollars, he took the other bid because 
it was $83 lower! He came to me later and 
said that he had spent more for repairing just 
the sash on those apartments than he had spent 
on repairing all that I’d ever sold him. His 
$83 had sort of wasted away by that time! 

“And then, another time, this same con- 
tractor was putting up some houses, and I was 
furnishing the material. One day he came to 
me about the siding. His carpenters wanted 
white pine siding. I didn’t have any white 
pine siding, and I wanted to sell him cedar, 
or yellow pine, or redwood. But no, he would 
have white pine siding. He got it somewhere 
else, for a couple of the houses. 

“Then he came in again, and was more in- 
sistent than ever that I get him the white pine. 
Well, in. the first place it wasn’t white pine 
he was getting, although that’s what he thought 
it was. It really was white fir, a good mate- 
rial in its proper place, but we do not recom- 
mend it for siding. I told him I would not 


AMERICAN 


appealed to, as well as his sense of values. 

The door of the house opens into a minature 
living room. In all there are four finished 
rooms in the house, each done in compact style, 
but correct as to design and architecture. Two 
rooms are laid out as living rooms, and two 
as dining rooms. 

One room is done in stained knotty pine pan- 
eling. The furnishings and fixtures in_ this 
room show what can be done to bring out the 
full beauty of stained walls. The next room 
is plastered and papered. The fireplace and 


in © Quality 


handle the stuff, and we had an awful row 
about it. Finally I sold him some quality 
southern pine siding. Then one day I happened 
to be out with my salesman, and we came to 
two of these houses, one with good siding on 
it and the other with inferior material, right 
alongside. Both had been painted at about the 
same time, but the paint on the cheaper stuff 
was awful to see. Part of it was glossy, and 
the other part was just dead looking. I saw 
the contractor on the back of the lot and 
called to him to come on over. He said, 
‘Nothing doing! I know what you want to 
show me, and I know what I’m going to do 





[Sales-o-gram No. 59] 


THE BOSS 


stole two hours a day from the business. 
Not by getting down late. Not by play- 
ing golf. But by doing work that the 
lumber salesman could have done as well 
as he, that the bookkeeper should have 
done, that the helpers should have done. 
Many a salesman puts his employer in a 
position where he finds it necessary to give 
an undue amount of supervision to sales 
details, and thereby the salesman cuts 
down his own potential growth and ad- 
vancement. He prevents the owner or 
manager from devoting those extra hours 
to planning, to matters of control and 
strategy and development which would 
mean much more to the growth of the 
business. Of course, a certain amount of 
sales supervision is necessary; a certain 
amount of actual personal dealings with 
customers is the necessary work of the 
But when the thoughtlessness or 
inefficiency of salesmen take time away 
from administration and control hours, some 
real thought ought to be given to the sit- 
uation. , 


owner. 





about siding, in the future.’ But does he? I 
doubt it. He'll try to get another bargain, some 
of these days. I do it myself, sometimes, on 
things I need around my home, and then when 
I get stung I wonder why I didn’t know bet- 
ter. 

“And that’s just what the man who tries to 
sell quality products is up against—the hope 
for a bargain that commonsense says does not 
exist. Whether we like it or not, we’re bound 
to sell the home as a complete unit, in the near 
future. We will have to add other lines, in- 
cluding builders’ hardware, to meet changed 
conditions. 

“We put in a stock of .nails recently, and 
also a stock of Frantz over-the-top garage- 
door hardware. Those doors are a splendid 
convenience, and they are good advertising and 
good will producers for the dealer, besides 
being good sellers. There’s no doubt in my 
mind that ultimately lumbermen will sell the 
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fixtures in this room are appropriate for a 
papered room, but would not go well with the 
stained walls. The other two rooms show 
stained wood paneling. 

Each room was carefully planned by an ar- 
chitect, and, except for the size, represents a 
room in a finished home. 

A bathroom is set up to show the complete 
line of plumbing handled by the Alliance com- 
pany, and a kitchen to show what can be done 
in making that part of the house attractive and 
convenient. 


ales 


complete house. That is the idea behind the 
Associated Leaders of Lumber & Fuel Dealers 
of America, too, you know. This company is 
a member of that association. 

“And while we're at it, doesn’t this seem 
queer to you—the idea of a great industry like 
the lumber industry, with millions and millions 
of dollars invested in timber and mills and re- 
tail yards, selling through contractors, and so 
many of us letting contractors be our only 
means of contact with our customers? They 
don’t have much of any investment to back them 
up, and though some of them are good, plenty 
of them are not good. I know one contractor 
who five years ago was a barber; he built a 
house cheap, and sold it, and then another one, 
and then a little bit later when he wanted to 
move into the city from a suburb he stopped 
barbering and blossomed out as a contractor. 
We sold him a job or two, but not any more, 
He buys the cheapest he can get, and builds 
the same way. A lot of other houses in Akron 
are built the same way, and that’s just the 
trouble with home building here now. A man 
buys what he thinks is a good home—it's 
painted over, you know—cheap, and moves in, 
and in less than a week he finds that he’s stung. 
Then, at the first chance he has to get out 
from under, he turns it back to the bank.” 


Protecting the Investment 


The Hudsen company does not now sel! 
houses complete, but it has a means of check- 
ing up, and maintaining its quality and repu- 
tation, when it finances the building. When 
lumber is sold for cash, such as over-the- 
counter sales, the company takes no responsi- 
bility for its proper use in the building, but 
Mr. Hudson said that “When we finance the 
house, we virtually dictate how it shall be built.” 
He referred of course to construction practices 
and not to the general design. In such cases, 
sometimes the customer asks the lumberman 
to recommend a good contractor, and then sev- 
eral are named. If the customer already has 
a contractor picked, and the lumberman knows 
the contractor to be reliable and efficient, no 
competitive bids are required. If, however, the 
contractor the customer has picked is not 
known by the dealer to be reliable, then at 
least one competitive bid is required by the 
Hudson company. 

“If the first contractor is low bidder, he then 
is required to come into the lumber company’s 
office and lay out his plans, including the ma- 
terials he proposes to use and the sub-con- 
tractors he plans to hire. If these are all good 
and reliable, then the customer’s favorite gets 
the job without question. However, if one of 
the sub-contractors—electrical, maybe, or paint, 
or mason—is not a reliable person or firm, then 
he must be replaced by one that is, or the lum- 
berman will not deal with the general con- 
tractor. Then, with good contractor and sub- 
contractors doing the work, the dealer still does 
not lessen his vigilance, for there are frequent 
trips of inspection to make sure that the house, 
no matter who the contractor is, is being built 
in such a way that the Hudson company is 
willing to stand back of the entire job, both 
materials and labor, with a guaranty of satis- 
faction to the owner. The purchaser of such a 
house will stay sold. 
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rovides Enlarged Service 


AMERICAN 


for St. Louis Dealers 


A prominent visitor in Chicago during the 
lat week was Julius Seidel, president Julius 
Seidel Lumber Co., St. Louis, Mo. While in 
Chicago Mr. Seidel conferred with manufactur- 
ers and distributers of lumber and building ma- 
terials in connection with the greatly enlarged 
service to retail lumber and building material 
dealers that his company recently has equipped 
itself to supply through its new warehouse 
located in East St. Louis, Ill. 

Mr. Seidel, recognized as one of the leading 
retail building material merchants in the coun- 
try, long ago realized that the dealer who would 
survive longest and with most profit would be 
the one who was prepared to supply all the 
building needs of his community. The average 
person does not favor 
the plan of going from 


permanent patrons. It was with this idea in 
mind that the circular sent out by Mr. Seidel 
bore on its front cover, in large letters, printed 
in red, “Why Argue?” This was followed with 
this statement: 


Yes, indeed, why argue? Our service makes 


it unnecessary. Retain your customers by 
selling them what they ask for—not what 
you prefer to sell. It can be done. When 


desire and demand exist, good merchandising 
suggests getting the goods by knowing 
where to go for them. Seidel’s merchandise 
chart solves your problem. It means being 
100 percent complete in every department, 
with dependable material for which demand 
already exists. 

Although 


the Julius Seidel Lumber Co. is 








one store or vard to an- 
other to secure the vari- 
ous materials required 
in building, repairing or |] 
remodeling, and more ff} 
and more it is coming 
to be the practice to { 
buy where practically 
all building needs may 
be taken care of by one 
concern. 

This development has 
brought to dealers, par- 
ticularly those in the 
smaller communities, 
another problem—that 
of carrying — sufficient 
stocks to meet all build- 
ing requirements and at 
the same time to hold 
inventories and invest- 
ments within reasonable 
limits. Because of the 
tremendous variety of 
needs in the building 
line, this has been a dif- 
ficult problem for many 
dealers to overcome. 3 
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SEIDEL: 

It was the knowledge 
of this fact that in- 
duced the Julius Seidel 
Lumber Co. to establish 
a distributing ware- 
house in East St. Louis 
so that dealers in sur- 
rounding territory 
would find it convenient 
to secure their materi- 
als in small quantities 
on short notice and in 
this way be in position 
to keep their stocks to 
a minimum, while ren- 
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dering a maximum 
service, 

Recently Mr. Seidel has prepared and sent 
out to retail lumber dealers in all of the terri- 
tory contiguous to both the St. Louis and East 
St. Louis plants of his company attractive 
circulars announcing the location of this ware- 
house at East St. Louis and listing many of the 
items of lumber and building materials that 
are thus made available to the dealers. 

Through this service, Mr. Seidel believes it 
will no longer be necessary for any dealer to 
have to argue with his customer in an effort 
to sell not what the customer wants but what 
the dealer has in stock and prefers to sell. 
With the facilities of this warehouse quickly 
and easily available, the dealer can supply the 
Customers’ needs promptly and in this way 
render a service that will make satisfied and 


prepared to make deliveries in a broad scope of 
territory, many dealers send their own trucks 
or secure the services of trucking concerns to 
bring the materials to their yards. In order to 
make it easy for drivers to locate either the 
main distributing yard in St. Louis or the branch 
warehouse in East St. Louis, the circular sent 
out to dealers carries on one page a map show- 
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New Warehouse Helps 

Retailers to Fill Variety 

of Customer Needs at 
Low Inventory 


ing the best and quickest routes to take to 
avoid serious traffic interference and to reach 
their destination quickly. This is another serv- 
ice that is greatly appreciated, and already 
many dealers are availing themselves of this 
method of advising drivers of best routes to 
take in having deliveries made from the Seidel 
yards. 


Designs New Lawn Chair 


Recognizing the increasing popularity of lawn 
furniture and realizing some of the faults found 
with existing types, the Julius Seidel Lumber 
Co. determined to supply its trade with some- 
thing different in this line. Mr. Seidel’s son de- 
signed a lawn chair and a lawn bench that 
would meet the requirements of permanency, 
light weight, comfort and ease in storing. A 
lawn chair and lawn bench were built accord- 
ing to his design and then experiments were 
made until the most comfortable position pos- 
sible was finally found. Then the design was 
completed and the company now is manufactur- 
ing Seidel’s lawn chairs and benches made of 
California redwood and delivered to the cus- 
tomer with the necessary screws for quickly 
and easily setting up the chair or bench. An 
appealing feature is that this lawn furniture 
can be packed in cartons that are furnished 
with each piece and stored away for the winter 
or transported to the summer cottage in the 
family car. The only tool required for putting 
it together is a screw driver, and the chair or 
bench can be taken apart and stored in its 
original carton. Made of redwood, it defies 
decay. The attractive trade name adopted for 
this product is the “Totem Chair.” 





Booklet on Aluminum Paint and 
Its Uses 


There has just been issued by the Aluminum 
Co. of America, of Pittsburgh, an illustrated 
$5-page and cover booklet on “Aluminum Paint 
—Its Uses, Utility and Application.” This 
booklet tells how and why aluminum paint dif- 
fers from other paint in that the thin flat flakes 
of aluminum “overlap like falling leaves” and 
form a durable and moisture-proof coating 
which reflects light and heat and resists smoke 
and fume. At the same time this lustrous 
sheath of pure metal is protective, handsome 
and durable. The booklet relates briefly and 
by means of illustrations how aluminum paint 
is being utilized in various large and small in- 
dustries. Eight pages are devoted to telling of 
the use of aluminum paint as a priming coat on 
wood; how builders are recognizing the im- 
portance of having their lumber mill primed and 
back painted, making a more valuable material 
which is bound to increase in popularity and 
continue to replace other materials in the build- 
ing field; how old houses have been recondi- 
tioned, and attics and cellars brightened up, 
with aluminum paint, which, because of its me- 
tallic luster holds its color. 

The booklet explains that the Aluminum Co. 
of America does not sell paint but that the 
better grades of aluminum paint consist of 
\lcoa Albrom and a suitable vehicle which can 
be furnished by most reputable paint manufac- 
turers, jobbers and dealers. The statements 
made in this booklet are the result of thousands 
of tests performed by the company, together 
with years of study and scientific investigation 
in actual commercial use. Many of the tests 
are briefly stated, but additional information 1s 
available if requested. 


National Production, Shipments and Orders v 
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Wasuincton, D. C., Aug. 24.—Following is the National Lumber Manufacturers’ Association report for the week ended Aug. 15, and for thirty 
two weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statistics of 


identical mills for the corresponding period of 1930: 


No. of Percent 
Boftwoods: Mills Production of 1930 
ee Fie. ASGOGIRTION. «occcccicvcercesees 123 26,290,000 58 
West Coast Lumbermen’s Association........ 194 96,346,000 83 
Western Pine Manufacturers’ Association.... 61 30,687,000 74 
California White & Sugar Pine Mfrs.’ Assn... 24 16,690,000 59 
Northern Pine Manufacturers’ Association.... 7 2,394,000 40 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 14 1,755,000 124 
North Carolina Pine Association............. 37 3,303,000 68 
DWOGRE GOGEWOOES 6c ccccciccccccesvctroessoes 460 177,465,000 73 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 225 12,563,000 58 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 14 881,000 65 
NO i a alee a eae le bee 239 13,444,000 58 
ee, a Cae wean ee 6385 190,909,000 72 
THIRTY-TWO WEEKS Mills 
Softwoods: Reporting* 
Bouthers Pine Association. ..ccscccccccccecss 118 1,015,183,000 66 
West Coast Lumbermen’s Association........ 194 3,283,769,000 70 
Western Pine Manufacturers’ Association.... 61 874,418,000 67 
California White & Sugar Pine Mfrs.’ Assn.{.. 24 362,853,000 66 
Northern Pine Manufacturers’ Association.... 7 89,505,000 58 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 67,989,000 74 
North Carolina Pine Association............. 42 139,634,000 71 
TE DEEPREGED 6. ccc eens vecestaceeeeceroes 467 5,833,351,000 69 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 184 501,795,000 59 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 96,784,000 54 
Total havGweoGs ..ccccccccccccccesccceces 205 598,579,000 58 
GramG COtmlS ccccccesceccscsecsscccececese 651 6,431,930,000 67 


*Average weekly number. Thirty-one weeks. 














Percent Percert 

Shipments of 1930 Orders of 193: 
36,855,000 86 35,721,000 89 
101,523,000 83 94'408,000 80 
26,212,000 74 23'898,000 76 
17,000,000 89 15,914,000 91 
3,178,000 94 2°839°000 105 
945,000 55 899.000 84 
3,914,000 116 2,935,000 94 
189,627,000 “83 176,614,000 “ga 
18,193,000 91 17,229,000 94 
1/328'000 86 915,000 117 
19,521,000 90 18,144,000 “95 
209,148,000 84 194°758,000 83 
1,136,877,000 79 1,131,249,000 81 
3°429,394.000 74 3,330,849,000 76 
$80,574,000 78 $51,100,000 79 
501,309,000 87 498,325,000 83 
86,899,000 70 83,872,000 74 
43,401,000 70 40,954,000 69 
143,865,000 92 122,813,000 86 
6,222,319,000 77 6,059,162,000 — 
601,442,000 81 603,811,000 87 
71,801,000 67 69,050,000 77 
673,243,000 79 672,861,000 86 
6,895,562,000 77 6,732,023,000 79 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Aug. 24.—Following is a statement for six associations of the gross stock 


footage Aug. 15, and the percentage relationship of unfilled orders to stocks: 


No. of Gross Unfilled 

—Association— Mills Stocks Orders 
DOE Wee BOUORIAIOG, 66 bdicscccvevesoscovece 119 835.710,000 88,557,000 
West Coast Lumbermen’s Association........... 167 1,401,191,000 278,354,000 
Western Pine Manufacturers’ Association........ 80 1,296,296,000 102,596,000 
California White & Sugar Pine Mfrs. Assn...... 24 550,900,000 71,150,000 
Northern Pine Manufacturers’ Association....... 7 275,342,000 17,047,000 
Hardwood Manufacturers’ Institute............. 161 913,806,000 135,196,000 


Orders of 

Stocks— 
Percent 

11 

20 

8 

13 

6 

15 





A group of 224 mills, 


West Coast Review 


peta reported distribution as follows: 
[Special telegram to AMERICAN LUMBERMAN] 





whose production for 
the week ended Aug. 22 was 91,339,000 feet, 








_Seattie, WasH., Aug. 26.—The 224 West Shipments Orders yaaet 
Coast Lumbermen’s Association mills giving Rail . .... 33,776,000 30,826,000 78,456,000 
production, shipments and orders during the Domestic iin stones senienen 

a a . 99 lg cargo 220,00 6,126, ,012,00 
week ended Aug. 22 reported: Export 20,668,000 31,357,000 95,878,000 
Production 91,339,000 Local 8,773,000 ey | eee 
Shipments 113,119,000 23.84% over production 
Orders 107,082,000 17.23% over production 104,736,000 107,082,000 325,346,000 


A group of 343 mills whose production re- 
ports for 1931 to date are complete, reported 
as follows: 

Average weekly operating capacity 298,599,000 


A group of 194 mills, whose reports of pro- 
duction, shipments and orders are complete for 
1930 and 1931 to date, reported as follows: 


,040,000 


Average weekly cut for 33 weeks— woes isn a for 33 “oe 
TARE Sh Serene sesenenecscearsnees 155°361,000 Production 87,590,000 102,154,000 
Stieber ichehalic-hebetg daca aate: Rip ght Shipments 98,914,000 106,882,000 

Actual cut for week ended Aug. 22 104,619,000 Orders 104,012,000 103,966,000 


145 
144,021,000 
136,741,000 





Production 13 Percent Behind Shipments 


[Special telegram to American LumBERMAN] 


Wasuincton, D. C., Aug. 27.—Five hundred and sixty-nine softwood mills of seven associa- 
tions for the week ended Aug. 22 reported to the National Lumber Manufacturers’ Association 
production aggregating 174,968,000 feet, shipments, 201,999,000 feet, and orders, 193,373,000 feet. 


The week’s figures for production, shipments and orders follow: 











No. of 

Softwoods— Creat Mills Production Shipments Orders 
i! oe ete weeds ee een eene 131 27,344,000 33,621,000 32,256,000 
West Coast Lumbermen’s Association.......... ° 224 91,339,000 104,736,000 107,082,000 
Western Pine Mfrs. Association..........ceceee8 87 31,658,000 39,585,000 30,365,000 
Calif. White & Sugar Pine Mfrs. Assn........... 24 16,013,000 15,048,000 13,820,000 
Northern Pine Mfrs. Association................ 7 2,382,000 2,265,000 3,315,000 
Northern Hemlock & Hardwood Mfrs. Assn...... 18 1,541,000 943,000 837,000 
North Carolina Pine Association............-++. 78 4,691,000 5,801,000 5,698,000 

CEE << on cage dedwa sacs ckedkesaea 569 174,968,000 201,999,000 193,373,000 
Hardwoods— 
Hardwood Manufacturers’ Institute............. 255 14,498,000 19,742,000 19,658,000 
Northern Hemlock & Hardwood Mfrs. Assn...... 18 740,000 1,703,000 1,371,000 

i POE cs cckiuedawWeees et awebuwedé 273 15,238,000 21,445,000 21,029,000 


Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 
PorTLAND, OreE., Aug. 26.—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended Aug. 22: 
Total number of mills reporting, 87: 


Actual production for week...... 31,658,000 
PE dissuade Kewae ae mae es a 29,585,000 
a ee 30,365,000 
Report of 61 mills: 
Operating capacity ............. 69,671,000 
Average for 3 previous years.... 49,415,000 
Actual production for week..... 28,004,000 
Report of 80 mills: 
Average production.........se08 41,366,000 
rrr rrr ee 103,194,000 
Stock on hand—Aug. 22......... 1,292,983,000 
Identical mills reporting, 61: 
Production— 
Operating capacity ........... 69,671,000 
Average for 3 previous years.. 49,415,000 


Week ended Week ended 


Actual for week.. 28,004,000 43,402,000 
Pree 26,628,000 35,372,000 
Orders received .... 27,486,000 35,201,000 
Identical mills reporting, 78: 

Production— r 

Average for 3 previous years.. 40,97 +900 


Weekended Week e:.:ued 
Aug. 22,1931 Aug. 23, 1930 


Unfilled orders 102,622,000 124,098,000 
Gross stocks on 
SE ehébuseredas 1,275,068,000 1,383,097,000 





Southern Pine Report 


New Orveans, La., Aug. 24.—For the eek 
ended, Aug. 15, Saturday, 136 mills of 
capacity 14534 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1927, and Oct. 31, 1930), 
report as follows to the Southern Pine Asso- 
ciation. 


Pct. of output 
3-year Ac- 


Production— Carst Feet Ave. tual 
Aver. 3 years. ... 60,874,000  .... meee 
ree eoe 27,787,000 45.56 ...- 

Shipments* ....1,832 38,472,000 64.20 138.70 

Orders i 
Received* 1,789 37,569,000 61.72 135.45 
On hand end 

weekt ..... 4,321 90,741,000 ae 


*Orders were 97.65 percent of shipments. 
tCar basis is 21,000 feet. 
tOrders on hand at above 


145% mills 


showed a decrease of .99 percent, or 903,000 
feet, during the week. 
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WestCoastWaterborne 


D>EATTLE, WaASH., Aug. 22.—The Pacific Lum- 
ber Inspection Bureau has issued the following 
report of waterborne shipments from the North- 
west during July: ° 

Domestic 
INTERCOASTAL— 

Bi Serer errr ere rr ret 148,031,665 
COoOASTWISE— 

CROP RER. occwses 


59,656,609 


BE, wks Orgs ea ae scale a Pe 312,869 
YTHER— 
Panama Canal Zone.......-.ee.%> 716,265 
Hawaiian Islands........... 7,828,442 
ENO Sis: as ar ce 6°00 -w 232,345 
Total domestic ...ccce> . 216,778,199 
Export 
AUSTRALASIA— 
MI il i a a oa eh ee 9,451,722 
NE SII arise line uo wre ane are 179,729 
Bowth BOR ISMMES... ccvcccvvcess 58,240 
LATIN AMERICA— 
South America (east coast)...... 807,272 
South America (west coast)..... $05,169 
og ae et eee 1,668,640 
ORIENT— 
RY 6. dk nits wih nce ean a tarerne amen ote 45,934,172 
RE Met MG ay She os Og oH 24,018,337 
© chicka borane: sass Gi asp te tas ce 287,967 
IcSUROPE— 
Se eee sewed bee ow 22,675,633 
Norway and Sweden..... 21,046 
ee SPS Ae ey ee re 95,999 
SY aii hase he 4 a bl Oa 405,898 
Holland . ailnde'ak i bom ts Riera ae aoe 3,302,338 
Ee nad ae ew bee 4,497,253 
France ... : ; il ites tie he ered 1,106,815 
_ ee 138,123 
oo Ps 128,978 
Per ree ee re ee 301,971 
AFRICA— 
Oe. Dees ck Win eee enw aa waa 1,985,592 
ee OE ke cd ve ceumes an eens 117,470,885 
ORI. GOOEY Sitehndeeked ia eeekeun 334,249,084 


Districts of origin of shipments during July, 


1931, are given as follows: 
Lumber Logs 
British Domestic Export and Bolts 
Columbia 21,515,334 42,455,816 2,032,356 
Wash’gton ..151,188,695 42,782,034 5,936,380 
Oregon $4,044,166 932,233,035 2,848,109 
Totals .« 216,778,195 117,470,885 10,816,845 





California Redwood 


Cavir., Aug. 22.—The fol- 
lowing information is summarized from the re- 
ports of 12 mills to the California Redwood 
\ssociation for July: 


SAN FRANCISCO, 


—Redwood— White 


Percent of Wood 
Feet production Feet 

Production 12,804,000 cane 2,945,000 

Shipments .-- 15,774,000 ) 3,734,000 

Plant use...... 1,397,000 § 134 443,000 
(>) 

ved .... 14,421,000 112 2,898,000 

*Mamd..cce 16,818,000 . 1,713,000 


“Detailed Distribution of Redwood 


Shipments Orders 
Northern California*..... 7,477,000 6,511,000 
Southern California*..... 3,070,000 3,939,000 
NE cia duced ba ws ales 31,000 47,000 
Pree ero 41,631,000 3,192,000 
PS oo fg ee OE ie o 565,000 732,000 
15,774,000 14,421,000 
*North and south of line running through 


Bakersfield. 
Nevada 
Canada, 


Sanguis Obispo and 
it shington, Oregon, 
tAil other States and 


Data on Walnut 


The American Walnut Manufacturers’ As- 
sociation has compiled the following data: 
July July 
Lumber— 1930 1931 
Manufactured 623.800 
Shipments ..... 1,853,300 
Stocks, end of 


and Arizona. 





June 
1931 
1.312,000 1.074,500 
1,122.700 1,223,100 


ROUTE vices e 20,454.100 15.836,900 14,543,000 

Logs— 
Purchases ..... 598,300 673,700 665,900 
Made into lumber 

and veneer 942,600 958,300 522,800 
Stocks, end of 

month ....... 884,800 292,600 442,200 
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Wood Buildings Tested by Time 


BosweELL, Pa., Aug. 25.—More than a cen- 
tury and a quarter in almost constant use, 
Kline’s - Mill today stands strong and plumb, 
still grinding out an exceptionally high quality 
of buckwheat flour, corn meal and other grain 
products. The nearby dwelling, too, which 
like the mill was built 129 years ago, is still 
in fine condition, and the two provide a won- 
derful example of the ability of frame struc- 
tures to laugh at the ravages of time. 

Half a dozen lumber companies operate in this 
growing community, but they apparently took 








Top—Front view of Kline’s Mill, near Bos- 
well, Pa., with J. C. Kline, the owner, in fore- 
ground; bottom—Rear view, showing the mill- 


race. The building is 129 years old 


Odd Jobs Keep 


Suggesting odd jobs to prospective customers 
has kept a contractor busy. “No use,” said he, 
“sitting around thinking of the thousands you 


es 
| tad 

















v v 
This neat clothes chest has won popularity 
with customers of contractor in Detroit suburb 


used to clear. Idleness is a terrific strain and 
lowers your morale. Besides, it doesn’t fetch 
the bacon.” This con- 


for granted the lasting powers of wood as 
demonstrated almost at their very front door, 
for it remained for J. C. Oswalt, editor and 
publisher of the Boswell News, to discover 
the interesting history of these two ancient but 
strong buildings. Discovering it, he was 
properly surprised as most people are whose 
regular activities do not teach them the in- 
built strength of wood, and lost no time in 
telling his readers that the old mill back at 
the base of the Laurel Hill range, which he 
thought might be possibly sixty or seventy- 
five years old, is in reality no less than 129 
years old. Here is his own description of the 
condition of the buildings themselves : 

The dwelling house on the mill property 
was erected, as far as we can learn, about 


the same time the mill building was built. 
Both are in an excellent state of preserva- 
tion, and those observing the buildings can 
hardly think it possible that frame struc- 
tures of their age could withstand the ele- 
ments as long as they have and be in the 
excellent condition they are at this time. 


Aside from minor repairs both of the build- 
ings are standing apparently as plumb as 
when erected, and much of the lumber used 
in their construction appears to be just as 
strong as it would be had the buildings been 
built only ten to twenty years ago. 


The newspaper recounts the history of the 
mill property from the time when the buildings 
were erected by a Mr. Bell, through seven 
changes of ownership to the present date. 
About fifty years ago Benjamin Kine acquired 
possession and operated the mill until sixteen 
years later, when title passed to his son, J. C. 
Kline, who for the last thirty-four years has 
been the successful owner and operator of the 
mill. Although he has installed more modern 
machinery during the last two decades, to take 
advantage of the modern investions which make 
for speed as well as quality, the original buhr- 
stone, which achieved a reputation for unusually 
fine buckwheat flour production, is still in use. 
A new wooden millrace, or forboy, 80 feet 
long, 3 feet wide and 4 feet high, has been 
built. 


Business Moving 


in the accompanying drawings. One is an open 
bookcase, -built on the sides of a fireplace, and 
it is inexpensive and attractive. Another is a 
clothes chest, which he makes mothproof by 
inserting a tarpaper lining; it can be painted in 
gay colors and made to serve as a window seat 
in a bedroom. 

Among other jobs he has done one or more 
times are the following: 


Dormer window in roof; Bay window in din- 
ing room; Cedar-lined closet in attic; Portable 
wardrobe cabinet; Cornér china cabinets; 
Kitchen cabinets; Bookcases with glass doors; 
Open book shelves; Moth proof chests; Recrea- 
tion room in the basement; Ping-pong, card 
and gamé tables; Work bench for basement; 
Tool closet, bench and shelves in garage; 
Screened porch; Sleeping porch; Pergola and 
rose arbor; Trellis and porch flower boxes; 
Playhouse for children in yard; 
equipment—swings, teeters, slides, 
Clothes poles. 


Playground 
sand box; 





tractor is Mr. Konsul- L 





man, of Royal Oak, 
Mich., and he keeps an 
account at the yard 
there of the Mellen- 
Eright Lumber Co., a 
subsidiary of the Fred 
J. Robinson Lumber 
Co., of Detroit, Mich. 
Among the smaller 




















jobs he has been called 
upon to do again and 
again are the two shown 


These bookshelves, around a fireplace, are so attractive that they have 


been easy to sell 
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Wood Seems to Be Getting Up in the World 


Devit’s LAKE, Micu., Aug. 24.—The building 
shown in the accompanying illustration is only 
10 feet square at the base, but its construction 
required about 100,000 feet of lumber, an AMERI- 
CAN LUMBERMAN representative was told by 
W. H. Stevenson, of the Stevenson Lumber & 
Coal Co., Adrian, who supplied the materials. 
He added that the tower, which is 109 feet high, 
has more than a hundred openings, and that it 
has seventy-eight windows all the same size. 
Four carloads of lumber were shipped here and 
unloaded, and the other carload was brought, 
as extra amounts were needed, from the yard in 
Adrian. Two carloads of Douglas fir timbers 
were ordered specially for the job, from the 
Silver Falls Timber Co., of Silverton, Ore. The 
flooring is B and better southern pine, and 1x4- 
inch Pondosa pine was cut into pickets for the 
railings at each landing. The ceilings are Sheet- 
rock, and the building is insulated with Celotex. 
The rest of the material used was No. 1 com- 
mon Douglas fir boards and Douglas fir finish. 

In the Irish Hills district of southern Mich- 
igan there are several observation towers of the 
same general shape as this, but as the writer 
was driving past the White Swan Electric 
Tower, on U. S. Highway 127, he noticed some 
unusual features, as advertised by the signs 
painted on the tower, and stopped. One very 
great difference is that the White Swan tower 
has an electric elevator — most of them have 
none—and another is that it has rooms for tour- 
ists. There are five rooms on the second floor, 
four on the third floor, and three on the fourth 
floor. On the ground floor are a lunchroom, 
soda fountain and novelty and souvenir store. 

In Adrian we talked with the wife of J. L. 
Mott, president of a suspender manufacturing 
company, who has been associated with several 
tower building projects in this section and who 
with his brother O. E. Mott built this tower at 
the north end of Devil’s Lake. Originally he 


planned, she said, to build just the tower, with 
the store and lunchroom and soda fountain on 
the ground floor, but then arose the question of 
what to do for living quarters for Mr. and Mrs. 
A. S. Zeltner, who would be coming from South 
Bend, Ind., to manage the place. They decided 
to build them an apartment on the second floor, 





The White Swan Electric Tower, built almost 

entirely of wood, is a profitable combination 

of tourist rooms, soda fountain, lunch room, 

novelty shop, and elevator-equipped observa- 

tory from the top of which all the beautiful 

scenery in the vicinity of Devil’s Lake, Mich., 
can be seen 


and then soon enlarged their plans to include 
tourists’ rooms on the third and fourth floors 
also. 
The tower, which was built last year, has 
proved sufficient of a money maker, despite the 
business conditions prevailing, that one or two 
other similar structures now are in prospect, 
for locations similar to this one (beautiful 
Devil’s Lake is just across the highway, and 
from the observatory several other lakes can be 
seen). It is pointed out that dealers, when 
they figure on bills for tourist cabins, might 
well suggest such a tower as this for the center 
of a tourist cabin camp, if the surrounding 
scenery is such as to warrant its construction. 
It would be built almost entirely of materials 
such as the lumber dealer himself can furnish. 





Radio City Construction Me- 
terial Orders Break Records 


New York, Aug. 24.— Many construction 
records have been broken in orders for materials 
for the erection of the ten buildings for Radio 
City in the three blocks bounded by 48th and 
5ist streets and Fifth and Sixth Avenues, in 
this city. Incidentally, one of the orders calls 
for 7,800,000 feet of copper wire, which is said 
to be the largest of its kind ever let for a build- 
ing operation. Other orders placed for this de- 
velopment are for 25,000 tons of steel to be de- 
livered as needed and 1,000,000 square feet of 
glass. Some of the materials will not be needed 
for a year or more. Work has been under way 
on the excavations for this project and has been 
carried forward so rapidly within the last 
month that an early start is planned on the erec- 
tion of the first building. 

The Metropolitan Square Corporation repre- 
sents the Rockefeller interests in the develop- 
ment of this broadcasting and amusement center. 


Realty Firm Makes Log Cabins to Sell With Lots 


New York, Aug. 24.—Carloads of redwood 
have been coming into New York recently to 
the private lumber yard of the Milton J. Gordon 
interests, which have formed the Rustic Log 
Cabin Corporation with the avowed intention of 
selling four hundred redwood log cabins before 
fall, ranging in price from $700 to $10,000. Most 
of these homes will be erected on the property 
owned by the various Gordon real estate devel- 
opments in Westchester County, including 
Briarcliff Hills, on the Sawmill River Road, 31 
miles from Columbus Circle. The real estate 


Four room log cabin constructed of redwood for approximately $1,700, 
including land, at Briarcliff Hills by Rustic Log Cabin Corporation 





people are using the current low prices of lum- 
ber to interest-New Yorkers in buying property 
in Westchester. While the Rustic Log Cabin 
Corporation will undertake to build log homes 
any place, it is laying special emphasis on 
the property owned by its affiliates, and is 
offering reductions in the price of the home to 
anyone purchasing one of its plots. 

According to Arthur Mueller, executive 
sales director, the company originally con- 
structed its cabins of Norway pine shiplap, 
creosoted, but has found the redwood more 


satisfactory. Log siding is used for the whole 
house, even extending down to the covering 
over the front of the lower porches. The 
smallest house erected by the Rustic Log Cabin 
Corporation takes about 1,800 feet of redwood. 

The lumber is bought by the company’s own 
office on the West Coast, and is shipped here 
by rail. Construction is done by the real estate 
developers. The smallest of the log cabins is 
intended for holiday use, and has only two or 
three rooms. The largest has a large servants’ 
wing, and several master bedrooms. 








Interior of a beautiful and home-like log cabin built by the Rustic 
Log Cabin Corporation at a cost of $10,000 
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Florida Millwork Men Have Lively Meeting 


Many Topics Discussed—Plant Association Advocated—Operation Costs 
and Home Financing Analyzed—Closer Co-operation by Members Sought 


SarAsotTaA, Fria., Aug. 24.—In opening the 
quarterly meeting of the Florida Lumber & 
Millwork Association last Thursday afternoon, 
President Rush H. Todd became a salesman 
for the association and an earnest advocate of 
co-operation. “The association, like our busi- 
ness, suffers from hard times,” he stated, “and 
in a struggle for business many are not as eth- 
ical as they should be. If we work together, 
co-operate for better conditions, we can help 
each other get a profit on what we do sell. 
We need our association more now than in 
good times.” 

The afternoon was devoted to discussion of 
millwork problems, with a review of the pres- 
ent-day situation by Joe M. McCormick, of 
Orlando, chairman of the millwork section. He 
indicated that while some profits were made 
on small jobs, the business generally is un- 
satisfactory. Only through some sort of plant 
association could he see the way out, or even 
anticipate escape from disaster. 

Jack Townsend, of Lake Wales, was not en- 
couraging in a definite opinion that any sort of 
plant combination is out of the question. He 
did think some working agreement possible. 
The need of financing is so prevalent that, 
short of a real plan for it, success is difficult. 

Mr. Townsend urged three things to assist 
the millwork contingent to better times: Plans, 
samples, pictures, charts, blue prints etc. at all 
meetings; intelligent mewspaper advertising, 
with carefully prepared copy, and_ financing. 
He said the building and loan association of 
his town had never failed to pay dividends, that 
it was making some loans, and at its last meet- 
ing financed two new houses. 

’. E. Tylander of Ft. Pierce, said there is 
not enough business capable of being had at a 
profit to employ a tenth of the equipment in 
the State. He thought a combined sales agree- 
ment might help. 

None of the fellows thought territory allot- 
ment would work, and Mr. McCormick stuck 
consistently to his idea of some sort of plant 
association. 

James B. Moore, association cost account- 
ant, presented graphs to show that the big loss 
in millwork jobs is in materials, upon which 
others thought there must be at least 60 per- 
cent margin to earn a profit. Mr. Moore’s 
check had shown that only a very few millwork 
jobs escaped without a loss. 

Practically every one present had something 
to say. Earl Harper, of Plant City, urged 
profit on each job, or no work; Bill Tylander 
thought if a plant did not profit a business man- 
ager should find out why; W. G. Shepard, of 
Sarasota, thought it wise to complain if cus- 
tomers went out of town for materials; Frank 
Trayner, associate director of Tampa, urged 
close adhesion of all departments of the lum- 
ber and supply business of the State. Most of 
these remarks were general, growing out of all 
sorts of problems and not exclusively millwork 
questions. 


Friday Morning 


Mayor Everette Bacon brought welcome to 
and greetings of the city, with response by 
Vice President Spencer Lainhart, West Palm 
Beach. President Rush Todd said he made his 
speech the day before, and named these com- 
mittees: Resolutions, W. E. Tylander and 
Ben Wand; publicity, Hervey W. Laird. 

Treasurer Ben Wand reported cash balance 
of $3,412.87 with favorable outlook for collec- 
tions. 

Fourteen of eighteen directors were present 
at a meeting Thursday night. This was re- 
garded by Vice President Lainhart, reporting 
the session, as a good showing. He said that 
each director had been urged to help build up 


the membership in his own section. Mr. Lain- 
hart was not pessimistic about business. “In 
fact,” he stated, “we may yet look back upon 
1931 as the best year of the last five.” 

The directors reported a budget for the cur- 
rent year of $5,000, compared to $6,225 the 
past year. A suggestion that dues be reduced 
from $40, $80 and $100 to $40, $50 and $60 
was generally approved, but carried over to 
November. Dues of associate members were 
reduced to $40, the minimum for regular mem- 
bers. 

At the suggestion of Vice President Lain- 
hart the forestry committee was instructed to 
work out a fire fighting plan for Boy Scouts, 
P. J. Feitner, head of the Oceola Cypress Co., 
offered to provide the prize for Boy Scout ex- 
cellence such as the committee agrees upon. 

Joe McCormick urged better support for the 
millwork units, and reported the success of the 
listing bureau at West Palm Beach. Arthur 
B. Crouch, of West Palm Beach, reviewed the 
plans of the listing bureau in his city, showing 





[Sales-o-gram No. 58] 


HAVE A 


good time at the convention, meet the other 
fellows, have your full share of the inspira- 
tion and enthusiasm of the gathering, but— 
make careful plans to take something prac- 
tical home with you. When some one 
makes a practical point in a talk, think: 
"| will make a note and tell Jim about that." 
When there is an idea in an exhibit, make 
a note: “Let's think that over and see if it 
would work with us." When you talk to a 
successful fellow conventionite, try to gain 
at least one practical point from each con- 
versation that you can carry home. If all 
you get from conventions is a banquet and 
a good time and a headache the next day, 
better not go. But the trade convention 
can be mighty worth while to you if you 
definitely plan to take it home with you— 
in a note book. 





them to be of great practical value, and much 
help to profits on millwork jobs. He said that 
the service of his bureau might be available to 
outside sections where there is time enough to 
send in architects’ plans. 


New Secretary Makes Report 


rank Williams, the new secretary, reported 
that in fhe short time he had been in office he 
had traveled 1,580 miles, attended four dis- 
trict meetings, worked four districts carefully 
in calls and contacts, visited 57 firms, members 
and prospective members, issued four bulletins 
and handled a lot of correspondence. He was 
confident that the membership can be increased 
by the work he has been instructed to do by 
President Todd. 

The address of Mellon C. Greely, architect of 
Jacksonville, on “The Renaissance of Good 
Building in Florida,” created the most interest 
of any feature of the program. He answered 
scores of questions about termite and fungi 
menaces, covering wide range of observation 
on his part and experience and investigation 
by scientists. He made two pertinent sugges- 
tions in his talk; one, the hope that the time 
will come when dealers will carry stocks oi 


treated lumber in the common sizes; and the 
other that the small-house-plan service be de- 
veloped and enlarged so that the independent 
architect can use it to good advantage. The 
discussion produced quite a number of new an- 
gles to the main question that he is going to 
work out for a later address. 


Must Get to Low Costs 


H. H. Brenner, of Davenport, Fla., saw the 
big competition of the dealer in the houses 
thrown on the market by the insurance com- 
panies and mortgage loan units. He feared the 
slashing methods of the mortgage companies 
most. The insurance people are more inclined 
to repair and keep property in condition, which 
makes business for the dealers. Mr. Brenner 
sounded a warning against mail-order buildings, 
saying that Sears, Roebuck & Co. sold 2,400 
houses in 1930 (at from $5,000 to $50,000). 
The material is good and the 15-year financing 
at 6 percent is attractive. “We must get back 
to 6 percent and honest banking,” he said. He 
thought that a drive for house sales at $1,500, 
say, would create a lot of business where there 
will be no business at regular prices for years 
to come. 

T. B. Stinson, of Leesburg, regarded the tax 
rates as one of the greatest problems to be over- 
come, and he felt, that until there are better 
financing facilities there is no great chance of 
any increase in business. 

Hervey W. Laird, manager of the Lakeland, 
Fla., Chamber of Commerce, spoke briefly on 
the “Future of Florida,” presenting as one of 
the encouragements the reduced freight rates 
on vegetables, recently announced. He sug- 
gested programs in civic clubs on the value of 
homes as a method of restoring interest in home 
life. 

Just before closing the president jerked every- 
body to attention with a suggestion that if a 
dealer would not co-operate with his associa- 
tion he was in poor position to expect the pro- 
tection it offered. “Let’s hear from some of 
you on that line,” he demanded. 

Managers Feitner, of the Oceola Cypress Co., 
and Hankins, of the Everglade Cypress Co., 
responded, pointing out the difficulties of co- 
operating with dealers not impregnated with 
the principles of ethics upon which the associa- 
tion is based. 

Bill Tylander indicated much of the same 
feeling shown by President Todd. It struck 
him as mighty poor sportsmanship to accept 
advantages involved in co-operation and then 
refuse to help carry the cost. 

Joe McCormick advised leniency and _ pa- 
tience, fearful that if dealers shut their eyes to 
a non-member being punished by inroads upon 
his business it might let down bars that would 
not be replaced without much loss and grief. 

The resolutions expressed appreciation for 
the work and service of J. P. Williams, retir- 
ing secretary. 


Plan Big New Addition 


CINCINNATI, Onto, Aug. 24.—Plans are in 
the making for a proposed addition to the West- 
ern & Southern Life Insurance Co. building, 
located at Fourth Street and Broadway, the 
cost of which will run into millions, according 
to an official statement. It is probable that the 
new structure will take the form of a sky- 
scraper tower. 

Definite announcement as to the type of 
structure and approximate date for beginning 
construction work will be made as soon as the 
East Fifth Street widening controversy is set- 
tled sufficiently to permit architects to proceed, 
President Charles Williams said. 
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Hears Explanation of Hardwood Rule Changes 


Pine Biurr, ArK., Aug. 24.—The regular 
meeting of the West Side Hardwood Club was 
advanced a day over the regular schedule and 
held last Wednesday in order to have present 
W. H. Nelson, chief inspector of the National 
Hardwood Lumber Association, to discuss the 
proposed changes in the rules. 

After the call to order by President A. G. 
Wheeler, Secretary O. S. Robinson reported on 
the condition of stocks etc. Twenty-three mills 
reported stocks of 1,000,000 feet of green floor- 
ing and 2,600,000 feet of dry on hand, with 
orders for this item 750,000 feet. Orders for 
other woods totaled 3,800,000 feet. Logs on 
hand amounted to 890,000 feet, with total stocks 
of green and dry 55,300,000 feet. The small 
amount of logs were in the hands of five mills 
out of the twenty-three reporting. Practically 
every mill is now down or running only on 
very short time. It was also noted that from 
July 15 to Aug. 17, 950,000 feet of flooring oak 
had been sold which was considerably more 
than had been sold for any like period for sev- 
eral months. It was also noted that the prices 
on No. common, No. 2 and No. 3A were a little 
stronger, red oak bringing $8, $15 and $25 and 
white $9, $16 and $26, with one or two sales 
at $1 above these prices. 

The regular discussion was cut short to allow 
Mr. Nelson all of the time necessary to explain 
the new rules, but it was generally understood 
that inquiries are somewhat better. Actual 
booking of orders, however, was less than usual. 
Part of this was laid to the regular seasonal 


lull during July and August. The consensus is 
that as soon as the crops begin to move there 
will be improvement all along the line. 

Mr. Nelson discussed the proposed new rules 
very ably, using a blackboard to illustrate the 
points brought out and making his explana- 
tions so clear that one not entirely familiar 
with the rules could easily understand. He also 
answered numerous questions pertaining to 





[Sales-o-gram No. 60] 


ONE OF THE 


most interesting and worth while studies that 
you can make is to take the ledger accounts 
of five years ago, of customers who used to 
buy at frequent intervals, but who have not 
bought anything for some time. Then see 
if you can find out why. Some may have 
died or moved away. In some cases per- 
haps there are little misunderstandings, lit- 
tle grievances which can be adjusted. A 
careful card index of former customers 
might be the basis for a telephone cam- 
paign, a letter campaign, or even a series of 
personal calls. It may be that you can find 
a loose screw in the machinery of your busi- 
ness methods which you can tighten up. It 
may be that such a canvass will also uncover 
a lot of tips concerning potential business. 


present rules. It is understood that the Na- 
tional Furniture Manufacturers’ Association as 
well as the Southern Furniture Manufacturers’ 
Association has approved the proposed changes 
and it was the consensus that the new rules 
would be adopted by a large majority at the 
annual convention of the association in Chicago 
next month. 

Due to the National convention date being 
Sept. 17 and 18 and the regular meeting of the 
West Side Hardwood Club being Sept. 19, it 
was decided to hold the club meeting instead on 
Sept. 23. This will be annual meeting and 
officers for ensuing year will be elected. 

Those in attendance were: 

W. H. Nelson, Chicago; Carl L. White, 
French-White Manufacturing Co., Arkansas 
City, Ark.; A, H. Bankston, export manager, 
Atlantic Lumber Co., Boston; A. G. Wheeler 
and Spencer Fox, Wheeler Lumber Co.; G. R. 
McSwine, G. R. MeSwine Lumber Co.; C. H, 
Carnahan, Standard Lumber Co.; P. E. Nichols, 
Cc, O. Guy Lumber Co., S. C. Griffith, Arkansas 
Oak Flooring Co.; J. E. Moody, Seaman-Dun- 
ning Corporation, 0. S. Robinson, all of Pine 
Bluff. E. E. Fohrell, S. S. Anderson, Ed Lee 
tichardson, Sparkman Hardwood Lumber Co., 
Sparkman, Ark.; L. A, Fitzgerald and Gordon 
Blackwell. Bradley Lumber Co., Warren, Ark; 
J. O. MeGuire, Dewitt, Ark.; W. H. Burroughs, 
Crossett Lumber Co., Crossett, Ark.; B. H, 
fayhugh, Fordyce Lumber Co., Fordyce, Ark.; 
A. Williams, Williams, Taylor & McCord, 
Yordyce, Ark., J. E. Townsend, Townsend, 
sros., Stuttgart, Ark.; and G. R. Blakenship, 
tslakenship Lumber Co., Warren, Ark. 


say nae 


Question Advisability of Hardwood Rule Changes 


SHEBOYGAN, Wis., Aug. 24.—The advisability 
of changing the hardwood grading rules under 
present business conditions was seriously ques- 
tioned by several members of the Northern 
Wholesale Hardwood Lumber Association, at 
the organization’s summer meeting last Friday at 
the Association of Commerce rooms. The busi- 
ness session was short, presided over by Presi- 
dent G. A. Vangsness, of Chicago. He called on 
William Kelley, of the Kelley-O’ Melia Lumber 
Co., Milwaukee, Wis., who at the spring meet- 
ing in Chicago had been appointed chairman of 
a special committee to study the proposed 
changes in the rules of the National Hardwood 
Lumber Association, for a report. Mr. Kelley 
read an analysis of the new rules made by 
Oliver M. Krebs, of Memphis, Tenn., after 
which several members participated in discus- 
sion of the subject. 

There was little opposition to the changes 
themselves, but rather to the idea of making 
the changes now, at what some believe to be an 
inopportune time, when sales resistance gen- 
erally is so high. The wholesalers opposing 
the changes said that, although no more than 
1 to 3 percent of any grade would be moved to 
another grade, trouble between buyers and sell- 
ers would result. They especially singled out 
as a probable cause of confusion the proposed 
change in FAS inspection from a defect basis 
to a cutting basis. Factory consumers, they 
said, are not in favor of such a change. In fact, 
it was apparent from comment in the meeting 
that some of the northern millmen (some 
of whom are associate members of this organi- 
zation) are not enthusiastic either for or against 
the changes; the wholesalers agreed that it 
really is a matter for the manufacturers them- 
selves to settle, but there was a strong sugges- 
tion at the same time that the mills should lay 
not so much stress on methods of manufacture 
and more stress on ways and means of effect- 
ing complete and efficient distribution of what 
lumber is produced. 

Following the rules discussion, and the re- 


port of Treasurer R. G. Maislein, of Sheboygan, 
was the report by Secretary J. F. Hayden, of 
Minneapolis, Minn., who compared the produc- 
tion and sales of the hardwood manufacturers 
for the first seven months of 1931, as revealed 
in the reports of the Hardwood Manufacturers’ 
Institute and the Northern Hemlock & Hard- 
wood Manufacturers’ Association to the Na- 
tional Lumber Manufacturers’ Association. 
Sales, he said, in that period exceeded produc- 
tion by 11 percent, which figure was possible 
because, although in the North sales were 33 
percent under production, the greater volume 
of production in the South and still greater 
sales more than balanced the northern diffi- 
culties. 

Mr. Kelley reported for the trade relations 
committee and T. T. Jones, of Minneapolis, 
Minn., for the membership committee. The 
November quarterly meeting will be held in 
Milwaukee. 

After the business session the thirty-five 
members and guests, and their ladies, enjoyed 
luncheon in the “Dugout,” and then the merry 
group journeyed out to the Riverdale Golf 
Club for friendly combat, the men at golf and 
the women at bridge. Harry Christiansen, of 
Milwaukee, whose 68 was low net score, won 
the Rhinelander Cup, to have and to hold until 
the next tournament. J. N. Fisher, of the G. 
W. Jones Lumber Co., Appleton, Wis., shot the 
low gross score for the day, an 85, and his 
prize was four golf balls. Two golf balls were 
presented amid much merriment to Dan Hel- 
strom of the Levisee Lumber Co., Oshkosh, 
Wis., for the rather doubtful honor of high 
gross score. The “blind bogey” was set at 73, 
and since no one scored a direct hit, five men 
who made either a 72 or 74 putted for the 





An Ad costing $5 sold an 
entire Sawmill. 


TRY AN AD OF YOUR OWN 


prize on the eighteenth green; J. R. Andrews, 
of Escanaba, Mich., won the six golf balls. 

In the evening the golfers and bridge players 
returned to the Association of Commerce head- 
quarters for dinner, with dancing afterward. 


Schools Offered Samples of 
Wood at Cost 


Wasuincton, D. C., Aug. 24—The begin- 
ning of the school year is an opportune time 
for lumbermen to donate sample blocks of wood 
to the schools. To make available first-hand 
knowledge of native commercial softwoods and 
hardwoods of the United States, to public 
school classes in natural and economic history, 
raw material sources, wood-working and archi- 
tecture, the National Lumber Manufacturers’ 
Association offers sample sets of blocks of 48 
different species of American wood. Several 
hundred schools availed themselves of _ this 
opportunity last year. 

The blocks are packed in a wooden box 11% 
inches long, 734 inches wide, and 6 inches deep. 
On the inner side of the lift-top is a printed 
key to the contents, the numbers identifying the 
corresponding numbers on the blocks. Informa- 
tory labels on each block give the approximate 
amount of lumber of the species produced an- 
nually, its habit of growth, its particular and 
peculiar qualities, the varied uses to which it 
is customarily put, and the name of the re- 
gional lumber association under whose grading 
rules it is manufactured. ’ 

Many schools have found a display rack of 
32 samples too costly, and it is impracticable 
to attempt to build up individual collections. 
With this thought in mind the N. L. M. A. 
has made it possible to secure these block sets 
at cost, $2, to schools and to commercial firms 
intending to present them to schools. Orders 





placed with the National Lumber Manufactur- 
ers’ Association, 702 Transportation Building, 
Washington, D. C., 
tion. 


will receive prompt atten- 
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Southern Pine Groups 
Discuss Curtailment 


New OrEANS, La., Aug. 24.—Following the 
meeting of subscribers to the Southern Pine 
Association in Shreveport, La., on Aug. 11, and 
an organization meeting of the smaller opera- 
tors in northern Mississippi and Alabama at 
West Point, Miss., on Aug. 14, two group 
meetings of associated subscribers to the as- 
sociation were held last week—one at Mont- 
gomery, Ala., on Aug. 18; the other at Talla- 
hassee, Fla., on Aug. 20, both of which were 
well attended. 

The principal subjects discussed at these 
meetings were economic conditions in the in- 
dustry, including the recommendations of the 
lumber survey committee appointed by the U. S. 
Timber Conservation Board for continued cur- 
tailment of lumber production and new develop- 
ments in marking and distribution. The dis- 
cussion of these subjects was led by A. S. Bois- 
fontaine, assistant secretary, and L. R. Putman, 
merchandising counsel of the Southern Pine 
Association. 

A special feature of the Montgomery meet- 
ing was a talk by Earl M. McGowin, vice presi- 
dent of the W. T. Smith Lumber Co., Chap- 
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Brewton, Ala.; L. T. Cobb and A. S. Boisfon- 
taine, Southern Pine Association, New Or- 
leans, La.; B. L. Abrams and A. L. Abrams, 
J. D. Caples Lumber Co., Midway, Ala.; Mc- 
Duffie Stallworth, Pine Apple, Ala.; L. R. Put- 
man, Southern Pine Association, Chicago; J. 
G. Roy, The Tombaugh Lumber Co., Selma, 
Ala., and Canton, Ohio; M. E. Hudson and B. 
L. Donaldson, Louisville, Ala.; F. E. Hudson, 
Clark-Hudson Lumber Co., Wetumpka, Ala.; 
H. C. Weathersby and E. L. Cook, Griffin 
Lumber Co., Tuskegee, Ala.; A. L. Dickert, 
Dickert-Fleming Lumber Co., Brundidge, 
Ala.; W. F. Cooper, W. F. Cooper Lumber 
Co., Dozier, Ala.; H. D. Webb, Webb Planing 
Mill Co., Selma, Ala., W. J. Yost, Pine Plume 
Lumber Co., Montgomery, Ala.; W. H. Fields, 
Fields & Stallworth, Pine Apple, Ala.;: Paul 
O'Leary, Burdette Lumber Co., Meridian, 
Miss., and Thomas Ivey, Brundidge, Ala. 


At the Tallahassee meeting practically the 
same subjects were discussed and the sentiment 
there semed to be the same as at all of the 
other meetings. Among those present were: 


John Gragg and A. W. Gragg, Gragg Lum- 
ber Co., Amsterdam, Ga.; W. W. Harbeson, 
W. B. Harbeson Lumber Co., DeFuniak 
Springs, Fla.; W. B. Jones, F. M. Shore and 
T. L. Smith, F. M. Shore & Co., Quitman, Ga; 
J. B. Southard and J. W. Staks, Southard 
Lumber Co., Ponce de Leon, Fla.; A. D. Bur- 
dette and Paul O'Leary, Burdette Lumber 
Co., Meridian, Miss.; A. S. Boisfontaine and 














Because many of the gold mines in the Telluride (Colo). district are above timber line and the 
trails are steep and narrow, it is impossible to transport materials except by pack trains. Lum- 
ber is carried up in the fashion illustrated, a few pieces on each mule 





man, Ala., who also is a member of the Ala- 
bama legislature, in which he explained some 
of the recent and proposed tax revisions affect- 
ing the lumber group. 

A survey among the mill representatives 
present at these group meetings indicated that 
stocks on hand had declined more than 50 per- 
cent during the last year. It was the decided 
sentiment of the groups that the industry should 
follow the recommendations of the Timber 
Conservation Board and each operator con- 
tinue to reduce his production so that supply 
might be brought into balance with demand. 

_ There seemed to be evident at these meet- 
ings a better feeling among the smaller oper- 
ators with regard to the business outlook. 

W. H. Fields, of Pine Apple, Ala., presided 
at the Montgomery meeting, those present be- 
ing as follows: 

A. D. Burdette, Burdette Lumber Co., 
Meridian, Miss.; J. F. MeGowin, W. T. Smith 
Lumber Co., Greenville, Ala.; L. W. Morgan, 
Sims-Morgan Lumber Co., Selma, Ala.; E. M. 
McGowin, W. T. Smith Lumber Co., Chap- 
man, Ala.; R. H. Strain, T. R. Miller Mill Co., 


B. W. Bray, Southern Pine Association, New 
Orleans, La.; John L. Miller, Harlowe & Mil- 
ler, Hosford, Fla.; S. M. Finklea, E. C. Atkins 
& Co., Indianapolis, Ind.; J. R. Moore, jr., 
Moore Lumber Co., DeSoto, Ga., and John R. 
Thompson, Madison, Fla. 





. 
Improvement in September 

Wuiressure, Ky., Aug. 24.—Business in the 
hardwood industry shows but slight improve- 
ment, so far this month, over July, in the east- 
ern Kentucky field, but operators insist that 
September will show greater improvement. In- 
quiries have been more active, and several saw- 
mills idle for months are resuming. Others are 
billed to start during September, and, all told, 
lumbermen will expect a fair share of business 
for the territory. 

Yellow poplar and oak, of different grades, 
are selling more freely, and frequent inquiries 
come to dealers. There is also a better demand 
for building material and supplies, several of 
the towns doing more building than at any 
other time within the last year. 
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Associations’ Plans and 
Activities 


nr. 1—Roofer Manufacturers’ Club, Columbus, 
a. 


Sept. 17-18—National Hardwood Lumber Associa- 
tion, Hotel Sherman, Chicago. Annual, 


Sept. 19—Louisiana Retail Lumber & Building Ma- 
terial Dealers’ Association, Lafayette, La. 
Quarterly meeting. 

Sept. 23-25—Concatenated Order of Hoo-Hoo, West 
— Springs Hotel, West Baden, Ind. An- 
nual, 

Oct. 27-30—National Retail Lumber Dealers’ As- 
sociation. Detroit, Mich. Annual. 





Planning for Logging Congress 


PorTLAND, OreE., Aug. 22.—The committees 
representing the pine and coast divisions of 
the Pacific Logging Congress are rapidly whip- 
ping into shape plans for what promises to be 
one of the most outstanding annuals in the 
history of that organization, which will be 
held at Spokane, Wash., and- Headquarters, 
Idaho, on Oct. 21, 22 and 23 next. 

As outlined, the first session will be held on 
Oct. 21 at the Davenport Hotel in Spokane, the 
morning and afternoon sessions being devoted 
to discussions of topics selected by these two 
divisions of the program committee. That eve- 
ning on a special Pullman train, those attending 
the congress will leave for Headquarters, 
Idaho, where a busy day will be*spent on the 
twenty-second, beginning with a camp breakfast 
at 7:30 a.m. This will be followed by an in- 
spection of woods operations and machinery 
exhibits, luncheon at the camp and in 
the afternoon a program of machinery and 
equipment topics. Immediately following that 
program, the special train will leave for Lewis- 
ton, Idaho, where dinner will be served at 6:30, 
and at 8 p. m. there will be an inspection of 
the great manufacturing plant of the Clear- 
water Timber Co. Following this, the special 
train will leave for Spokane, where the next 
day will be spent in discussions of various 
topics of interest, reports of committees and 
election of officers, with the annual banquet be- 
ginning at 6:30 p.m. The pine division of the 
program committee is composed of C. L. Bill- 
ings, chairman, Walter Leuthold, E. C. Mac- 
Gregor, and Don McKenzie; the coast division 
is composed of D. S. Denman, Orville Miller, 
Coleman Wheeler, Paul Freydig and A. A. 
Laussman. 





Southeastern Wiseensin Picnic and 
Tourney 


MILWAUKEE, Wis., Aug. 25.—The annual 
picnic of the Southeastern Wisconsin Lumber- 
men’s Club, “Milwaukee Hoo-Hoo Order of 
Black Cats,” was held at Meadows Spring Golf 
Club, Jefferson, Wis., last Tuesday. A total 
of 60 put in their appearance, 45 of whom 
chased the elusive little white ball about the 
fairways during the morning and the afternoon. 
A “Come and Get It” luncheon at noon was 
followed by a dinner in the evening with dis- 
tribution of the golf and “special award” prizes. 
Lothar G. Graef, of the Lothar G. Graef Lum- 
ber Co., Appleton, Wis., won the low net score 
in the morning game, and Oscar and Herman 
Lofsgordon, of the Lofsgordon Bros. Lumber 
Co., Madison, Wis., tied for the low gross. 

For the afternoon play a long list of prizes 
were offered, and all players had a chance to 
compete for a prize on their first drive. Genial 
N. J. “Nick” Braun was host to the dealers 





AUSTRALIAN railway ties are going to China 
at low prices, according to reports from Sidney 
published by the United States Department of 
Commerce. The Chinese railways are pur- 
chasing 1,000,000 ties, offering prices which 
the New South Wales forestry commission con- 
siders as indicating that the buyers do not real- 
ize the greater value of these Australian hard- 
wood ties as compared to softwoods requiring 
preservative impregnation. 
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Buys Back for Use Lumber He 
Sold Nearly Forty Years Ago 


MarysviLLe, WaAsH., Aug. 22.—Instances of 
the durability of Douglas Fir lumber are fairly 
common, but a new twist was given this 
familiar story when a building wrecking firm 
here, Cormier & Dielkey, resold to the lumber- 
man who originally supplied them several thou- 
sand feet of 2x16s that had been in use 39 years 
at a price $2 a thousand higher than he had 
received for them when new. And the lumber- 
man had no sentiment about it—he bought the 
used lumber to make a floor in a garage 
building. ; 

The view herewith shows the building from 
which the lumber was taken, the Lincoln 
School, built in 1892, which was demolished in 
July 1931 to make way for a new junior high 
school and a grade school building both of 
modern design and equipment. The lower view 
shows, right to left, N. Cormier, and D. L. 
Dielkey of the wrecking firm, and Boyd Cor- 
mier, sitting on some of the 2x16s sold. Though 
these timbers had served for 39 years as joists 
in a busy school building they showed little evi- 
dence of their long use. Most of the other lum- 
ber, except flooring, was in equally good con- 
dition. 

Russell Anderson was the lumberman who 
sold the lumber and who, after 39 years of use, 
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says that never in the past have so many dealers 
asked for so many different items in a single 
car, nor have so many dealers participated in 
single carload orders. Within the last year his 
firm has shipped columns, doors, plywood, sash, 
garage doors, mouldings, K. D. sash and door 
frames, red cedar siding and shingles, besides 
additional items in fir and hemlock in a single 
car. While this is due, in his opinion, to deal- 
ers desiring to keep their stocks efficient, with 
a minimum investment in lumber, it indicates 
to him that the dealers have only skeleton stocks, 
and if there is even a fair amount of fall build- 
ing in their sections such dealers will be forced 
to buy at least a few carloads of lumber. 


Adopts "Daylight Saving" for 
Quicker Service 


SPOKANE, WaASH., Aug. 22.-—A great deal 
has been heard about depression for the last 
couple of years. A lot of gloom stories have 
been told and numerous persons who were sit- 
ting around their offices and coming down late 
in the morning have been going home early be- 
cause there was “not any business to be had.” 

But through it all we have found a number 
of exceptions—people who made a little extra 
effort, or maybe a lot of extra effort. We have 
found the man who saic that if he could get a 
normal amount of business in normal times 











at . 








(Left) Lincoln school, built in 1892. 


(Right) N. Cormier and D. L. Dielkey, of the wrecking 


concern, and Boyd Cormier, sitting on some of the 2xl6s 


deemed it today worth $2 a thousand more 
as a building material than when he sold it. 
Working with his father 39 years ago he per- 
sonally delivered the lumber to the school house 
job after having to plane part of it by hand 
due to the power-operated planer in the mill 
breaking down. 





Retailers Pooling Needs to 
Make Up Mixed Carloads 


SEATTLE, WASH., Aug. 22.—John D. Collins, 
head of John D. Collins Lumber Co., here today 
reported an increase in business during the 
last week or ten days, although he said “you 
can tell by the orders that two or more deal- 
ers are replenishing stock in their entire lum- 
ber yard in one carload.” 

Mr. Collins told of an order recently handled 
which called for Ponderosa pine, Idaho white 
pine, fir, hemlock and red cedar in one carload 
which was for four different retail yards. An- 
other order for a carload showed that three 
different retailers, living in three different 
towns, pooled their needs to make up a carload. 

Mr. Collins has served the retail yard trade 
for years, and it is his proud boast that he can 
ship in one carload anything that is produced 
of Inland Empire or West Coast woods, but he 


with a normal effort, today in order to get the 
same amount of business he had to put in twice 
or four times as much effort; he was actually 
doing it and succeeding. 

This effort may have taken one of several 
different forms, or more than one. There are 
conditions that may mean more personal solici- 
tation; they may mean a more courageous ex- 
penditure for advertising at a time when many 
other people have cut down on their advertis- 
ing efforts. In many instances it has meant 
greater service to the possible customer. 

Suying methods in all lines have undergone 
considerable changes. Dealers are carrying 
smaller stocks, and therefore, of necessity must 
have quicker delivery of orders. 

There are many examples of excellent results 
to be gained by live, wide-awake business men 
who have recognized the possibilities of giving 
greater service to their customers. In the lum- 
ber business of the Inland Empire one striking 
example of successful effort during these times 
has been that of the Duffy Lumber Co., Spo- 
kane. There is a difference in time between 
Middlewestern or Eastern points and Spokane 
of from two to three hours, and in addition to 
that many eastern and middlewestern cities in 
the summer go on daylight saving, which in- 
creases the difference by one hour, as Spokane 
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and West Coast points are not on daylight 
saving. 

Orders and inquiries during these kinds of 
times are usually handled by telegraph. The 
customer wants and expects —and needs —q 
quick reply to his night letters sent to the West. 
In order to accomplish this, and give customers 
better service, the Duffy Lumber Co. itself went 
on the daylight saving plan this summer, open- 
ing its offices at least a full hour earlier than 
the custom, making it a point to get replies 
back to its customers at the earliest possible 
moment on the day received. 

It has not only adhered to this policy but 
has advertised the fact, with gratifying results, 
This special effort and attention to business has 
made it possible for the company to increase its 
business during the slack times. The month of 
July, notwithstanding the fact that it is usually 
the dullest period of the year, continued to show 
increases in business, and was the biggest month 
the Duffy Lumber Co. has experienced this 
year. 

The company now states that it is still a 
full hour ahead of Spokane, and expects to con- 
tinue its giving special attention to prompt 
service, because results have shown that cus- 
tomers have highly appreciated what it has been 
doing in this respect. 


Builds Wood Treating Plant 


DaLLaAs, TEX., Aug. 24.—The Wood Treat- 
ing Corporation of North Texas, a division of 
Cowser & Co., prominent lumber dealers of 
Dallas, is initiating a new industry in this sec- 
tion and is building a complete wood treating 
plant in which lumber and manufactured prod- 
ucts such as window and door frames, sash 
etc., will be chemically treated to render them 
decay-proof. Equipment for the Bruce wood 
preserving treatment being installed includes a 
specially designed Moore dry kiln. This kiln 
design was developed by engineers of the Moore 
Dry Kiln Co., Jacksonville, Fla., for use by 
wood treating concerns. While small and eco- 
nomical to install, it includes the reglar pat- 
ented type of heating system and temperature 
control found in the larger Moore dry kiln in- 
stallations. 

This plant is being installed to meet the 
rapidly increasing demand for treated lumber 
in house construction, as well as for other pur- 
poses. 





Trade-Mark Department 


conducted by 


National Trade-Mark Company 


Washington Loan & Trust Building, 
Washington, D. C. 


We have arranged with the National Trade- 
mark Co., Washington Loan & Trust Building, 
Washington, D. C., to conduct this department 
for our readers. Trade-marks below have recently 
been passed for publication by the United States 
Patent Office and are in line for early registration 
unless opposition is filed. For further information 
address National Trade-mark Co. 

As an additional service to its readers, this jour- 
nal gladly offers to them an advance search free 
of charge on any mark they may contemplate 
adopting or registering. You may communicate 
with the editor of this department, or send your 
inquiry direct to the National Trade-mark Co., 
stating that you are a reader of this journal. 

CarBo-Cast, Ser. No. 296,385.—American Ma- 
son Safety Tread Co., Lowell, Mass. For stair 
treads and stair nosings. 

GREEN GABLE, Ser. No. 
Housing Co., Onawa, Iowa. 
factured buildings. 

Rep HEaRT, representation of a red heart and 
a log. Ser. No. 302,158.—George C. Brown & 
Co., Memphis, Tenn. For closet lining, flooring, 
shelving, and quarter round. 

ACORN BRAND, and representation of an acorn 
leaf. Ser. No. 302,741.—Nashville Hardwood 
Flooring Co., Nashville, Tenn. For oak and 
beech flooring. 

Cortnco, Ser. No. 302.769.--Cork Insulation 
Co. (Ine.), New York City. For cork board, 
cork pipe covering, cork machinery insulation 
ete. 








301,421.—Economy 
For portable manu- 





MetcostTE, Ser. No. 301,051.—The Merchant 
Trading Co. (Ltd.), London, England. 
and ceiling panels. 


For wall 
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“Trebled Their Sales” 
By Handling 
BROWN’'S 


SUPERCEDAR 


CLOSET LINING 


The letter below reveals the quick- 
est and easiest way to greater cedar 
sales. Customers of today demand 
merit and guaranteed merit is 
the basis for Brown’s Supercedar 
Closet Lining Success. Supercedar 
is guaranteed 90% or more red heart- 
wood and 100% oil content. Only 
the red heartwood contains the val- 


uable moth-repelling aromatic oil. 


This Letter From a Dealer 
Proves It 


“Read your attractive ad in ‘American Lum- 
berman’ of July 18th, regarding Supercedar 
Closet Lining. We have handled cedar lin- 
ing before, but not your brand. We re- 
cently took in a fresh supply of Brown’s. 
Since then our sales on closet lining have 
almost trebled. Please send us your free 
miniature sample box with circulars, etc.” 


At Will Be Just As Easy for You 


to increase your sales with Brown’s 
Supercedar Closet Lining. It requires 
but small investment. Makes quick 
turnover, quick profits and real 
friends. 

Send today for miniature sample 
box with descriptive literature and 
quotations. 





BROWN s 
SUPERCEDAR 


CLOSET LINING 


Geo. C. Brown & Co. 
MEMPHIS, TENN. 


World’s Largest Manufacturers 
of Tennessee Aromatic Red Cedar. 
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Is Just Whatthe Name Implies ALSO USE AND SELL— 


“*Parker’s’’ Calking Putty. ‘“‘Parker’s’’ Steel Sash Patty. 
“*Parker’s’”’ End Wood Sealer Keeps Out Moisture. 


Write for Prices and Information. 


IRA PARKER & SONS CO., Oshkosh, Wis. 
RS OS AL LTT 







WARREN AXE & TOOL CO. 


WARREN, PA. 


honors Panama Pacte GRAND PRIZE 
ee 


“international Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500Axes& Tools 
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The material printed below is taken from reports to the Lumber Division by 
foreign offices of the Department of Commerce and American consular offices 


Russian Lumber in Argentina 


WasHincton, D. C., Aug. 24.—A_ report 
from Assistant Commercial Attache James G. 
Burke at Buenos Aires to the lumber division 
of the Department of Commerce, advises that 
two recent arrivals of Russian lumber, one otf 
about 2,500,000 feet of Siberian pine, the other 
of about 4,000,000 feet of Baltic spruce and 
pine, brought total stocks of Russian lumber 
now on hand in Argentina to between 18,000,- 
000 and 20,000,000 feet. Under present condi- 
tions in Argentina there appears to be no one 
to pay the storage charges on the Russian 
lumber, which is reported by the local trade as 
taking up all available storage space. The local 
trade believes that unless some other action is 
taken by the Argentine Government these 
stocks may be sold at auction. 

It is not expected by the Argentine trade 
that Russian lumber will have any appreciable 
effect upon sales of pitch pine, although Doug- 
las fir may be somewhat affected, due, however, 
more to competition with low prices of pitch 
pine than with Russian lumber. Other West 
Coast lumber, particularly spruce and hemlock 
for box making, may be seriously affected, de- 
pending largely upon developments in connec- 
tion with the disposition of the present Rus- 
sian stocks. 





Belgian Wholesalers Replenishing 
Stocks 


American lumber continues to enjoy a good 
and steady demand on the Belgium market, 
states a report from Consul Walter S. Reinick 
at Antwerp made public by the Lumber Divi- 
sion of the Department of Commerce. Oak in 
particular has been in relatively good demand 
while arrivals of pitch pine and kiln dried saps 
have been more frequent than usual. On the 
other hand demand for Douglas fir slackened, 
due to rise in quotations. A full cargo of 
American lumber arrived in June, the first full 
cargo since 1914, and tends to indicate the 
growing success of American lumber in this 
market. The trade states that favorable prices 
have caused American lumber to regain its for- 
mer importance in this market. Practically all 
American lumber arriving at Antwerp is said 
to be sold on the docks upon arrival and is 
seldom warehoused. 

Belgium softwood importers have been cau- 
tious and have placed only a few new contracts. 
Contracts for Finnish and Swedish lumber have 
been appreciably reduced. The first shipments 


of Russian pine have arrived and are the fore- .~ 


runners of the approximately 150,000,000 feet 
of softwoods alloted to Belgium by Russia for 
1931. 

As wholesalers whose stocks have become 
depleted are now replenishing, the softwood 
market has shown signs of revival. Importers 
have been moderate in their quotations, prefer- 
ring to sell on the docks at a small profit rather 
than send the goods to warehouse. 

The use of plywood in Belgium is constantly 
increasing and fairly large shipments have ar- 
rived from Poland and Finland. 





Bremen Reports Reduced Imports 


A report from Consul W. A. Leonard at 
3remen, made public by the lumber division of 
the Department of Commerce, says that im- 
ports of American lumber into the Bremen dis- 
trict during the second quarter of this year have 
been generally considerably reduced compared 
to the first quarter. However, imports are re- 
ported as being still in excess of demand and 
prices have shown a declining tendency. Doug- 


las fir arrivals largely have been deliveries on 
former contracts. The demand for pitch pine 
has declined compared with the first quarter of 
the year. Douglas fir plywood manufactured 
in Germany is reported to be finding increased 
sale in the Bremen district. 

Demand for American walnut, hickory, ash 
and poplar is reported from dull to quiet. Small 
sales of walnut have been made at prices said 
to be unprofitable to the shipper. Demand for 
American oak lumber has suffered from the 
generally depressed conditions in the building 
industry and no interest has been manifested 
in oak logs. 


Limited Demand in England 

The British lumber market continues very 
limited with buyers unwilling to purchase ex- 
cept for immediate requirements, states a cable- 
gram from Acting Commercial Attache Donald 
Renshaw at London to the lumber division of 
the Department of Commerce. 

Douglas fir demand is limited and c. i. f, 
prices are showing a tendency to weaken. Pitch 
pine arrivals of sawn timber have been fairly 
heavy while lumber arrivals have been mod- 
erate, with c. i. f. quotations steady. 

With the hardwood market still depressed, 
American hardwood imports have been only 
moderate. Demand for hardwoods is extremely 
dull and only a small amount of new forward 
business has been arranged. Any tendency 
towards improvement of the general hardwood 
situation is hampered by the unsettled freight 
rate situation, which has demoralized the mar- 
ket. Hardwood prices have been weak. 

The plywood situation remains unchanged, 
with business transacted mostly in parcels from 
stocks on hand. Importers lack confidence, re- 
sulting in very restricted forward business. 
There is little inquiry for Douglas fir plywood, 
with available business subject to keen competi- 
tion. 





Philippine Production Decreases 

Trade Commissioner E. T. Hester at Manila, 
in a radiogram to the lumber division of the 
Department of Commerce, reports that exports 
of lumber from the Philippines during the first 
six months of this year amounted to about 
16,500,000 board feet, compared with 36,500,000 
feet for the same period of last year, a decline 
of 55 percent. During the same period, exports 
of logs were about 13,500,000 feet, compared 
with about 13,000,000 feet in 1930. Mills that 
cut over 90 percent of the total Philippine lum- 
ber production during May, produced 14,000,000 
feet compared with 18,000,000 in May, 1930, and 
11,000,000 in April this year. Mill inventories 
are being held about constant, May and April 
inventories totaling approximately 24,000,000 
feet. Inventories in April, 1930, were 48,500,- 
000 feet. 





ites WE Make Shooks 


In a report made public by the lumber divi- 
sion of the Department of Commerce, Consul 
F. Knabenshue at Jerusalem said that previous 
to the World War Palestine fruit growers im- 
ported rough lumber and employed carpenters 
to make the necessary fruit boxes for export 
purposes. Since that time, however, box shooks 
have been imported and the assembly was all 
that was necessary. Another change now is in 
sight, as fruit growers and exporters plan the 
domestic manufacture of shooks from imported 
lumber and by doing so give an impetus to 
domestic industry and labor. Practical results 
are said to have been had from the first venture. 
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Dad Stewart Settles Down The best man 


(As related to the writer by T. J. Stewart, 
the last place he settled), 


I was born among the white pines, up in Ottawa’s back yard, 
Where the river’s rather chilly and the rocks are rather hard, 

Yes, I rode a lot of river and I walked a lot of land 

Where a fellow’s rather lonesome without something in his hand, 
Either axe or pole or peavy, and I did a bit besides 

In a place that’s even wetter, running timber through the slides. 

In the old square timber shanties I come-all-ye’d with the rest, 
And I wasn’t worst among them, and, Lord knows, I wasn’t best. 


Well, I often used to wonder what they did with all the stuff, 

So I tried in at the sawmills, when we only made it rough, 

Then I went a little farther and, a carpenter by trade, 

Learned how houses fit together, how a chickencoop is made. 

| could even make a cupboard—yes, I|’d traveled quite a ways 

From the old square timber shanties and the old square timber days. 
Yes, I learned to make a mortise, and the way to live in town, 
Then, of course, I 


Learned my trade from stump to stairway. 
settled down. 


Up in Winnipeg I settled, then I settled in the States, 

Not in any one exactly, any special spots or dates, 

For I settled down in one place, then some other state I found; 
There were nearly fifty of them, but I nearly got around. 
There were folks who settled early, as they often used to boast, 
But I think-that 1 out-settled any man from coast to coast. 

Now l’ve had to give up settling, now I’ve got along in years— 
sut in forty-seven cities I'm one of the pioneers. 


We See b' the Papers 


In America only the unimportant is im- 
portant. 

Speaking of popular fiction, there is the fire- 
proof building. 

China is making swords of its idols, Europe 
idols of its swords. 

Remember this: When yield goes up, safety 
flies out of the window. 

We don’t recall who’s pitching, but no one 
seems to be catching Philadelphia. 

Matanzas now has street car motorwomen. 
This is so the men will move up in front. 

An Edwardsville girl prefers driving a truck 
to teaching school. You can say what you like 
to a truck. 

The Cuban revolution seems to have lasted 
about as long as_one that father and children 
try to start. 

A fire has been burning in a Tamaqua coal 
mine for ten years. This isn’t the coal. we've 
been getting. 

Just because we do a lot of talking about the 
depression, it doesn’t mean that we do very 
much thinking. 

We used to tell about the fellows we knew 
when they didn’t have a dollar, but now that’s 
about everybody. 

“The bulls continued to make hay today,” 
writes Fred Harvey. Evidently they don’t know 
the price of hay. 

It never seems to occur to a tax-eater that 
the way for a city to break even is to spend 
less, not get more. 

J. B. Priestley says that Hollywood is “ter- 
ribly respectable.” Yes, that sort of respecta- 
bility is pretty terrible. ~ 

The average price of an auto has dropped 
$53.98 since 1929. But that is nothing com- 
pared with what the average owner has dropped. 

A hundred Chicago movies were closed by a 
strike. Strange to say, the strike was by the 
movie people and not by the parents in the 
neighborhood. 

These southern governors have done so well 
shutting down our oil wells, they might see 
now what they can do about shutting up our 
politicians. 


of Ames, 


we can 
think of for president right 
now is Moses, and we 
don’t mean George H. but 
the original. 


Iowa, 


Now that conditions are 
so much better in Chicago, 
you don’t see so much 
about it in the papers. To 
a newspaper editor, good 
news is no news. 

Would you like to be 
fixed for life? Commit a 
murder in Michigan or 
Wisconsin. 


Speaking of capital pun- 
ishment, just observe what 
our corporations have been 
taking in that line. 


A number of kings may 
be out of a job, but we 
can’t see that Russia, Ger- 
many, China, France and 
the United States are do- 
ing so welk. 


suildings will not go up 

as long as lumber is the 
only thing that comes 
down. 
Goy. Brucker, of Michigan, says that local 
officers will be encouraged to wipe out blind 
pigs. As he has the power of removal, he 
might have said ordered. 

Evidently it isn’t only the blind pig that is 
blind. 

Gov. Brucker, by the way, since he took office 
has not pardoned a. convict or commuted a 
sentence. In Michigan they do not make house- 
hold pets of their criminals. 

Europe might well reverse Eugene Debs’ 
advice to throw away your hammer and buy 
a gun. 

There are more men carrying guns in the 
New York gangs than there are in the United 
States army. But, of course, the army has 
no influence with the police. 


The Government-operated inland waterways 
made money during the first six months of this 
year. Of course, they didn’t pay any taxes or 
charge anything for interest on investment, but 
little things like that don’t bother an official 
who wants to make a showing. 


The Little Jobs 


A little trade comes in each day, 
Though just from where it’s hard to say. 
The farmer’s cutting down expenses 

And building steps instead of fences, 

A bin or two instead of barns, 

With all of these depression yarns. 

Yet, though the business isn’t humming, 
A little business keeps on coming. 


The little jobs we used to get, 

Thank heaven, we are getting yet. 

It’s not so often now a dwelling, 

Yet sheds and shelving we keep selling. 
A bill for many thousand feet 

Would surely seem exceeding sweet, 
But all the same they keep on buying 
The little jobs, there’s no denying. 


And when this panic talk is through 
(It will be in a year or two) 

We may be wiser, may be willing 

To take the pence as well as shilling. 
While something else the profit brings 
In lumber and in other things, 

We'll know it is (a fact worth knowing) 
The little jobs that keep us going. 





MEADOW 
RIVER 
BRAND 


FLOORING— 


Red Oak Maple 
White Oak Birch 


FINISH AND TRIM— 


Chestnut Birch Ash ? 
Oak Poplar 


MOULDINGS— 


Oak Poplar Basswood 
Chestnut Birch 


STEPPING AND RISERS— 
Oak Birch 


BEVEL SIDING— 


Poplar 


Beech 









Kinds Flooring 


5 Kinds Trim 
ALL IN ONE CAR 


Here is a mixed car prop- 
osition that is growing in 
favor with retail lumber 
dealers who like to combine 
profits with utmost satisfac- 
tion to their customers. 


All Meadow River stock 
is produced from famous 
West Virginia Hardwoods— 
the Cream of the Appala- 
chians. Meadow River stock 
is unusually well manufac- 
tured. It is handled and 
loaded with utmost care. 
All in all, Meadow River 
products are superior prod- 
ucts. And quality consid- 
ered they are very favorably 
priced. Other dealers are 
making a good margin on 
our products and are ex- 
tremely well pleased with 
our quality and service. 


You will find it to your ad- 
vantage to get acquainted 
with Meadow River Brand. 
Let us quote you. 


THE MEADOW RIVER 
LUMBER CO. 


RAINELLE, WEST VIRGINIA 
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Yellow Pine 


The Aristocrat of Structural Woods 





—the best lumber 
and _ structural 
material to stim- 


ulate new orders 
and hold old cus- 
tomers. 


Wier Long Leaf 


Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 
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| INDUSTRIAL 
LUMBER COMPANY, Inc. 


ELIZABETH, LA. 
Manufacturers of 


CALCASIEU 
LONG LEAF YELLOW PINE 























“ The Supreme Structural Wood of the World” 
3 GOLDSBORO 


N. C. PINE "4 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 





Let us prove it on your next order. 


JOHNSON & WIMSATT 


WASHINGTON, D. C. 











Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 











LUMBERMAN 


Historic Swiss-American 
Cottage 


In Rockford, Ill., a small stream called Kent 
Creek wends its way from the northwest sec- 
tion of the town, across the “Main Street,” 
where it soon empties into the Rock River. 
This creek played quite an important part in the 


i a 


-_ * 





The old wooden, suspension bridge with Tinker’s 
Swiss cottage in the background 


early history of Rockford. Along its banks 
the first settlers built their cabins and here 
Germanius Kent erected the first sawmill. 
Later the cabins gave place to well built houses, 
which today are replaced by factories and the 
natural beauty of Kent Creek found in the 
pioneer days has largely disappeared. 

The factory age required railroads and the 
Illinois Central laid its tracks and built a depot 
near the prettiest section of Kent Creek. As 
the Illinois Central train stops today at this 
depot many a traveler glances at an old Swiss 
Cottage high up on the opposite bluff ‘of Kent 
Creek and doubtless is eager to learn the his- 
tory of this house. 

Honolulu, in the islands of Hawaii, called a 
young couple as missionaries in an early day, 
and in 1836 their son, Robert Tinker, was born 
there. Returning to America this couple was 
able to keep Robert in school until he was 14, 
when the boy was obliged to support himself. 
About 1856 Mr. Tinker came to Rockford 
where he entered the employ of Mr. Manny, the 
reaper manufacturer. The previous year this 
company had been sued by P. H. McCormick, 
of Chicago, for alleged infringement of patent. 
The Manny company employed as its lawyer 
Peter H. Watson, who had associated with 
him Abraham Lincoln and Edwin Stanton. 
They won the case and Abraham Lincoln, it is 
said, received $1,000 as fee, the largest fee he 
had had up to this time. 

Mr. Tinker remained with the Manny com- 




















200-year-old Episcopal church at Oakdale, L. I., made of wood and still 


in use 
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pany and later was taken in as a partner. A 
trip abroad with Bishop Vincent brought to 
his attention the beauty found in Swiss cot- 
tages, and upon his return to Rockford Mr, 
Tinker purchased a site of several acres on the 
rocky ledges of Kent Creek and plans were 
drawn for the erection of a Swiss cottage at a 
cost of $75,000. The lumber used in its erec- 
tion, black walnut, cedar etc., was all manu- 
factured in Rockford. Mr. Tinker, then a 
bachelor of 33, often had his friends remon- 
strate with him for choosing such a site and 
plan, but his reply always was, “I am, trying 
to build a cabin that shall give Rockford a 
name.” Shortly after the completion of the 
cottage Mr. Tinker was married and its twenty- 
three rooms were furnished with valuable rose- 
wood furniture. A barn was built on the same 
Swiss plans as the cottage and in 1871 a wooden 
suspension bridge was built from the cottage 
to the opposite bank of the creek. 

An old tree bent by the Indians to mark their 
trail can be seen in the yard today, but it is 
said that the Indians were afraid of the high 
suspension bridge and never used it. In the 
yard today are seen the cedar chairs and 





One of the cedar chairs, valued at $100, found 
in the yard 


benches which Mr. Tinker had made from cedar 
wood brought from Wisconsin. After sixty 
years of exposure to the weather they are still 
in use. Mr. Tinker died about five years ago 
but his widow still resides in the Swiss cottage. 


Old York State Wooden Church 


New York, Aug. 24.—St. John’s Episcopal 
Church, at Oakdale, L. I., is regarded by lum- 
bermen as one of the finest examples in the 
country of the durability and beauty of wood 
construction. The frame edifice is believed to 
be at least 200 years 
old and much of its 
original structure has 
never been replaced. It 
is one of the oldest 
churches in New York 
State. 

The miniature edifice, 
for it seats fewer than 
100 worshipers, is just 
now receiving recogni- 
tion, because it has been 
put in good repair and 
it is estimated that it 
will last another 200 
years, at least. The 
building is made entirely 
of wood and is a beauty 
spot in a_ section of 
Long Island that is dis- 
tinguished for its Colo- 
nial mansions. 

St. John’s Church is 
situated opposite 














Augu 


LaSal 
High 
dating 
and 1 
low € 

Re 
the ‘ 
War, 
yard. 


N 


Rec 
TI 
of si 
stan¢ 
from 
east 
Fire 
agen 
are 1 
Sl 
crop 
tree 
and 
the 
ern 
coas 
on C¢ 
ily, 
natu 
Y 
man 
are 
timl 
M 
and 
are 
issu 
ricu 
trib 
fort 
ingt 


ple 


cre 


tio 








1001 August 29, 1981 AMERICAN LUMBERMAN 
LaSalle Military Academy on the Montauk 

ht A Highway. In its tiny graveyard are markers 

" an dating back more than 200 years and the edifice 


M and its cemetery are both located on the Lud- 
re low estate. 


phe Rear Admiral Nicoll Ludlow, who served in 
: at the Civil War and in the Spanish-American 
prot War, was the last person interred in the grave- 


Mr. Dodge Says — 


=~ ‘‘Ghe WEATHERBEST Modernizing Sketch Service 


soi | | NOTES FROM WASHINGTON 





is the most helpful of anything we ever tried”’ 




















Trying 
rda 
f the Recommends Planting of Slash Pine This letter from Mr. Chas. E. Dodge, Pres., owe 
rose- The Forest Service recommends the planting Norfolk Lumber Co., Stoughton, Mass. is so _— 
same of slash pine and the protection of growing interesting and sincere we ask you to read it 
ooden stands as measures to insure a steady income —aill of it. 
ottage from non-agricultural lands along the south- 
east coast from South Carolina to Louisiana. “I want to say that the Modernizing Game has 

their Fire must be kept out and efficient forest man- been a lifesaver for us the last two years, and 

it is agement is essential if satisfactory net returns can honestly say it was your Company who 

high are to be obtained. started us on the road to this kind of work. 
n the Slash pine, it is pointed out, is the great dual- As far as the sketch work is concerned, we 

and crop tree of the southern coastal plain. This have followed your line and surely have found perm, 


| 
| 





tree produces the heaviest crops of naval stores 
and also yields valuable timber. Likewise, it is 
the quickest grower of the four leading south- 
ern pines. A native of the wetter lands of the 
coastal plain, it has a tendency to spread widely 
on cut-over lands and old fields. Seeding heav- 
ily, it is one of the easiest trees to propagate 
naturally. 

Young trees of this species are grown in 
many southern State forestry departments and 
are available for planting by farmers and other 
timberland owners. 

Methods of handling slash pine at a profit 
and other information of value to the grower 
are included in Farmers’ Bulletin 1256-F, just 
issued by the United States Department of Ag- 
riculture, copies of which are available for dis- 
tribution on request, through the Office of In- 
formation, Department of Agriculture, Wash- 
ington, D. C. 5 





Private Construction in National 





it the most helpful of anything we ever tried, 
and we can honestly recommend it to anyone 
looking for something to help take up the 
slack during these dull times. 


“...1 believe modernizing is going to be one 
of the dealer’s best sources of future business 
regardless of what condition the new house 
building may be in. It is surely the best stab- 
ilizer of anything we have ever tried and has 
done more to keep the real estate market in 
healthier condition than all other schemes put 
together and rolled into one. 


“It is a much easier job to sell modernizing 







Sketch 


than — realize, and we get a real 
it when we can persuade someone 


kick out o 


to take an old house and fix it up to look like 
something modern.” 
For six years the WEATHERBEST Modernizing 
Sketch Service has been helping dealers sell 
modernizing jobs. The service is free and we 
invite all dealers to use it. Write for details 
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After Modernizing 


FREE Modernizing S. ketch 


Take a snapshot of an old house 
and let us render a Modernizing 
Sketch without obligation. Then, 
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found A good yolume of private construction as Mo ernizing jobs at a good pront. are easy the WEATHERBEST Way. 
well as the ambitious Federal public building 
or: . j mc] > ati « "ant. » - 
program continues in the national capital. Plans WEATHERBEST STAINED SHINGLE CO., Inc. 
cedar were announced last week by the Chesapeake & North T da. N.Y 
sixty Potomac Telephone Co. for the construction of ort onawanda, IN. I. 
e still a new exchange in the northwest section of Plants: North Tonawanda Cleveland—St. Paul Distributing Warehouses in Leading Cente - 
s ago W ashington to cost $1,800,000, work on which 
ttage. is to start immediately. Other building permits : 
applied for by private parties brought the 
week’s total to $2,467,800. The new branch 
telephone exchange is expected to provide space WEATHERBEST 
irc . ar Onn I - 
for telephone facilities in the area served for Stained Shingles Sold 
=< (alomalaee mererereds STAINED -SWINGLES 
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Retail Lumber Deolers 
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Sore Fish and Game Yield on National 
ed to Forests 
= A continuous yield of fish and game with re- 
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lenishment each seas ce the repe 
has ee a a by .' a e* ny gp mage - All land and water are capable of producing 283,107 cars. The total loadings during the 
d. It te Mig _the held, 1s the ideal of the Forest some species of fish or game or fowl or fur- week ended Aug. 15 show an increase of 7,956 
oldest Service for the woods and Streams in the na- bearing animals, or a combination of them, cars over the preceding week. 
York tional forests, according to Maj. R. Y. Stuart, beneficial to mankind. 
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a of the service. Maj. Stuart finds that the Stream surveys are now being made on the 
ota ~ ~ . > ° c = ° ~ ° 
Skee tal production of fish and wild life of the ational forests to determine the fish-carrying Patents Recently Issued 
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ane > r water is capable of producing. The name of inventor when ordering 
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We have brought the 
f RedwoodsofCalifornia 
to the doorstep of the 
Mississippi Valley. 


Redwood is an enduring wood. 
Once sold — brings back the 
customer and keeps him inter- 
ested in lumber. We carry the 
complete line for building de- 
mands. 








UL SOUTHERN 
IND Yellow Pine 


BUY GRADE MARKED 
AND TRADE MARKED 
YARD AND SHED STOCK 
LATH AND SHINGLES 
We season lumber 


to the moisture 
content you re- 











IDAHO 
MINNESOTA 
WESTMONT 


White Pine 





LONG and SHORT LEAF 
ALSO | Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 











“The Heart Content’’ 


Have you delayed giving your wife this new book 
by “‘the lumberman poet’’? Let us send it to you 
—take it home to her—how it will cheer her up! 
$1.25 postpaid. 


Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Hardwood Demand Up 


Maple Heel in Good Demand 


Boston, Mass., Aug. 25.—Hardwood dis- 
tributers here report a fairly good demand for 
maple heel stock and expect this pleasing de- 
velopment to continue for at least three or four 
weeks. There is a fair call also from manu- 
facturers of schoolroom furniture. Automotive 
business is disappointing, but some merchants 
specializing in this trade think early improve- 
ment is near. There is some foreign inquiry 
but no great expansion in actual business is 
expected until well along in September. Prices 
remain unsatisfactory and there is no appre- 
ciable change in the general spread of quota- 
tions. Red oak looks firmer, however, and 
wholesalers are advised that the supply in 
first hands has been much reduced of late. 
Few retailers are showing interest in flooring 
and they are very cautious. Actual business 
is reported within the following range: plain 
white oak flooring, clear, $67@$73.50; select, 
$50@$54; No. 1 common, $35@$37.50; maple, 
clear, $62.50@$63.50; birch, clear, $55@$60. 

The Ames Shovel & Tool Co., of North 
Easton, Mass., an important consumer of hard- 
woods, has been included in a $3,500,000 merger 
of several other similar companies to be known 
as the Ames, Baldwin, Wyoming Shovel Co. 
Richard Harte, of Boston, is president of the 
new corporation. Other Boston men all identi- 
fied with the Ames organization and now 
officers of the combine are L. J. Reay, treas- 
urer; N. T. Jacobs, sales manager, and Hobart 
Ames, director. The executive offices for the 
present will be in North Easton and sales 
offices will be maintained in New York, Chi- 
cago and Pittsburgh. 
that probably some types of shovels made by 
the other companies will be added to the 
manufacturing activities of the Massachusetts 
plant. 


Production at 25 Percent of Normal 

MeMPHIS, TENN., Aug. 25.—Very few 
changes have been noted in the southern hard- 
wood market during the last few weeks. Pro- 
duction continues about 25 percent of normal, 
while orders and shipments are running about 
40 percent of normal. Practically the only 
change expected is that production will probably 
drop to near 20 percent of normal before many 
weeks. Mills are down throughout the entire 
territory and practically no one is planning on 
resuming operations at this time, and those 
running part time are giving serious considera- 
tion to further reduction in production because 
of the extremely low prices that are being of- 
fered for hardwoods. 

Demand continues to be spotted. Some con- 
sumers are in the market today, and then an- 
other group comes in the next few days, and 
it is hard to say just what group is leading in 
consumption at this time. There has been, how- 
ever, a noticeable increase in the volume of 
orders being received from the manufacturers 
of boxes and crates. This consuming group ap- 
pears to be busy and is constantly in the mar- 
ket, some of the orders being of fairly good 
size. Automobile buyers are in and out of 
the market, seeking bargains. Furniture, sash 
and door, interior trim manufacturers, and 
other consuming groups also are in and out of 
the market with no indication of a heavy de- 
mand from any of them. Flooring manufactur- 
ers are buying when they find flooring oak at 
cheap prices and then again they remain out of 
the market for days and weeks. Demand from 
overseas has been rather spotted. While but few 
offers are being made, it is thought that Sep- 
tember will see a resumption in buying by 
English importers as well as those on the Con- 
tinent. 


President Harte states: 


J. W. Welsh, president of the Lumbermen’s 
Golf Association of Memphis, announces that 
the annual tournament will be held on Friday, 
Oct. 2, over the course of the Colonial Country 
Club of Memphis. K. L. Emmons has charge 
of the arrangements for the tournament. 

A special meeting of the Lumbermen’s Club 
of Memphis was held last Thursday for the 
purpose of hearing a resumé of the proposed 
change in grading rules, which will be voted 
upon at the annual meeting of the National 
Hardwood Lumber Association to be held Sept. 
17 and 18 in Chicago. The discussion was led 
by George C. Eheman, chairman of the rules 
committee. He was aided by Oliver Krebs, 
another member of the committee. The meeting 
was presided over by A. L. DeMontcourt, presi- 
dent of the club. No action was taken. Mem- 
bers and guests simply listened to the explana- 
tion and asked many questions. 


Business Moving in Oak 


LouisvitLe, Ky., Aug. 24.—Oak appears to 
be the best bet at present with the trade. In- 
quiries and orders are more numerous, prices 
a shade firmer in common red and white, plain 
oak, which are easily a dollar a_ thousand 
stronger, while flooring oak is also about a 
dollar stronger on recently accepted orders. 
Production of oak has been very light and 
holdings are becoming more valuable daily, it is 
said. d 

Some good business has been reported re- 
cently in 5/- and 6/4 white oak (plain) moving 
to wholesalers and for export, final consumer 
not being known. There has also been some 
very fair inch business in such items, while 
some better demand is reported in inch com- 
mon plain red gum, inch FAS, and No. 1 
C&better cottonwood. Inquiries are reported 
for such items as well as for inch common and 
better and No. 2 and better maple. Red gum 
and oak are the items showing the most 
promise. Sap gum is fair. Poplar, ash, syca- 
more, beech, willow and cypress are showing 
little or nothing. Thick elm and magnolia are 
dull, but some inquiries have been out for inch 
magnolia in No. 1 and 2 common. 

Furniture buying is reported as continuing on 
a fair basis, resulting in better plywood and 
veneer demand, although there are not many 
orders in hand for anything over any lengthy 
period of time. 

Production remains very light and with no 
immediate indication of enlargement. 

Prices of inch stock f. o. b. Louisville are: 
Poplar, FAS, southern, $70; Appalachian, $80; 
saps and selects, southern, $45; Appalachian, 
$50@52; No. 1 southern, $29@33; Appalachian, 
$42; No. 2-A, southern, $25; Appalachian, 
$307032: No. 2-B, $19@21. Walnut, FAS, 
$195@197; selects, $125; No. 1, $65; No. 2, 
$30. Sap gum, FAS, $35; common, $23@25; 
quartered, FAS, $48@50; common, $32(@34. 
Red gum, plain, FAS, $72@75; common, $37. 
Ash, FAS, $65; common, $37. Cottonwood, 
FAS $34@37; common, $26. Southern plain 
red oak, FAS, $55; common, $37; plain, white, 
southern, FAS, $70@75; common, $39; Ap- 
palachian plain red oak, FAS, $65; common, 
$42; Appalachian plain white oak, FAS, $80; 
common, $45; Appalachian quartered white, 
FAS, $125; common, $65@70; southern quar- 
tered white oak, FAS, $110; common, $62@65, 
southern quartered red oak, FAS, $85; com- 
mon, $52.50; sound wormy oak, $25. 

The best order of the week was reported by 
L. B. Olsted, of the Mengel Co., involving 
1,125,000 feet of flooring oak, which was sold 
at a price somewhat larger than obtained for 
the last order of size handled by the company 
on this particular item. Mr. Olmsted also re- 


For Current Market Prices on Hardwoods See Pages 56 and 57 
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ported a number of cars of 5/- and 6/4 com- 
mon plain white oak moved, and inquiries bet- 
ter in maple, cottonwod, red gum, and mag- 
nolia. 

P. P. Joyes, treasurer of W. P. Brown & 
Sons Lumber Co., reported that the company 
had its hardwood production down to around 
990,000 to 300,000 feet a month, or just such 
logs as it has to cut. 

Bush Brothers & Co., hardwood specialty 
manufacturers, featuring golf club shafts and 
wood heads, have a new department, produc- 
ing canes, chiefly from hickory, using the same 
size squares as golf clubs, which are bent and 
finished at the plant, the cheaper canes having 
metal ferrules, and the better ones bone, or 
vegetable ivory. 


Price Confusion in Appalachians 


CINCINNATI, Onto, Aug. 24.—Misapprehen- 
sion as to the basis of quotations of best grades 
of Appalachian hardwood lumber is said to be 
responsible for under-valuing staple woods and 
creating a more or less demoralized condition 
among dealers. The responsible dealers repre- 
senting the larger mills of the territory and 
handling only band-sawn lumber in tip top 
condition assert that a great deal of so-called 
first grade lumber is being offered by the 
smaller mills which is not up to the mark. 
This lumber is being offered at prices ranging 
from $10 to $15 under the market, and the 
situation is causing much confusion among cus- 
tomers who are not enlightened as to what is 
being offered. 

These conditions are said to apply to 4/4 
Appalachian white and red oak, plain FAS 
which it is said have been specially subject to 
price jockeying in recent weeks. Some south- 
ern oak has also suffered but not so much. 
Wholesalers say that both white and red plain 
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oak FAS 4/4 are not plentiful and should be 
quoted up instead of down. In certain mills 
dry stocks of red oak have been oversold and 
are scarce. 

This confused condition is said to be respon- 
sible for an extraordinary spread in bids on 4/4 
oak when. there was a difference of $34.50 
among ten bidders on the same public job. 
Dealers say the sooner this condition is reme- 
died the better, since it is causing trouble be- 
tween sellers and buyers and producing hesi- 
tance on the part of uninformed buyers. 

Spot market conditions here this week are 
very dull with virtually no inquiry for imme- 
diate shipment which is satisfactory as to 
prices. Inquiries are being received but they 
are hard to turn into orders largely because of 
confusion of price ideas. Wholesalers say this 
may be expected in August and look for better 
things next week, both in price and demand. 
Softwoods also are dull with little inquiry, and 
only an occasional inquiry for Pacific coast 
woods. Stocks are low all round. 

The Hoo-Hoo concatenation and lumbermen’s 
rally originally announced for Aug. 29 at Bass 
Island has been postponed until Sept. 5. An 
attendance of about 500 lumbermen and _ their 
wives is expected. Some 50 kittens will have 
their eyes opened in the concatenation. 

Charles W. Tunis, manager of the dimen- 
sion department of the Thompson Hardwood 
Lumber Co., left last week for Michigan to 
visit wood using industries. 

Perry V. Shoe, president of the P. V. Shoe 
Walnut Co. (Inc.), has returned from a trip 
through the Grand Rapids furniture district. 
He reported a fair run of orders for walnut 
lumber. 

O. H. Babcock, vice president of the Bab- 
cock Lumber Co., of Pittsburgh, was in the 
city several days last week. 
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WHITE RIVER 
LUMBER COMPANY 


For Mixed Cars of 


YARD and SHED STOCK 


Including Bevel Siding, 
Mouldings, Lath, 
Shingles 


ENUMCLAW, WASHINGTON 








House Doors, 1-2 or 5 panel, 

Casement or French Doors, 

Garage Doors, 

Turned Columns & Newels, 

Square Built-Up Columns, 

Gutter, Pickets, 

Square or Turned Balus- 
ters, Porch Rail, 

Mouldings, Battens, Lattice, 

K. D. Window, Door and 
Cellar Frames. 


John D. Collins Lumber Co. 


White Bidg., Seattle, Wash. 


WE 
SHIP 


the following 
either in straight 

or mixed cars, 
with yard stock: 











DAVENPORT 
HOTEL 


Spokane, 
Washington 


Complete hotel and j 
dining service. In- } 
formal. 600 S wake 
rooms, outside. 
Fireproof. 
Rates and 
prices are most 


moderate. 


LOUIS M. DAVENPORT, President 


Rendezvous of 
Lumbermen of 
the Northwest. 
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TOTE-ROAD a T IL 
4 AND TRAIL By DOUGLAS MALLOCH 
Sey “T ote-road and Trail,” 
A f is the most important and 
’ entertaining that has 


come from his pen. It 
represents the ripe gen- 
ius of nearly forty years’ 
association, as boy and 
man, with the lumber 
business. 

No book of verse will 
afford a lumberman or 
logger greater joy, or 
serve as a more welcome 
gift to his friend. 


AMERICAN 
LUMBERMAN 


431 South Dearborn Sw 
CHICAGO, ILL. 


DOUCLAS MALLUCH 











Bound in Cloth, 
Gold stamped with 
gilt top. 
Illustrations in 
full color, from oil 
paintings by 
Oliver Kemp. 


Postpaid, 
9 $1.50 
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CI CALIFORNIA Coo 











Sugar Pine 
California Soft Pine 
Arizona Soft Pine 

White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 




















Feather River Lumber Co. 
Delleker, Plumas Co., Calif. 


Manufacturers of 


Feather River Canyon 

Soft California 
’ Pine 

White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 























A New Book 


~~ Seer 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction, 


Every effort has been exerted to make 
this little book measure up to YOUR 
IDBAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada. 


While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “Building-Costs” 
expert in your community. Bound in 
semi-flexible red leather. 128 pages, 
2%”"x5%”, vest pocket size. 


$3.00 Postpaid 


AMERICAN LUMBERMAN 
431 So. Dearborn St. | CHICAGO, ILL 
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News Notes from Anmler 


Seattle, Wash. 


Aug. 22.—The duliness of late summer con- 
tinues though evidences of better activity can 
be found. A prominent rail shipper declared: 
“There is a little more business coming in and 
the nice thing about it is that it is coming 
from all territories. There is very little 
change in prices.” Logging, manufacturing, 
and selling all are perhaps closer together in 
the matter of keeping within one to 3 percent 
of each other than has been the case for some 
time. Although a great deal of truck logging 
is going on it is believed that a reduction of 
logging stocks will be shown in the next in- 
ventory which will be comparable to the low 
volume of manufacturing. Manufacturers 
show an increasing tendency to hold to pres- 
ent prices and there is every reason to believe 
that the tobogganing of prices has at last 
reached bottom. 

Some intercoastal September space is avail- 
able. The carriers have announced an $11 
rate for October but the comparatively low 
volume of lumber being booked gives rise to 
the opinion frequently expressed here that this 
rate may not be held. 

Cc. Cc. Bronson. of the C. C. Bronson Lum- 
ber Co., local wholesaler, has just returned 
from a two weeks’ visit to Eugene, Ore., 
where his son Bob operates the Trio Lumber 
Co., a lumber buying concern. The elder Bron- 
son reports more inquiries coming into Eu- 
gene, mostly for heavy timbers and planks. 

George Maxwell, who left Seattle some nine- 
teen years ago and who now operates a yard 
in southern California, was a visitor to Seat- 
tle during the week. He, at one time, was 
manager of the Canal Lumber Co. here. 

E. A. Tindolph, of the Tindolph Co., and 
W. S. Keith, of the Keith Lime & Specialty 
Co., have taken offices at 520 Denny Way, re- 
moving to larger quarters from 2301 Fifth 
Avenue. Mr. Tindolph represents Yale & 
Towne. the Standard Conveying Co. and the 
Yarnell-Waring Co. 


Spokane, Wash. 


Aug. 22.—The construction and industry 
committee of the Spokane Chamber of Com- 
merce for many months has had as one of its 
principal objectives the integration of senti- 
ment in favor of changes in the administra- 
tive and operating policies of the supervising 
architect’s office, of the Government, to the 
end that local architects may be employed to 
design and supervise, and local contractors 
to build and construct, all governmental 
buildings planned for the Northwest. and that 
western materials may be specified for western 
projects. Believing that a conference of those 
interested in this matter was necessary in or- 
der to establish a proper basis for co-opera- 
tive action, this committee contacted Cham- 
bers of Commerce in the principal cities of 
the Northwest and business and trade organ- 
izations. The proposal was so well received 
that a meeting was decided upon and the date 
thereof set for Sept. 12. It would appear that 
this meeting will be largely attended and this 
committee is encouraged to believe that out 
of it will grow a plan of action which will 
accomplish the desired results. 

The annual Lumbermen's picnic under the 
auspices of the 4L will be held this year, Sept. 
7, at the municipal park of Coeur d'Alene, 
Idaho. Managements and employees of the 
Winton. Blackwell and MeGoldrick Lumber 
companies and the Coeur d’Alene unit of Pot- 
latch Forests (Inc.), will participate. W. F. 
Secaur, of the Blackwell Lumber Co., has been 
retained from last year’s committee to man- 
age the affair. 

Maj. Evan W. Kelly of Missoula, Mont., 
regional forester for district No. 1, which in- 
cludes the Spokane area, on August 18 was 
guest of the timber products bureau of the 
Spokane Chamber of Commerce, which met at 
luncheon. Major Kelly spoke on how to get 


fire prevention methods before the people and 
how best to secure their co-operation. 

The Schmitten Lumber Co.’s plant at Cash- 
mere, Wash., is now occupied with turning out 


approximately 1,500,000 apple boxes for this 
year’s fruit crop. Sixty men are employed 
at the plant and fifty are felling timber in 
the Mission Creek district and trucking it to 
Cashmere. Despite the number of growers 
who have been ordering their boxes from 
Spokane. officials express satisfaction with 
the way the majority are responding to the 
“buy at home” slogan. 

Improvement is seen in employment con- 
ditions in western Montana with the opening 
in a modest way of the logging camps of the 
Anaconda Copper Mining Co. in the Blackfoot 
Valley, closed since March. With the re- 
sumption of logging activities 150 men have 
been re-employed and the Montana Logging 
Co., operating near Plains, Mont., which is 
resuming its work in the woods, will be 
going for several months. Officials of the 
Anaconda Copper Mining lumber department 
are in hopes that in the resumption of activi- 
ties in a small way conditions will be more 
permanent, 


Tacoma, Wash. 


Aug. 22.—No business of importance was 
transacted at yesterday's meeting of the Ta- 
coma Lumbermen’s Club. Most of the session 
was occupied by discussion of conditions in 
the Atlantic coast market. Maj. Everett G. 
Griggs requested the local manufacturers to 
reply to a ‘questionnaire sent out by Col. W. 
B. Greeley from which a survey of operating 
conditions on the Pacific coast will be pre- 
pared, Paul Johns suggested that the club 
visit the new Sunrise Park in the Rainier Na- 
tional Park, making the trip instead of hold- 
ing a regular meeting. The idea met with 
approval and plans will be formulated and 
discussed at next week’s meeting. 

An appeal by a large group of waterfront 
property owners from the decision of the 
county board of equalization which refused 
to reduce valuations placed on their holdings 
has been made to the State tax commission 
which will hold a hearing on the matter next 
month. The lumber mills which have joined 
in the appeal include the Northwestern Wood- 
enware Co., Henry Mill & Timber Co., Dick- 
man Lumber Co., Leybold Smith Shingle Co., 
Puget Sound Lumber Co., Western Fir Lum- 
ber Co., Gange Lumber Co., Defiance Lumber 
Co., and North End Lumber Co. 

More than doubling the record for any pre- 
vious seven days period during 1931 a total of 
2,400 tons of wood pulp was loaded over Ta- 
coma docks this week. Practically all of it 
goes to the Atlantic coast. The best previous 
week for pulp shipments this year was in 
January when ships took 1,000 tons. 

Prompt action by the city fire department 
saved the City Lumber Co.’s plant from de- 
struction last Tuesday night when a fire 
started in a pile of lumber. The blaze was 
spectacular but was extinguished before it 
spread to the adjoining mill buildings. The 
loss was estimated at $500. 

The Simpson Logging Co. will resume opera- 
tions Sept. 1 at its Camp No. 3 on Vance creek 
near Shelton. The camp shut down the last 
week in June and since then two other camps 
were closed. The No. 3 camp is the largest 
operated by the company and will give employ- 
ment to 150 men. 

All attempts at arbitration having failed, 
the log rate dispute between the railroads 
and the logging operators was carried into 
the Federal courts here this week when Judge 
Jeremiah Neterer refused the railroads a re- 
straining order against the State department 
of public works and the Log Shippers’ Asso- 
ciation and set Sept. 22 as the date for 4 
hearing to be held on the application for an 
interlocutory injunction, This hearing will 
be held before three Federal judges and means 
the case will probably be brought before the 
United States Supreme Court for final de- 
cision. 

Both the shippers and the railroads oppose 
the State’s new rate plan, the former claim- 
ing it would paralyze the movement of logs 
and the latter asserting the additional rev- 
enue granted is not sufficient to make the haul- 





ing 
the 
the 
cent 
stan 
M 
Mrs 
are 
the 
Grig 
tend 


Al 
3,00: 
Ant 
gin 
Abo 
The 
this 
seco 
Belg 

O1 
cont 
for 
for 
crea 

Li 
is bh 
acct 
all 


and 


men 
leve 
hav: 
is | 
fact 
to t 

Si 
bein 
of 1 
dem 
the 
easi 


ing 


A 
dur 
of ¢ 
rece 
the 
yea 
ing 
bee 
Aus 
Mil 
pec 
exis 

T 
son 
der 
son 
dul 
Son 
mu 
ers 
lim 


A 
hay 
sid 
tim 
pas 
bot 
ma 
me 
for 
nor 
of 
tak 
Sor 
gu: 

I 
mo 
bu; 








|, 198 


August 29, 1931 


AMERICAN LUMBERMAN 


mlericas Lumber Centers 


r this 
ployed 
ber in 

it to 
rowers 

from 

with 
to the 
t con- 
ening 
of the 
ckfoot 
1e@ re- 
| have 
eging 
ich is 
ill be 
f the 
‘tment 
uc tivi- 
more 
e was 
ne Ta- 
session 
ons in 
‘ett G. 
ers to 
‘ol. W. 
rating 
e pre- 
e club 
er Na- 
F hold- 
t with 
d and 
-rfront 
of the 
‘efused 


»Ildings 
nission 
‘r next 
joined 
Wood- 
Dick- 
‘le Co., 
Lum- 
szumber 


ly pre- 
otal of 
er Ta- 
1 of it 
revious 
was in 


rtment 
om de- 
a fire 
ze was 
fore it 

The 


opera- 
e creek 
he last 
camps 
largest 
»mploy- 


failed, 
Lilroads 
2d into 
1 Judge 
BS a re- 
irtment 
’ Asso- 
for a 
for an 
ig will 
| means 
ore the 
nal de- 


oppose 
celaim- 
of logs 
al rev- 
1e haul- 








ing of logs profitable. The State plan gives 
the roads a rate increase of 8.6 percent while 
the roads demand a minimum raise of 10 per- 
cent. The shippers say the industry can not 
stand any increase over the present rates. 

Mrs. Corydon Wagner, Mrs. Minot Davis, 
Mrs. J. J. Dempsey and Mrs. E. G. Griggs, IT. 
are all in Spokane this week taking part in 
the Washington State golf championship. Mrs. 
Griggs is considered one of the principal con- 
tenders for the title. 


Portland, Ore. 


Aug. 22.—Shipment in parcel lots of about 
3,000,000 feet of fir lumber from Portland to 
Antwerp for the Belgian government will be- 
gin in September, it was learned here today. 
About a million feet will form each shipment. 
The lumber will go on liners plying between 
this coast and European ports. This is the 
second order of this size placed here by the 
Belgian government this year. 

Outside of this business, lumber exports 
continue quiet. As a result of strong demand 
for space lumber rates to the Atlantic coast 
for October are quoted at $11, a 50-cent in- 
crease over the September rate. 

Lumber production continues low and little 
is being done in the logging camps to avoid 
accumulating a large surplus of logs. About 
all camps showing activity are those owned 
and operated by mills. Loggers are not in- 
clined to sacrifice their stand at present prices. 

The spruce market is much the same as the 
fir market, awaiting return of a normal move- 
ment. In the meantime prices are down to a 
level that should prove inviting to anyone 
having use for material. Spruce output, too, 
is being held down to the minimum, manu- 
facturers waiting for a turn that will be 
to their benefit. 

Some little revival in the building line is 
being experienced here, more on the strength 
of low material prices than because of actual 
demand for dwellings or other structures. In 
the country, especially where labor, too, is 
easily available, dwellings and barns are be- 
ing remodeled and repaired, 


Macon, Ga. 


Aug, 24.—Scattering orders have come in 
during the last fortnight to the longleaf mills 
of southern Georgia, according to information 
received here, but the volume is far below 
the usual low mark set in August of each 
year. The trade feels, however, there is go- 
ing to be a fairly good fall and winter season. 

Roofer manufacturers say that there hasn’t 
been much change in the situation during 
August, always a dull month in the trade. 
Mills are still closed down in most plaées, es- 
pecially where the owners refuse to sell at 
existing prices. 

The hardwood situation is “spotted.” In 
some sections manufacturers report that or- 
ders have been coming in better than for 
some time; in other sections business is so 
dull that mills have been forced to shut down. 
Some mixed carlot shipments are being made, 
much of it to the East, and the furniture buy- 
ers are placing orders here and there, on a 
limited scale. 





. ° . 

Minneapolis, Minn. 
Aug. 26.—Rains which have helped corn 
have benefitted some areas in this region con- 
Siderably, and as a result there is more op- 
timism in such sections than for some time 
past. This brighter outlook is reflected in 
both northern white cedar and northern pine 
Markets, although more noticeable in the for- 
mer, 
for fencing purposes. A fair business in 
northern White cedar poles is reported, some 
of the larger telephone 
taken advantage of a 
Some 


companies having 
recent cut in prices. 
being purchased for 
although the supply is limited. 

Northern pine for the most part is still 
Moving in mixed car lots to retailers, with 
buying brisker just recently than for some 


large 
suardrails, 


posts are 


More small posts are being disposed of 


time past. Some stock is now going to box 
and crating interests, but the industrial de- 
mand generally is low. Prices are firm, with 
no indication of a drop from the levels estab- 
lished about two months ago. Fall business 
in the northern pine lines in this section is 
certain to be “spotty,” with the volume de- 
pending largely upon crop and agricultural 
price developments. 

Optimism inspired by the late rains is also 
reflected in improved sash and door trade. 
Mill men are appealing for business on the 
basis of low material prices, and such argu- 
ments are having considerable effect in the 
rural sections enjoying a good crop year. 
Building in Minneapolis and St. Paul is said 
to ke nearly normal, while that in Duluth is 
lagging somewhat behind. Considerable ma- 
terial is going into modernizing projects, in- 
fluenced by the “model demonstrations” still 
being worked out on a number of old houses 
in the Twin Cities. 

J. A. Coreoran has opened a pulp camp near 
Spooner, Wis., and is employing 150 men. 
There are about ten 40-acre plots to be, cut 
and it is estimated that the work will require 
several months. 


Kansas City, Mo. 


Aug. 24.—Lumber trade fails to show much 
improvement as the fall months approach. The 
only encouraging sign is improved inquiry 
from retailers. Building trade demand is hold- 
ing up fairly well in the East and Southeast 
and yards in these two districts are consis- 
tent purchasers, but retailers elsewhere seem 
to find badly mixed cars sufficient for all re- 
quirements, judging from their orders. In- 
quiry seems to indicate that buyers have lit- 
tle faith in present prices, except in scattered 
items that have shown strength during the 
past month principally because of curtailed 
production, and they are not willing to buy 
unless convinced they are getting in at the 
market’s lowest. 

Industrial bookings were in about the same 
volume as they were the previous week. Mo- 
tor car manufacturers are quite active and 
booking as much as three months ahead in 
some instances, as they expect production to 
be much heavier during the fall months. 
Flooring plants have experienced a decided 
expansion in sales and have booked fair 
amounts of supplies. Modest sized lots have 
been moved during the last week to furniture 
and radio manufacturers due to increased de- 
mand for their products at lower retail prices. 
Railroad buying, on the whole, is of very lit- 
tle consequence, consisting mostly of occa- 
sional carlots for immediate shipment. 


Birmingham, Ala. 


Aug. 24.—Though the market shows some 
sign of improvement, business continues to 
be spotted. Buying is limited to immediate 
needs in the larger centers, with the rural 
communities and small towns steadily in- 
creasing their consumption of lumber. Con- 
tractors have deserted the larger communities 
for the outlying districts and are catering to 
the country trade almost exclusively. Bumper 
throughout the State indicate better 
business will be had from now on. Manufac- 
turers have indicated a willingness to further 
reduce production, with the hope that prices 
will reach a level above cost of production. 
Credit restrictions have been enforced more 
nearly 100 percent within the last sixty days. 
Cash less 2 percent after deduction for freight 
gains each week and finds more yards agree- 
ing to these terms. Price levels were low- 
ered this week with the advent of the mid- 
month stock sheet and price list. Several 
sharp reductions appear in the lower grades. 

The Kaul Lumber Co. will close its mill at 
Tuscaloosa within few days, but will continue 
the operation of the planing mill and _ ship- 
ping sheds. Several million feet of stock now 
in the sheds will enable this company to con- 
tinue filling orders without any delay. 

E. D. Stratton, general lumber agent, South- 
ern Railway system, Washington, D. C., in 


crops 


Birmingham this week, says the lumber busi- 
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GRISWOLD-GRIER LUMBER CO. 
Philomath, Oregon 


Carlton Manufacturing Co., Carlton, Ore. 
Pedee Lumber Co. - Pedee, Oregon 
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DURABLE DOUGLAS FIR 


Everything in Fir 
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This Policy Certifies the Hidden Value 
* «© of Your Property + + 








Your Contractors 
“Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 
futvre. Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Each Order 
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AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 
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ness seems to be brightening up and that on 
their lines the volume of business is nearing 
70 percent of normal, and that mill operators 
and brokers are all talking better times this 
fall. 


Shreveport, La. 


Aug. 24.—Dealers have little comment to 
make on the market. Except the last few 
days, it has been raining almost continuously 
for the last two weeks in this section, which 
has put the smaller mills almost out of the 
running. Wholesalers find it difficult to place 
mixed orders as many of the mills are short 
of an item or two and are making little ef- 
fort to even up their stocks. For that reason 
many orders offered are going back to the 
senders unplaced. The demand for 6-inch No. 
2 centermatched flooring has just about de- 
pleted the supply at all except the larger mills 
and the scarcity of this item is beginning to 
be felt. If the shortage of certain items 
grows it is believed that it will have a stimu- 
lating effect on prices. However, orders are 
searce. and the mills wanting to sell certain 
items can not find buyers for what they have. 
It is a very difficult situation—hard for buy- 
ers and sellers to get together, and prices 
have not improved to any extent whatever. 

Mills which cater to the trade in Texas and 
Oklahoma find that the closing down of the 
oil fields has slowed up demand somewhat, 
but the territory embraced is comparatively 
small. The greatest influence that tends to 
diminish the demand for lumber is that of 
the tremendous slump in the price of cotton. 
All of Texas and Oklahoma is cotton territory, 
and a large portion of demand for lumber 
from Louisiana mills comes from these two 
states. At present demand from that section 
has cut off so sharply, that the dealers say 
it is as though it were cut off with a sharp 
knife. Demand from the northern buying sec- 
tions is slow, and characteristic of the market 
in all sections catered to by local mills and 
wholesalers. 


Boston, Mass. 


Aug. 25.—A distinctly better feeling is de- 
veloping here among both retailers and whole- 
salers, a growing optimism more easily stated 
than explained. 

Building has picked up somewhat of late but 
is still below the reduced volume of last 
year, and the amount of lumber moving out 
of the yards for all purposes is disappoint- 
ingly light. The aggregate value of building 
permits applied for last month in the thirty- 
nine cities and sixteen larger towns of the 
State was $9,768,407, a startling increase of 
33.5 percent or $2,450,561 over the June agegere- 
gate of $7,317,846, but still 11.6 percent or 
$1,276,351 below the July, 1930, aggregate of 
$11,044,758. These figures do not include fed- 
eral and State construction. Analysis of last 
month’s building permit figures shows that 
more than half is non-residential construction 
which requires the minimum proportion of 
lumber, only 35.4 percent being residential 
and only 13.7 percent additions, alterations 
and repairs. 

An observer who recently completed a trip 
covering much of New England found indi- 
cations that this staid old region is staging 
one of the earliest and strongest comebacks 
from the depression to be found in the whole 
United States. New England plant managers 
have decided that if they just sit tight and 
wait for business to come back, it may not 
come, at least not to them, so they have put 
the traditional Yankee ingenuity to work. One 
factory is found modernizing its product or 
putting out something to meet a new demand, 
another combing over its, production methods 
with an eye to lower costs. New England is 
no longer taking markets for granted. It is 
fighting for them, and fighting in the intelli- 
gent way, which means scrapping the old tra- 
ditions and intensively studying individual 
customer needs. New England business lead- 
ers are determined to yield their place to no 
one, and if this observer reads the signs cor- 
rectly the lumber trade hereabouts will be- 
fore long be reaping the benefit. 

The Weyerhaeuser Sales Co. has added to 
its many activities by assigning a salesman 
to this territory to solicit retail yards for or- 
ders for direct mill shipment from the West 
Coast. 

Several local wholesalers speak of a little 
improvement in the demand for Douglas fir 
the last few days. Some business on the 
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Boston dock is reported at $12 off Page 1 
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: ry ; ¥ : : <4 
Atlantic Differential lists for scantling, 2.50 
off for other 2-inch and $13 off for 3-inch anq 


thicker. 

Only two schooner cargoes aggregating 246,-. 
506 super feet of eastern spruce arrived here 
from Nova Scotia last week, both for the 
Godfrey Lumber Company. 

Both the National Lumber Manufacturers’ 
Association and the National Association of 
Wooden Box Manufacturers have closed their 
New England offices. The general dullness of 
the lumber trade and lack of financial sup. 
port, are assigned as the reason. E. F. Melia 
recently resigned to go to New York, and ae. 
tivities were taken over by Miss Mildred 
Neese, who has now resigned and gone to 
Detroit, Mich., her former home, whence an 
announcement of her marriage is shortly ex. 


pected, 
Baltimore, Md. 


Aug. 24.—The ocean freight rate situation 
has been troubling exporters of hardwoods 
in recent weeks. One of the latest develop- 
ments was the effort of agents of a tramp 
steamer, the Tours, to get lumber shipments 
for London at 26 cents per 100 pounds. This 
was four cents under the rate established by 
the Gulf Freight Conference and the redue- 
tion not only caused a stir among the mem- 
bers of this organization, but even more in 
the United Kingdom, where buyers figured 
that such a cut would cause a corresponding 
reduction in the value of their stocks on 
which they had paid a higher rate. The 
Freight Conference got into action and 
promptly met the cut by announcing a 20 
cent rate, or six cents under that of the 
tramp steamer, good until Aug. 16, the stated 
sailing date of the Tours. Under protest of 
buyers in other centers in the United King- 
dom, such as Liverpool, Bristol and Man- 
chester, which sell in the same territory as 
London, the Conference met the situation by 
restoring the previously promulgated rate 
of 30 cents on heavy and 35 cents on light 
woods from all American ports to all ports 
in the United Kingdom, to remain in effect 
at least until the end of the current year. 
The rates to Rotterdam, Antwerp, Hamburg 
and Bremen have been marked up to from 
271% to 30 cents per 100 pounds, and that to 
Havre from 30 to 32% cents, also with the 
promise of stability for some time to come, 
so that buyers and shippers can make calcu- 
lations based upon a fixed rate, a state of 
affairs which, it is thought, will serve to 
stimulate the export trade. 

Charles Jacobi, of the Elk River Lumber 
Co. of Kentucky, stopped here Aug. 21 and 
called upon several wholesalers and ex- 
porters. Elmer Wilson, of the Intermountain 
Lumber Co., of Putney, Ky., visited Balti- 
more in the course of an eastern trip on 
Aug. 15 and paid his respects to the trade 
Charles Dalton, of the Dalton Lumber Co., 
of Norfolk, called upon some of the south- 
ern pine distributers in the city on Aug. 10. 


Buffalo, N. Y. 


Aug, 25.—An increase in inquiry for hard- 
woods is reported by a number of wholesalers 
and some gain in sales has taken place in the 
last week or two. Though prices are down to 
an unusually low level, there is no disposition 
to stock up and buying comes from concerns 
having seasonal orders on hand. It is felt 
that a further change for the better will come 
next month. 

A better demand for red cedar shingles has 
developed, owing to low retail stocks and an 
improvement in sales is noted due to prevail- 
ing low prices. tegarding this situation, 4 
wholesaler said: “Everybody has been selling 
out shingle stocks on hand. Good shingles aré 
now cheaper than patent roofing and the pub- 
lic is getting to know this. Most mills have 
not been making many shingles, but have 
concentrated on siding, for which they have 
not received many orders. Running only two 
or three days a week, they are unable to accu- 
mulate shingle stocks. Some mills say they 
cannot ship under sixty day. In some lines 
there is a surplus of orders, making it diffi- 
cult to get mixed shipments. Dealers. will 
have to look ahead further than they have 
been doing. Ocean freight space is scarce and 
this is a big reason for slow shipments 0 
Pacific Coast products. Retailers have been 


able to get very prompt shipments, and many 

do not realize that quick shipments and dras- 

tic price reductions cannot last forever.” 
The James Elgar Co.’s woodworking plant at 
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Hornell, N. Y., has started operations with 
qa full force of men, after running cn a cur- 
tailed schedule for some time. A large inte- 
rior trim contract has been received for the 
new Federal building in Brooklyn. 

Representatives of twenty-three local organ- 
izations, including the Buffalo Lumber Deal- 
ers’ Credit Corporation, of which C. W. Hurd is 
president, held a luncheon at the Hotel Stat- 
ler on Aug. 21 in the interest of the “Own 
a Home” campaign. The home ownership idea 
will be brought to the attention of the public 
through advertising during the next few 
weeks and efforts will culminate with the 
holding of the Better Homes and Building 
Exposition from Oct. 20 to 31 at the 
Broadway Auditorium. Dexter P. Rumsey, 
president of the Buffalo Real Estate Board, 
outlined the movement at the luncheon and 
proposed that a permanent association be 
formed, with a plan for a property owners’ 
division to be affiliated with the board. 

The Empire State Wholesale Lumber Sales- 
men’s Association will hold an outing at the 
Buffalo Canoe Club on Sept. 17, to which 
retail lumbermen of this section will be in- 
vited. Arrangements are in charge of L. J. 
Lewis, Herbert M. Hill and a committee. 

The R. T. Jones Lumber Co., North Tona- 
wanda, N. Y., is showing its confidence in fu- 
ture business conditions by carrying out ex- 
tensive plans to meet anticipated later re- 
quirements. It is building a large shed for 
the storage of dressed lumber and it has ar- 
ranged for the receipt of several million feet 
of fir from the Pacific Coast before the close 
of navigation on the State barge canal. Sup- 
plies of white pine also are being received by 
lake The steamer “Swift,” which recently 
discharged 750,000 feet of stock at the Jones 
dock, has gone up the lakes for a _ similar 


es New York, N. Y. 


Aug. 24.—Business is very quiet here, pre- 
sumably because of the season, as both the 
price and the volume of lumber being bought 
has not declined. Inquiry and price fluctu- 
ation both decreased. 

Nos. 1 and 2 white oak has had the most 
active market of any hardwood. The southern 
varieties are most in demand, but there are 
buyers for white oak from the Appalachian 
and northern mills. Furniture men say that 
there will be a revival of white oak furniture 
next winter. The next most wanted hardwoods 
are red gum, chestnut and birch. These are 
active in comparison with other hardwoods, 
but have not nearly the market of white oak. 

Considerable concern is shown here over the 
condition of England and Germany. While 
the fall of the labor government in England 
may be a good thing for the lumber business 
eventually, as it may result in the barring of 
Soviet goods on the same basis as practiced 
by the United States, it is believed that it 
will be six weeks or two months before any- 
one can determine the new credit standing of 
English companies. 

T. T. Seott, of Keenansville, Fla., Harry L. 
Demuth, of the Demuth-Germain Lumber Co., 
of Jacksonville, and J. EF. Elwood of Sumter, 
S. C., were among recent visitors to lumber 
yards here 


Jacksonville, Fla. 


Aug. 25.—Southern pine during the last 
week has shown no improvement over the pre- 
eding week or two and if anything is worse. 
Demand has fallen off considerably, particu- 
larly with the railroad trade. There seems to 
be nothing in sight from this source for the 
next month at least. A very limited number 
of pine mills are now operating in Florida and 
South Georgia, as a majority of the smaller 
mills have closed down indefinitely and a good 
many of the large mills have also closed re- 
cently. Those now in operation have curtailed 
heavily, many running only three days in the 
week, 

The larger sizes in dimension stocks that 
have held up rather well in both demand and 
price are now weakening. Demand in 12-inch 
has shown a marked decrease during the last 
ten days and prices have sagged. 12x12 tim- 
bers that have been bringing $34 delivered 
port can now be kought easily for $32. 10- 
inch timbers have held their own as far as 
demand is concerned, but a drop of at least 
a dollar in prices is now in effect. 2x6 and 
S-inch sizes are still very slow in demand and 
prices are unsteady, ranging from $15 to $18 
delivered port. Only occasional orders are be- 
ing placed with Florida mills for small sizes, 
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WE FURNIS// CANADIAN & WOR- 
THERN WHITE PINE OAM0 WHITE, 
PINE, CALIFORIVIA SUGAR PINE, CAL. 
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ALSO WHITE SPRUCE (Graded on White 

= Y, Pine Rules) 

Ss ~ DOUGLAS FIR & WESTERN 
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Here is a service which will interest you. Yes sir, 
genuine old time Michigan White Pine frames 
loaded right in the same car with practically any- 
thing you require in White Pine lumber including 
mouldings and finish. 



















This is the Bradley-Miller economy service, designed 
to help our customers keep their investments in 
stock at a minimum—at the same time to 
have sufficient of each item on hand to 
supply carpenters’ and contractors’ com- 
plete needs. 





Write today for complete information 
about the Bradley-Miller mixed car’ service, 
about Bradley-Miller time-tested frames 
and lumber items. Let Bradley-Miller 
service increase your profits. 
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most of the orders going to Georgia mills several yards and then come back to the low- 
that have rail and water rate advantages. est bidder and tell him his price is two or 
Shed stocks show no improvement, although three dollars high, and finally buy for four 
there are no drastic price reductions. Orders or five dollars below the advertised retail 
are not of sufficient volume to take care of lists. 

the smaller operators and the bigger mills Cypress dealers report business practically 
have large quantities of all items on hand, at a standstill, with no new business in sight 
ready for immediata shipment. Buyers are for the next thirty or sixty days. Cypress 


fully aware of this condition and are dictat- mills are curtailing production more each 
ing their own prices, considerably below cost week and some of the largest mills in this 
of production. section are planning to close down, at least 


Retail yard business has improved a little temporarily. It is said that 8/4 and 6/4 are 
in the larger communities. However, the about the only items that are really on a 
yards have reached the point where price is firm basis, as only a small quantity of these 
no object in quoting on jobs, and seem deter- two items have been manufactured for the 
mined to reduce their stocks regardless of last few months, and only limited quantities 
prices and in this way realize some much are in dry shipping condition. Twelve-quar- 
needed cash as all report that collections are ter, however, is very weak in demand, and 
very poor. Most retail sales are for cash and large stocks are on hand at all mills. Prices 
contractors are inclined to tell the yards just on this item are expected to show sharp re- 
what they will pay, emphasizing that the busi- ductions shortly. 
ness is a cash transaction and urging reduc- Conditions in hardwoods are very bad, and 


tions for this reason. Competition is keener wij}lis are holding large stocks. There has 
than for years, particularly in the southern 


part of the State. Contractors get prices from (Continued on Page 53) 
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A Real Sales Help For Lumbermen 
Try It For 60 Days FREE—No Obligation 


Hundreds of new buyers 
are listed in each new edi- 
tion of the Red Book and 
many others are announced 
“aby us TWICE a week as 
SS they start in 
business. Red 
Book credit rat- 
ings and reports 
are recognized by 
lumbermen as the 
most reliable. 
Ask for Pamph- 
let No. 49-S and 







rates, also the 
details of the 60 
day FREE Trial 
offer. 

Our Collection 
Department has 
had many years 
of experience collecting lum- 
ermen’s accounts and will 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, 111. 
East. Headquarters, 35 S. William St., New York City 





























Fix Your Credit Loss 
in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 
OF NEW YORK 
511 Locust St. 220Soe.State St. 537 Mer. Exch. Bldg, 

St. Louis, Me. i San 


°, Francisco, Cal. 
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GILBERT NELSON & CO. 


Public Accountants 
Il SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 











Richard Shipping Corp. **"""™ 


44 Beaver Street. NEW YORK  [o"r!sn Forwar- 


ders, Customs 
Brokers. We 


Ocean Freight Brokers [7re3"ce«s 
tend to collection 
and Contractors of invoices. 


Special department handling export lumber shipments 








Wire Rope for 
Logging 


By whatever method logging is 
done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 
work ever since logging has been 
done with mechanical equipment. 













Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
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Newsy Notes of Persons and Places 





Philip J. Toomer, of Houston, Miss., head of 
the Philip J. Toomer Lumber Co., was a visitor 
at Chicago lumber offices Wednesday. 


N. J. Braun, of Jefferson, Wis., head of the 
N. J. Braun Lumber Co. (Inc.), has been 
elected a member of the board of directors of 
the Jefferson County Bank. 


Arthur Jones, of San Francisco, Calif., audi- 
tor of the Hammond Lumber Co. (Inc.), is on 
a tour of the company’s eastern offices. For 
several days he has been at the Chicago office, 
at 601 West 138th Street. 


W. O. Tatum, of the Tatum Lumber Co., 
Hattiesburg, Miss., was calling on the lumber 
trade in Chicago Wednesday morning with 
Fred J. DeSale, of the Fraser-De Sale Lumber 
Co., local commission lumber firm. 


W. E. Peters, of the Fender Lumber & Box 
Co., Twisp, Wash., arrived in Chicago Monday 
to call on friends in the local lumber trade. 
He spent Tuesday in Detroit, Mich., but re- 
turned to Chicago Wednesday to complete his 
visit here. 

H. C. Berckes, of New Orleans, La., secre- 
tary-manager of the Southern Pine Association, 
stopped at the AMERICAN LUMBERMAN offices 
last Friday for a brief visit. He is in Chicago 
for a vacation, he said, and is greatly enjoying 
the beaches and other entertainment the city 
affords. 


H. M. Spain, of Portland, Ore., head of H. M. 
Spain & Co., timber cruisers, is taking his son, 
Dewitt, on an Oriental cruise. They were due 
to reach Yokohama last Friday aboard the 
American Mail liner President Cleveland, ex- 
pecting to leave the ship at Kobe, to visit sev- 
era! places of interest in Japan. From there 
the President Taft will take them to the Philip- 
pines, and later this same ship will bring them 
on the return voyage back to Seattle, Wash. 


J. F. Carter, of New Orleans, La., trade ex- 
tension manager of the Southern Pine Associa- 
tion, was back at his desk Monday after a 
month’s absence caused by an automobile acci- 
dent. It happened at Atmore, Ala.; Mr. Carter 
was just driving into town when he lost control 
of the car and went over an 18-foot embank- 
ment. In spite of general contusions and a 
seriously gashed right leg, Mr. Carter managed 
to get the car back to New Orleans, but he was 
confined to his home for a month. 





To Address Hardwood Association 


Dr. Julius Klein, assistant secretary of com- 
merce and widely known economist, will be 
one of the speakers at the annual convention of 
the National Hardwood Lumber Association, 
which is to be held at the Sherman Hotel in 
Chicago, Sept. 17-18, the AMERICAN LUMBER- 
MAN was informed Wednesday. Dr. Klein, in 
addition to his other accomplishments, is a 
“whirlwind” speaker, and is certain to bring a 
message of great value to the hardwood lumber 
industry. 

An unusually good attendance is expected, 
because of the intense interest in the proposed 
changes in the grading rules. For years the 
manufacturers, faced with the necessity of cut- 
ting trees smaller and less perfect than of old, 
have wanted to modify the grades to permit 
of a more profitable cutting, and now for the 
first time they have consumer support. When 
“Proposal C” was presented to the convention 
three years ago at Memphis the sentiment of 
the important consumers was strongly opposed 
to it, but recently L. S. Beale, secretary-treas- 








urer of the hardwood association, has received 
numerous letters from furniture groups, inform- 
ing him of their approval of the changes pro- 
posed this year. Although the furniture manu- 
facturers are associate members only, and have 
no vote at the business sessions, their influence 
of course is very strong. 


= 


When Lumber Sells Like This— 


Our readers had better make up their own 
comments on these incidents. Most of them 
will. A representative of the AMERICAN LuM- 
BERMAN dropped in at the office of Tom Moore, 
Chicago representative of the Pacific Lumber 
Agency, Wednesday afternoon and found this 
widely known lumberman in conversation with 
Frederick L. Brown, of the former Crandall & 
Brown Lumber Co. 

Mr. Moore, when the subject of business was 
raised, said, “Oh yes, there’s been some business. 
The Chicago & North Western’ Railroad 
bought about 1,200,000 feet of Douglas fir last 
week, for maintenance of way purposes. I got 
four of the cars myself, and my commission on 
the order amounted to about twelve dollars. 
The prices were $6 and 
$8 and $10 at the mill. 
If the mill had stolen 
the timber it couldn't 
make money at such 
prices, just for the cost 
of manufacturing. But 
that’s about what those 








TOM A. MOORE, 
Chicago; 
Tells of Several Inci- 
dents of Lumber 
Selling 








big timbers used over 
on the outer link bridge 
were sold for, too.” 

“That's outrageous,” 
observed Mr. Brown in 
surprise. “How can 
they do it? Why do 
they do it?” 

“They have finally put a stop to it,” was the 
reply. “The great mills on the West Coast 
have raised the prices on their lists, and they 
have sent letters to all their salesmen telling 
them that there will be absolutely no receding 
from the list. They had to do it. It was either 
that, or ruin.” 


“And what effect,” the writer demanded, “is, 


it having here in Chicago?” 

“Tt isn’t having any effect, as to sales. There 
is just as much being sold. Just the other day 
I wrote my company, and told them that the 
prices have been dropping continually the last 
two years, and that not a bit more lumber was 
being sold by it. Instead, the buyer who sees 
the price beaten down thinks less of the lumber. 
It’s been a buyer’s market, but the buyers have 
forced the price down so low that it has just 
had to stop, and now it is climbing. The Chi- 
cago market is weak and sickly, and won't be 
helped any by lower prices. Most of the busi- 
ness is for small jobs, like repairing. 

“Why think of it! I was at the Lord & Bush- 
nell retail yard—a big one—and saw a truck 
load of lumber. It had twenty-six deliveries 
on it! And over at another yard, the Pilsen 
Lumber Co., I saw a one-horse wagon just 
leaving. I didn’t think any one would order 
so little lumber, but I said to Mr. Miksak, 
‘Business is picking up, I see.’ : 

“What do you mean, picking up?’ 
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“‘Why, I just saw a big load of lumber leav- 
ing the yard.’ 

“‘Say, he said, ‘do you know how many 
deliveries there are in that small load? Six! 
It’s about 10 o’clock now—it'll take that driver 
all the rest of the day to take those orders to 
all the places they’ ve got to go.” 





Will Sell Philippine Mahogany 


N. J. Nessen, of Chicago, who for the last 
fifteen years has been selling northern and 
southern hardwoods for his father, J. O. Nes- 
sen, of the J. O. Nessen Lumber Co., has be- 
come the Chicago representative of the Cad- 
wallader-Gibson Co. (Inc.), and has_ estab- 
lished his headquarters in suite 1957 of the Con- 
tinental-Illinois Building at 231 South La Salle 
Street. He will sell Philippine mahogany for 
this manufacturer, which has lumber and veneer 
mills in the Philippines and door and trim 
factory in Los Angeles, Calif. 


Opens Chicago Office 


The Braun, Ray Bros. & Finley Co., large 
wholesale and commission firm of Omaha, Neb., 
dealing in southern and western woods, has 
opened an office in Chicago, at 1791 Howard 
Street. Lawrence F. Braun, who has been as- 
sociated with the wholesale and commission 
business in Chicago and Michigan territories 
for the last twelve years, is in charge. 

“Larry” Braun, as he is known to many in 
the local lumber trade, assured the AMERICAN 
LUMBERMAN that his firm is enjoying a splen- 
did volume of business, for the experience of 
the organization, the excellent mill connections, 
and now the opening of this new office, make 
possible the kind of service retail lumbermen 
must demand under present business conditions. 








Appointed General Sales Manager 

BrookLyN, N. Y., Aug. 24.—A. F. Rucks, 
who for eighteen years has been connected with 
the C. J. Tagliabue Manufacturing Co., the 
last four as assistant to Vice President L. C. 
Irwin, has been promoted to the position of gen- 
eral sales manager. His broad experience in 
every phase of the business gives promise of 
splendid sucess now that he is in full charge of 
sales for this well known manufacturer of in- 
struments for indicating, recording and con- 
trolling temperatures and pressures. 


] News Letters 


(Continued from Page 51) 


been practically no demand from the furniture 
trade and very few calls from the yards. 
Prices are weakening and further reductions 
are expected unless demand takes on a sud- 
den spurt, which is not contemplated. 


St. Louis, Mo. 


Aug. 24.—Orders for southern pine are 
showing an increase over corresponding 
weeks in July. Mixed car buying is still 
furnishing the major portion of business. 
One manufacturer siated that they were 
making every effort to keep a balanced stock 
to enable them to participate in this class 
of business. Railroad buying is increasingly 
more of a factor in the market, but prices 
on this type of material are still unsatisfac- 
tory to the larger mills. Some increase in 
industrial buying is also reported. 

No. 2 boards and shiplap, transit car and 
Ssmall-mill loading, are $18.50@19; large-mill 
stock, random loading, $20.50@21.50; speci- 
fied loading in mixed cars, $21.50@22.50. No.1 
dimension, 2x4-inch, 10- to 20-foot, transit 
car and small-mill loading, $19.50@20; 8-, 
9- and 10-foot, $18@18.50; 10- to 20-foot. 
large mill stock, $23.50@25. Bé&better flat 
grain fir flooring, random loading, $28.50@ 29; 
for smaller mills, $30.50@31; for larger mill 
stock, with specified loading in mixed cars. 
$31.50@32; straight cars, 10- and 12-foot. 
$27@28; with 16-foot and longer, $32. B&bet- 
ter car siding, 1x4-inch 9-foot, $31.50@32; 
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10-foot, $29@29.50. No 1 common ¢ar lining. 
1x6-inch, 16-foot, $26@27; 18-foot, $32@32.50 

Sales of West Coast lumber are reported in 
better volume, with some timbers as well ag 
upper grade stock moving. Firm price list is 
again in effect with certain West Coast manue 
facturers. No. 1 fir dimension is $13@13.50 
off Rail B list for air dried stock, no moisture 
content guaranteed. Kiln dried stock is 
$9@9.50 off. B&bketter slash grain fir flooring 
1x4-inch, $28@28.50 for Rail B loading, 50 
cents less for Rail C. Bé&better vertical grain 
fir flooring, 1x4-inch, is $38@39, Rail B load- 
ing. B&better fir drop siding, 1x6-inch, stand- 
ard patterns, $29 for Rail B loading, $28@ 28.50 
for Rail C loading. Straight cars, 16-foot and 
longer, $33. Fir finish, l-inch, assorted as to 
widths and lengths, $49.50 5/4, $56.50. Fir 
timbers up to 12x12, 40-foot and under, No. 1 
common full sawn, $32.50; select common, 
33.50; structural grade, $36.50. 

All above prices are delivered at St. 
Louis, Mo. 

Oak flooring producers state that reduction 
is now well balanced with demand, prices 
being firm at low level. Hardwood represen- 
tatives state that demand is highly unsatis- 
factory but the outlook for furniture stock 
is brighter. Prices remain unchanged, 

Invitations are being sent to members of the 
lumber industry throughout the United States 
by the St. Louis Lumbermen’s Golf Associa- 
tion, of which Thomas C. Whitmarsh, of the 
W. T. Ferguson Lumber Co., is president, an- 
nouncing the annual golf tournament. It will 
take place on Sept. 11 under the auspices of 
the St. Louis Hoo-Hoo Club, No. 6. 


Laurel, Miss. 


Aug. 24.—The lumber market has shown 
very little change during the past week. 
Prices seem to have reached rock bottom 
and any slight change in prices is for the 
better. The mills in this section are con- 
tinuing their drastic curtailment and local 
sales managers are trying to select orders at 
intelligent prices, rather than forcing the 
stock on the market. The fact that there is 
no new timber being produced gives sales 
managers a chance to accept only desirable 
business. The export market is still rather 
quiet. However, the local mills reported a 
few small contracts for kiln dried saps being 
placed last week. 

In the hardwood market prices remain 
about the same, but during the last ten days 
there has been a slight increase in demand. 


Norfolk, Va. 


Aug. 24.—The North Carolina pine market 
has shown some life during the past week but 
the demand as a whole has not been very 
active. Considerable small framing and large 
sizes are being bought and inquired for to be 
ecreosoted and to be used in construction work. 
Small framing mills are worried, however, 
because there is not much demand for boards 
air dried in edge widths. They are not get- 
ting extra much for their framing and orders 
usually call for unusual widths and _ thick- 
nesses. Prospects are a little brighter but mill- 
men and others in the business have to become 
reconciled to low prices, small profits, and a 
reasonable living. Business in all lines has 
changed its course as to prices and profits. 
Labor all along the line has already felt the 
change. Those now working are drawing less 
money, and will have less to spend. Prices 
have not changed much during the month. 

There has been a fair demand for 4/4 edge 
B&better during the week, with buyers pre- 
ferring good circular stock because most mills 
include more stock widths in this. The price 
remains the same and is not likely to go lower 
any time soon. Four-quarter B&better stock 
widths, as well as 5/4, 6/4 and 8/4, has been 
moving somewhat better but the yards are 
limiting their purchases. Some No. 1 coin- 
mon has been sold but very little interest is 
being taken in this grade. More interest has 
been shown by box makers in stock box rough, 
also dressed and resawn, but edge box has not 
been going so good for rail shipment. One 
or two small cargoes have been sold in the 
East and fair prices have been secured by the 
mills, and these sales have bolstered up the 
other millmen who have not been so fortu- 
nate. Box makers say business is no better 
and is no worse. 

The yards are buying considerable dressed 
box in mixed cars with other items and while 
bragging of the very low prices quoted them 
by this or that mill, usually place their order 
at the prevailing market price if they want to 
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It’s Different — 
It’s better — 
It’s easier to lay — 
It gives greater 
satisfaction to the 
builder! 


A good volume of profitable business is wait- 
ing you. "Mora" Ready Finished Oak floor- 
ing is laid over old floors without moving 
the contents out of the rooms. It is ready 
for use the minute it is laid. 


“Mora” flooring has a snug fitting wedge- 
shaped tongue and groove. It is end- 
matched and punched for the nails; also 
scraped, sanded, filled, polished, and waxed 
at the factory. 


WRITE NOW FOR SAMPLE, 
LITERATURE, AND PRICES. 


PAUL O. MORATZ, 














Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 
CENTURY, FLORIDA 




















WATT [UMBER COMPANY 


RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 


Office. 
RUSTON, LA. 
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VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 


Manufacturers of 17 different species 
of Northern Hardwoods 
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be sure of good stock. There continues to be 
very little demand for 4/4 box barkstrips or 
dunnage. Demand for mixed cars of flooring, 
ceiling, roofers, ete., continues fair and has 
not shown any decrease during this month. 
Due to bad weather, air-dried roofers are 
harder to buy for quick shipment and mils 
stand a good chance to establish their ideas 
of price. 


New Orleans, La. 


Aug. 24.—Both the cypress and hardwood 
markets are reported generally unchanged, 
though some items, particularly inch oak, have 
stiffened in price due to scarcity. Inquiries 
for cypress are said to be good, with the rail- 
roads placing some orders. A fair demand 
continues for shingles, but lath are slow. 

The Southwestern Hardwood Manufacturers’ 
Club will resume its regular fall meetings 
with a session some time in the first two 
weeks in September, though not to conflict 
with the annual meeting of the National asso- 
ciation, 
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3 See ; : e E See _ NEW YORK. Brooklyn—Snyder Lumber (Co 
i . : ’ : ie ineespocated; capital, $20,000; Max J. Halpern, 5¢ 

: 7 : : So St. 

oe é $ : Brooklyn—Queens County Lumber Co., inco po- 
rated; capital, $20,000; Chas. Katz, 326 E. 94t} St 
. . Rosedale—Rosedale Supply C incorp ‘ted. 
e rin —_s Becke agadio - » ' é Ns pply ie Incorpor te . 
Business Changes Picton—S. J. Becker succeeded by R. 8S. Hoff. capital, 100 shares no par; lumber yard; W1 , 
OKLAHOMA. Roosevelt—Home Lumber Co.; Boettler, 1917 Newkirk Ave., Brooklyn, N. Y : 

ALABAMA. Birmingham—Advance Lumber & Pres. C. G. Sims sold interest. NORTH CAROLINA. Asheville—Hardwood Dj- Ea 
Timber Co., for twenty years located in the Brown OREGON. Glendale—The sawmill of the Laurel mension Manufacturers’ Association, chartered, to chan, 
— eee. yg yA 2019 N. 5th Ave. — Lumber & Timber Co. has been leased to R. O. promote dimension manufacturing industry; non- mont 
Birmingham = ute samber Co., retailer, liqui- Garontte and E. L. Kirk. Stock corporation; Parrish Fuller, Oakdale, La,, 

Gating; Jamie « -, Seander ond eneeutive none, Portland—-Kenton Shingle Co. changing name to blag H. Donnell, Asheville, and D. B. Morgan, 
a 1 Benen oe j Se Oo stoc and retire from Mon-grain Shingle Co. lack Mountain, N, C, 

Tuscaloosa—Tuscaloosa Lumber Co. consolidated PENNSYLVANIA. Scottdale—Dexter Lumber & aed iar ny a Lumber Co., incorpo- Fl 

with Warrior River Lumber Co, Flooring Co. will be sold at receiver’s sale Sept. 17. St , i s *-~ a. fn a = 3600 W. 734 
. 4 silat aillicatith lias é 7 . » aegie erested, 

CALIFORNIA, Palmdale—Antelope Valley Lum- TENNESSEE. Memphis—Poinsett Lumber & Cleveland—Chas. A. Arnson Barrel Co., incorpo- 1x3” 
ber Co. succeeded by South Antelope Valley Lum- Mfg. Co. will move local office to Trumann, Ark rated; capital, 250 shares no par; to manufacture Bac be 
ber Co, Newport—Medlin Lumber Co. retail department and deal in barrels, casks, crates and similar Shor 

San Francisco—Joseph Fillippe has moved his taken over by Bruce Helm, who will continue busi- products. Lon: 
hardwood flooring business from 115 to 111 Bal- ness, while Medlin Lumber Co. continues in manu- Columbus—American Stained Shingle Co., incor- : 
boa —— , : - , facturing and wholesale business. porated; capital, 1,000 shares, no par; to manu- No. 

San Francisco—T. P. ogan Co., lumber, has sede ica E a . facture, distribute and generally deal in shingles: Shor 
moved its offices from Hearst Bldg. to 1450 20th St a ie aN ptt * Wood & Co. sold to Cc. V. Wise, interested. Sarnia ‘Seamekabanals ys Longs 
Ave. ee ae ee ee et : . same name largely owned by C. V. Wise. NO 

San Francisco—Waterfront Sash & Door Co. has eT ae St. Lumber Co, sold to Kuy- Dayton—O. P. Morton Lumber Co ‘ae ited i 9” 
moved its headquarters f ars z 5 — . oe apité 25 shares ar; oncern; hole. = 
— = 1eadquarters from Hearst Bldg. to 1458 Randolph—F. P. Mclvor, formerly manager for ee, no par; old concern; whole- ey 

: : the Clem Lumber Co. at Cooper, has purchased an ” Tor ral nec . , . ; 22 

COLORADO Denver—Carney Lumber Co. has interest in a hardware and lumber business at oungstown—Hooker Youngstown Co., retail B&b 
been re-established by M. F. Carney, son of the Randolph and will move there lumber and building supplies, capital changed to No. 
founder, John M. Carney. ras caeniae arse ’ ; 1,000 shares, $100 par; 523 Williamson Ave No. 

GEORGIA, Hephzibah—C. C. Howard  suc- een a ee ae zaeee inc) OREGON. = Elgin—Pondosa Pine Lumber Co, 1x4" 
ceeded by Howard-Wilcox Lumber Co. see ti — wes . om ws eta! ot glume capital, $100,000; W. E. Moore, in- B&b 

ie ° terestec 

IDAHO. Dover—A. C. White Lumber Co. prop- Malden—Potlatch Lumber Co.’s yard discontin- : ; j Sho! 

: : . — re sap sae = : P ‘ —Big / F > Ce -orporated; 7 
erties sold to Schaefer-Hitchcock Cedar Pole Co., ued and stock divided between the St. John and “a oe a ce, en een A Lon 
of Sandpoint; Joslyn Mfg. Co., Chicago, and E. W. Rosalia yards of the company.  Wedeworth. interested ae ee ae N 
Wheland, Sandpoint. Includes sawmill, box fac- Tacoma—F, E. Loonam sold interest in Buffelen- ye oe ae . : s a 
tory, townsite of Dover and many houses, much Hubbert & Loonam (Inc.). TEXAS. Dallas—Marshall Hardwood Co., in- Sho 
cutover land and several million feet of timber. Winona—Potlatch Lumber Co.’s yard discontin- corporated. Lon 

KANSAS. Kansas City—Jno.. M. Bryne Lumber ued and stock moved to Endicott. WYOMING. Laramie—Grothe Lumber Co., in- No. 
Co. sold local yard to Geo. R. Bryne Lumber Co. corporated. 1x4 

Lawrence—C, E. Friend sold local yard to Paul ° BRITISH NORTH MERIC x 
H. Friend. Incorporations open see NORTH AMERICA c 

a g , P ‘ SASKATCHEWAN. Saskatoon—Builders’ Sup- B&! 

MARYLAND Port Deposit—Campbell Bros. oh at laa . ply & Fuel Co., ineorporated No 
succeeded by Campbell & Brannan. R ARKANSAS. Des Arc—Des Arc Veneer & Lum- , ™ : , N , 

espe . or Co., incorporated; capital, $21,000. Old con- NO. 

MISSOURI. Piedmont—Lucy & Sweazea suc- ae + 
ceeded by E. G. Sweazea ow TRICT I LUMBI y Casualties Ca 

Sedalia—Babcock Lumber Co. sold to local deal- STRICT OF COLUMBIA Vashington—Dis- . : > %j : 
om trict Mill & Lumber Co., of Washington, obtained CALIFORNIA. Redwood City Planing mill & 

Versailles—Versailles Lumber Co.: C. C. Swanson a Delaware charter at Dover, to deal in lumber operated by Gus Manuels destroyed by fire with 
sold interest to B. M. Burhans. and timber; capital, $50,000. loss of $15,000. 1x8 

MONTANA, Terry—Terry Lumber & Coal Co. FLORIDA. Jacksonville—Southern Cypress Co., Py y= Ludowici —-The turpentine still of 1X5 
sold lumber and builders’ hardware business tu incorporated; C. K. Wells interested. *, A. Nobles has been destroyed by fire. — 
Thompson Yards (Inc.), retaining implement busi- KENTUCKY. Lothair—Mountain Lumber Co., INDIANA. Richland—A lumber yard and hard- 
ness, incorporated; capital, $10,000. ware store belonging to W. Q. Collins has been 

NEW JERSEY. Hillsdale—Hillsdale Manor Coal MINNESOTA.  Deerwood—Deerwood Lumber $sogon°) °Y “Ye With loss between $20,000 and 
& Lumber Corporation sold to Hillsdale Lumber Co., incorporated. - $5 = I 
Co, (Inc.), Minneapolis—Shevlin Pine Sales Co., incorpo- KENTUCKY. Manton—Victor Rogers Sawmill, ma 

loss in cloudburst which wrecked the mills build- sid 
= ings and swept away some lumber. In 
MONTANA. Missoula—lInterstate Lumber Co., D& 
loss by fire which destroyed three warehouses, N 
$25,000. S 
NORTH CAROLINA. Bryson City—Alarka No 
sumber Co., loss by fire 75,000; 1,500,000 feet of 
I I ; 1 y , 5, . i, ° No 


lumber destroyed. 


QUST Y = CO # STRONG $15,000 in Noe ge ga Mfg. Co., loss by fire, No 
Girard—Penn-Ohio Lumber Co.’s planing mill de- , 
IGHT stroyed by fire. fo 

a e Yo L. OREGON. Cottage Grove—Bohemia Lumber 
WINS SPRUCE LA DDIERS SAFE Co., loss by fire, $5,000. 5& 
; TRADE MARK Dé 


PENNSYLVANIA. California—Powell’s Lumber 








Yard destroyed by fire. Nc 
WASHINGTON. Amboy Rader’s mill, located Ni 
near here, destroyed by fire. 
Castle Rock—The sawmill of Levi Smith, near ad 
here, damaged by fire, $2,000. ad 
LaConner—Fort Stanley Lumber Co., loss by fire, 12 
$3,000. 
Okanogan—Wagner electric sawmill and box 
plant destroyed by fire with loss of about $250,- 
000; owned by E. Wagner & Sons; plans are un- be 
der way for immediate reconstruction. le 
Silvana—The McGladrey shingle mill located 2 
near here has been destroyed by fire. $1 
Tacoma—Cascade Lumber Co., loss by fire. Ir 
WEST VIRGINIA. Martinsburg—Rothwell Co.'s 6- 
cooperage plant damaged by fire. ‘ 
WISCONSIN. Kenosha—Kenosha Coal & Lum- ’ B 
ber Co., loss by fire. q 


New Ventures D 
ALABAMA. Mobile—Alabama Lumber Co. open- 





| 





























ing a retail lumber business at 2600 Dauphin St I 
ARKANSAS. Prescott—Ozan-Graysonia Lumber . - 
Co. establishing three new lumber yards at Pres- 
cott, Nashville and Hope; is remodeling buildings 
on West Front St. and installing modern lumber 
and building materials store in charge of Leon 
Carrington. x 
CALIFORNIA. Los Angeles—L. C. Bradfield & 
Co., building materials, has engaged in business 1 
at 4850 Loma Vista Ave. 1 
COLORADO. Denver—M. F. Carney is estab- 1 
lishing a lumber business under name of Carney 1 
Lumber Co. 
Close Top IDAHO, Keuterville—John Uhlenkott plans to 
Fruit Frui ingl open a new lumber mill. 
ruit Single Western ILLINOIS. Chicago—Mid-West Lumber Co. has I 
established a wholesale lumber business at 50195 I 
Catalpa Ave. 
Mt. Carmel—T. B. Wright Lumber & Implement ‘ 
Co. has started in business. ¢ 
INDIANA. Danville—Charles Hurst and Fred § 
Hallock, of Indianapolis, reported seeking permi § 
sion of commercial club at Danville, Ind., to lo- ‘ 


cate the Mars Hill Wood Products Co. of Indian- 


(Continued on Page 59) ‘ 
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THIS WEEK’S LUMBER PRICES 





mills have reported the following average 





SOUTHERN PINE 








East and west side f. o. b. mill sales prices on southern pine to the Southern Pine Lumber Ex- 
change, New Orleans. La., for sales made in the period Aug. 15-18, but, where prices for this period were not available, prices for the 
month to date have been inserted and distinguished by asterisk: 

West East West East West East West East West Bast West Kast 
Side Side Side Side Side Side Side Side Side Side Side Side 
Surfaced Finish Oeiling, Standard No. 1 Fencing and No. 1 Shortleaf No. 1 Longleaf 

Flooring, Standard 10-20 Lengths Boards, 10-20’ Dimension Dimension 

on B&better Ye x4” — xa” ..... 99.24 25.50)2x4” at uw - 
i lS — oo an| pebetter— 22.17 20.4211x6" oo... 33.59 24.83[12 & 14’.. 17.38 14.26[12, & 14’.. 18.15 18.00 
Bé&better — 9 = aa ee 9.43 32.30 ek. Saoeee 16.75)1x9” ..... SOE SETREG a sienees 18.18 14.92]190 ....... 20.38 1,06 

Shortleaf.. 56.33 53.00) 6” ...... 29.94 31.25] %x4”— 11x10” |. ... 27.06 32.42]2x6” 2x6” 

Longleat . 06.83 60. 50 a oe et sae ar an os ~ ig yes: 1x12” Ae 38.56 44.63 12 & 14’.. 15.06 yo + & 14’. eg 70 

loo 1———(iissti Cd tee 37.35 37.83)No. 1..... 9.1 8.36 CE eaten 15.63 OEE caweses 7.39 17.7 
ortho af.. 37.00 *42.57| 12” Pres — 56.13] Casing & Base, 10-20’ har . , ya + — ae 2x8” a 
pngleaf .*49.04 *42.25]5&6/4"  thick— - EE casted | ey 5 51112 & 14’ 

Longle: af #33 38 1. 6 8”... 42.09 *48,11| B&better, oscariee” #9991 12 & 14 16.59 12.51 12 & 14’.. 18.41 14.63 
NO, 2.-++s seee “O0- 510" 44.81 50.50 1x4 & 6”.. 37.40 34.54 | rare 2657 2SRGLIO .6.cccces 19.63 15.00 
1x3” flat Berar: 64.85 64.38| Drop Siding, Stand- | No. 2 Fencing, Stand- |?!” " 2x10” 

grain— . ard Lengths ard Lengths 2’ er ee 21.82 16.88)19° ....... *91.00 *22.45 
B&better.. 27.46 28.01/Inch thick— No. 117— = - malit, crrees 21.38 16.9014" ....... 22.00 *23.02 
No. 1..... 24.62 24.53) 4” ...... 29.50 23.00] 1x6” oe 13.44 34.98 eens 22.22 16.85116" isos, 24.00 *25.63 
, i 16.44 16.201 6" .cses 29.44 23.00] B&better.. 25.72 *25.25) °° ee > |2x12” 9¥19" 
1x4” rift—  setenes 28.56 23.00|No. 1..... 23. 87 #93/83|C- M. 12.61 12.42/12 && 14’.. 22.44 16.00 Poe ae 
B&better -» ada oo oa Assorted patterns No. 2 Shiplap and j!° ------- 26.59 26.53)1¢ ....... 41.00 32.75 
Shortleaf.. 54.50 %54.23)16° 3 «..-..-. 9.0% -67) 1x Boards, Std. Lgth No. 2 Shortleaf 

s e209 24 , |B&better.. 27.58 26.50 ’ . . ° No. 2 Longleaf 
gy -siliacte oe miaharton Finis 16-69 I No. c 1 “a ae 22°67 24.38 Shortleaf— Dimension Dimension 
NO. ae pSetter—- -Qn ‘ rol2x4” 9x4” 
ee ree eee 14.34 13.57/¢x : oes : nae: ae 
ont we -.- 38.75 *44.58 . h thic or a _y 1x10” 13.95 13.60 12 & 14’. 14. 32 11.38 12 & 14 15.17 15.24 
No 9 . : ka 29. 90 ee ibis: *30 9 ° 39.79 3&better— Longleaf— 16 seen wae a8 15.36 12.00)16 i eae 15.00 16.40 
ip a ey ela se: a a #96 29 1x4”, 8’ *19.70 *17.00 | rr 16.11 15.03]2x6 2x6 ? a 
Ix4 a 10” steeee 38°75 25 35 1x4” 9’. #9595 24.00]1X10 .*16.36 14.70]12 & 14’.. 10.46 9.14 - & it’... Te at 

grain—  — , JRO aawaeee 95.48 1a a0 = pc iets 99. 4 3D 56 a ee ar 0 6.3: 
etester . £600 sneeti coe *48.84 *41.39]1x6", 9 *22.00| No. 2 Boards, 1x12” ai oreeees 11.65 10.56 nd iia 
MAENELLOL.. at.da “0.00lF Ree sa” ick— NO. —- = = - r 
No. 1...-. 23.94 23.37) oom 1 tMcK oo c7lixd”, 9’... .... 19.00] Standard Length {12 @& 14’.. 12.34 11.10[12 & 14’..914.58 13.95 
Ne. 2..... 12.45 13.02} cei9" °°" 59°75 53 o5\1x4", 18’..*31.25  ..,,{Shortleaf.. 17.45 14.74}16" ....... 54.86 20,06018 2.00000 *19.00 13.66 
Casing, Base & Jamb |12” ...... 62.75 62.50)1x4", 10’..*21.39 *21.37| Longleaf . 25.13 22.13)2x10” 2xi0” = 

' ig a Se 25.50 ... Plaster Lath 12 & 14’,. 12.60 11.50]12 & 14’... 13.00 12.85 
B&better Boston Partition, 1x4”, | | peated 13.05 11.25]16’ ....... *17.07 16.03 
ne... 4200 MSU bee 9.88 15.75|%x1%”, 4’— 2x12” 2x12” 

=< Pe $9.25 6x4°— 1x6”, eS eee 2.14 2.36/12 & 14’.. 14.55 15.85]12 & 14’..*18.00 15.50 
1x5&10 40.92 39.86|B&better.. 28.06 28.45'5-20" ..... 14.66 a aa 1.46 *1.13'16 ....... 19.36 15.88/16’ ....... *25.88 *21.88 








ENGELMANN SPRUCE 


mann whe sommes tennd Ball. chives te 
e€ spruce boards, ipl 
— and ceiling: shiplap, drop 


ey 6” ” | re 
Dibtr., 6-16’.$45.00 $46.00 $46.00 $67.00 $77.00 
"hae * 6-16". 43.00 45.00 45.00 62.00 74.00 
No. 1, 6-16’.. 42.00 44.00 44.00 64.50 64.50 
No, 2, 8-16’.. 40.50 38.50 38.50 38.50 47.00 
No. 3, 8-20’.. 29.00 30.00 30.50 31.50 33.50 
No. 4, 4-20".. 24.50 26.00 27.00 27.00 26.50 


No. 4 common, 1x4-inch and wider, 4- to 20- 
foot, which pay contain 20 percent of 4- to 
8-foot, is $26.0 
5&6/4, 6-16’-—__ 4”&wdr. 4, 6&8” 


10” 12” 


D&btr. .........$66.00 $68.00 $71.00 $81.00 
No. 1&btr. ..... 62.00 64.00 67.00 77.00 
Mm ED gcocthccsee Se 62.00 65.00 75.00 

For ng he in No. 2, 4-inch, add $6; 6-inch, 
add $9; me gee $6; 10: inch, add $8; 12- inch, 
add $6; é- and 10- inch, add $7.50; 


12-inch, Nga , No’ 4, add for all widths, $4. 
*Contains 40 to 60 percent D&better. 


Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot $5; for other 
lengths, including 18- and 20-foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, 
$1; for 10- and 12-foot in 1xi2-inch, add $4. 
In No. 3 common, for 16-foot in 4-, 5- and 
6-inch, add $1; for 10- and 12-foot in 10- and 
12- inch, add $1. 


Bevel siding, %-inch, odd lengths, 3- to 20- 
Te — not over 20 percent shorter than 
oot. 


D&btr., 4-inch..$22.00 BB, 4-inch......$16.00 

6-inch.. 27.00 6-inch...... 18.00 

Lath, spruce and pine, 4-foot; No. 1, $6.50; No. 
2, $5.45. — 





WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., prices: 
No. 1 Hemlock Boards, 8S1S— 


8’ 10,12 &14’ 16’ 
Se acc orneetcnmeae $19.50 $20.50 $21.50 
MM - aacgdoueauatee 23.00 24.00 25.50 
ee Pra eee 24.00 25.00 26.50 
gl ORS Gee et ee 26.50 27.50 29.00 
Be gutecgecsaeewae 27.50 28.50 30.00 
For shiplap or flooring, add 50 cents to 
prices on No. 1 boards. 
No. 1 Hemlock Dimension, $1S1E— 

8’ 10’ 12&14’ 16’ 
ee $24.50 $24.50 $24.50 $25.50 
SE 22.50 23.50 24.00 25.50 
St er ee 23.50 24.50 24.50 25.50 
eae 23.50 29.50 28.50 28.50 
EE” vstenkowels 23.50 30.00 29.00 29.50 
“we -% 2 dimension, deduct $3.00 from price 

Ne. i. 





DOUGLAS FIR 


[Special telegram to AMERICAN LuMBERMAN] 


Portland, Ore., Aug. 25.—IF’. 


o. b. mill prices 
on actual sales of fir, Aug. 


21, 22 and 24, di- 





rect only, straight and mixed cars, reported 
by West Coast mills to the Davis Statistical 
Bureau, were as follows: 
Vertical Grain Flooring 
B B&btr, e D 
OO) ee eer $25.00 $25 $16.50 pees 
ae apo <ocek 25.5 ° 
ee necene 30.50 aes 
Flat Grain wineeing 
RT dais ede ara 15.2 12.00 
Pe» ita caer . 18. 30 16.00 
Mixed Grain eremmed 
es oe oe $10.00 
"Ceiling 
ers eeaan ge 12.75 
Be © iad eis . 15.2 13.25 
Drop Siding, a0” 
Se rer ‘ 17.50 15.50 
| eye 17.00 15.25 ceca 
CS eee ae : 10.00 
Pinish, Kiln Dried ent Surfaced 
1x6” 1x8” 1x12” 
A ee ae $27.25 $26.75 $38.25 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
oe ae $12 00 $12.00 $12.00 $15.25 
OE aa eia ee 7.25 6.00 6.25 7.75 
No. 3 4.75 4.75 4.75 
Dimension 
12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 
No. 1, 2” thick— 
4”.$10.50 $10. 50 $11. 50 $11.75 $12.00 aac 
6”. 10.00 9.75 10.75 11.25 11.25 $14. 25 $16.50 
8”, 9.50 9.50 10.75 11.00 11.50 15.75 15.25 
10”. 10.75 10.75 11.25 11.75 11.75 13.00 16.00 
12”. 11.25 11.25 11.75 11.75 12.25 13.75 16.25 
2x4”, 8’, $9.75; 10’, $10.00; 2x6”, 10’, $9.00 
2x4” 2x6” 2x8” 2x10” 2x12” 
Random— 

De. Soacc en $6.50 $5.00 $5.00 me 00 $5.75 
a 4.75 3.25 aren 
No. 1 Common Timbers 
323 to. 4x12" toe 20. surfaced .... cvececs $13.75 
5x5: to 12x12" to 407, sOUSR ....cccccecss 11.25 
5x5 to 12x12” to 40’, surfaced ......... 13.25 
Fir Lath 
Me. 2. 26 "RE, OG eine dvaces tater csaiess 2.50 
B&better, Flat Grain Car Siding, 9 or 18’ 
SE Co cceie eas ode eas CRE Rese $20.00 
MS? Saisie, n'a cc ont aaah asin, os e's EH Dal eee 21.00 





INLAND EMPIRE PINES 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Aug. 26.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 


by members during the three days ended 
Wednesday, Aug. 26. Averages include both 
direct and wholesale sales and are based on 


mixed car orders. Quotations follow: 


Pondosa Pine 


INCH SELECTS AND COMMON, S2S— 
6” 8” 10” 12” 

C selects AL..... $35.78 $38.79 $41.00 $66.64 
D selects AL..... 26.35 26. 41 33.74 52.72 
No. 2 common AL 21.48 19.37 19.47 24.84 
No. 3 common AL 12.88 15.10 12.98 13.51 

SuHop, 5/4 AND 6/4, S2S— 

No. 1....$25.75 No. 2....$14.41 No. 3....$8.50 


SELEcTs S2S, 5/4 AND 6/4, 4” AND WipEr— 


C select AL....$45.18 D select AL....$31.56 
Duvet, BRING, GO vik ode koe vicewesie cneges $23.17 
Idaho White Pine 

INCH SELECTS AND COMMON, S2S— 
6” gs” 10” 13” 
C selects AL..... $51.60 $52.71 $60.00 $95.60 
D selects AL..... 36.68 38.00 45.00 80.00 
No. 1 common AL 36.50 ... 44.00 70.00 
No. 2 common AL 29.01 28.95 28.81 37.11 
No. 3 common AL 17.50 18.50 19.75 23.76 
SeELects S2S, 5/4 aNnp 6/4, 4” AND WIDER— 
No. 4 Common, 828, RW RL... .....-06- $10.62 
Larch and Fir 
No. 1 dimension, 2x 6” 16’......cceeeeee $12.13 
No. 1 dimension, 2x10” 16’....... ee eeee 14,50 
Drop siding or rustic, C&better, 6” RL. 20.50 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 








” The following are 
prices for mixed carlots prevailing today: 
Finish— Factory stock— 

1x12” as eae at $43.00 4/4 oot eee eeee $18.00 

” g Se ssekhecaawn 21.00 

iné-—t9 55.00 iy peeeeeeee 22:00 
Bevel siding— i 8/4 ..cceeeees 23.00 
ee eee $19.00 *0&13/4 fer eomis 29.00 
4x6", Plat gr. 20.00 Lath .......... 3.00 
Vert. gr. 25.00 Green box 11.00@13.00 








56 


RED CEDAR SHINGLES 


Seattle, Wash., Aug. 22.—-Kastern 
red cedar shingles f. o. b. mill are: 
New Grades 
Per Square 


prices of 


Old Grades 
Per M 
Royals, 24”— 


No, 1 .$2.15@2.99 $5.00@6.50 
a rr 1.78 @2.20 
Pn OE w60cderecnunens 2.00 
Perfections, 18”— 
7 Bea ee aa 1.87 @2.15 2.55@ 3.00 
a OE 6oeenbeudeeaes 1.12@1.35 1.60 
No, 3 ; res 1.00@ 1,20 
16”— 
No. 1, XXXXX_ Per- 
| ea ee sr 1.44@1.80 1.70 @ 2.56 
No. 2, or All Clear, 
Mixed Re ccaawe 1.08@1.32 
No. 3, or 10” Clear.. .80@1.05 .90@1.05 
Extra Clears— a 
OS SARE ee eee Perr ee eee Te 1.25@1.55 
Of, ee ee ee eee 1.15@1.55 
Eurekas, slash grain errr 1.90 
Dimensions, 5x16”, 5/2, mixed grain 1.80@2.25 
oe EE ar eee rea ee 70@1.00 
Cee GRAPH cc cecccccctascesece 70@1.00 
No. 2 Perfections (10” clear)...... 1.65 
Rite- Grade Inspected Stock 
re See, CFE ce ccc ntiavwet se eceendur $1.25 
Extra Clears 15% vertical grain........ 1.85 
Extra Clears, 50% vertical grain........ 1.55 
XXXXX Perfects, OS Sa 1.85 
Eurekas, 75% vertical grain............ 2.40 
Pe cictstabheeewheebodbedewkon oni 2.70 
EE cc cb enced ee beret eeesu enn Bade eels 5.75 


Shingles shipped with fir lumber are about 
10 cents higher. 


CALIFORNIA PINES 


San Francisco, Calif., Aug. 21.—The follow- 
ing average wholesale prices f. o. bk mills, 
those on commons covering 1-inch stock only, 
were reported by the California White & Sugar 
Pine Manufacturers’ Association for the week 
ended Aug. 18: 

California Ponderosa Pine 
All widths 








No. 1&2 clr. C sel. D sel. No. 3 clr. 
CN a goatioass $53.15 $46.75 $31.50 $24.50 
ae: ikones ae a 47.15 ph ‘a 
Die eiace ae 46.70 43.35 40 wh 
Fe ‘cscawewc 56.20 $9.35 30. 60 42.45 

California Sugar Pine 
i ee. aw a . $85.15 $73.00 $52.25 $32.80 
Dre, wanes ae 78.55 65.85 47.65 49.60 
"RG Niaeeees es 78.55 50.50 36.25 Se 
S/4 ee 54.00 60.80 
Ponderosa Fine Shop Mixed Pines 
Inch common. $14.80 Common— 
No, 1, 5/4xa. w. 21 65 No.2 No.3 
No. 2, 6/4xa.w.. 16.85 6” .....$21.90 $14.15 

Sugar Pine ghee gn 21.85 13.15 

Inch common...$21.85 jor pale ® oF 
No. 3B 5/4xa.w. 32.80 10” waaee 20.00 13.96 
No. 2, 6/4xa.w.. 22.60 oe 22.95 13.80 

White Pir Box— 

No. 2&btr dimen, a See ee $17.50 
1% xa.w. .....§ 9.25 sev. Siding, %x6”"— 
Cedar OP seks eae ean 26.15 
Pencil stock... .$26.00 Lath— 

Australian 7 eee re 2.75 
Mixed pines ee 1.55 
C/SEB.W. ccccvcsQae ee No. 1 dim 
5 Eibe We ct eeses 33.45 
s/tmnw. 2, 373 Limxd” «+... 19.40 
8 /4xa.w. 2.75 - skecn wounds 13.70 

Philadelphia, Pa., Aug. 24.—Following are 


prices prevailing today in this market: 


LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 

B&better, $39.00; No. 1 common, $35.00; No. 
2 droppings, $27.00. 

LONGLEAF YELLOW PINE TIMBERS, 


Rough, merchantable grade, water delivery— 
6&8-inch 10-inch 12-inch 14-inch 16-inch 
$35.00 $43.00 $57.00 $65.00 $75.00 


GEORGIA AIR DRIED Roorers— 

Tongued and grooved, %-inch, 6-inch width, 
$18.50. 

KILN DrRIigeD YELLOW PINE RooreRs— 

ro and grooved, standard, 6-inch width, 
24.00. 

NorTH CAROLINA PINE RovuGH Box, No. 1— 
10-inch, $25.00. 12-inch, $26.50. 

NORTH CAROLINA PINE FINISH, 


GEO, BEMEOEE oc cccccsricstecens $40.00 
NORTH CAROLINA PINE STEPPING, 
B&better, 5/4x12-inch ..........ceec- $59.00 


NORTH CAROLINA PINE DIMENSION, No. 2 & bet- 
ter— 

S48, %-inch scant, 
2x3-inch, 16-foot, 
10- to 16-foot, 


2x3-inch, 
$20.00. 
$21.50. 


9-foot, $18.50; 
Rough, 2x10-inch, 





AMERICAN LUMBERMAN 


NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 


folk prices received during the week ended 
Aug. 22, as reported by the North Carolina 
Pine Association: 
Rough 
Edge 4/4— 
I a a i a tS eae (Oe $36.10 
I earn Pe ae te Jo oh tare ieee 24.70 
rate Be ee 16.00 
DU TEI SS Sree chalet te Sie) tes ee 13.80 
No. 1 No. 2 
B&better No. 1 box box 
DE Or tivevavenwed $34.60 ee ors vs 
yaaa $4.25 eee eT aes 
DOS ‘ep asne an be 35.25 $27.00 $16.95 $14.40 
tee 37.45 rer xaos score 
Ee aie aaa ya soni 38.75 28.25 18.15 14.80 
bina ad aa $2.30 34.75 18.70 14.80 
DGG” tac an wa win 54.95 39.05 23.55 16.40 
Edge B&better— 
PS ig mak bina ava eee Raho wwe » . .$39.30 
le Ee ey a eee 52.10 
SS Wile oreters Weal g oe eee det tard mon eh eee 56.70 
sae aa hk odie lee. ae ice Fa tn RNA Gow na a 10.90 
Bark Strips— ° 
OT eee aa ee 
I Bie Cin ab wie Glen ok ko Weleda wack 10.50 
Dressed 24%” 3” & 
Flooring— Wide Wider 
DEUO,. BO” i cece ane enurs $32.75 $31.75 
No. 1 common, }}”........ 28.75 27.40 
No. 2 common, /#”.......-; 19.30 18.90 
234” 3% ” 
B&better, #)”.............. wal ce 
B&better, bark strip partition.......... $27.10 
Box bark strips, dressed............... 14.25 
No. 2 
Roofers dressed 
UR (Sh Baht s ein cre werk alana a Gh ik oe oe $17.20 
UNM ao WG eter a iigidnes G Se Hee a ravens WG) aes Kaa 17.80 
dea ea ire ain eg nwt blah hak oo ike eel 18.15 
RSE pweTedEAs aeRO ae bbe haw db ee wees 21.90 





WESTERN RED CEDAR 


Seattle, Wash., Aug. 22.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f. o. b. mill, are: 


Bevel Siding, 14-inch 


: Clear eae oon 
S-IMCR 2 ccccccccesces $25.00 $22.00 $17.00 
SINCH .cccccccccccce 29.00 24.00 20.00 
ED webs daneaw ee 29.00 24.00 20.00 

Clear Bungalow Siding 
’ %-inch %-inch 
on errr Per rere $43.00 $32.00 
PEGE wascawan penseededawmid 53.00 43.00 
er ee ee 62.00 sue 
Finish, B&better 

$28, 84S 
or Rough 
ce i ai aha ic se Sieh eos aS le i $ 50.00 
ee aerie: in ac be eth oe era ae 55.00 
SE. atuceencdb eee tenbtae ce enecwnnat 70.00 
MN kckeae cue nee kee eee eea ae Keine 85.00 
SE -cirebcesusecebdaeihxwba deans oade 90.00 
SE - bebtcc deed whee ik wee nds OR ae bose 95.00 
Dt itt eehee chiekedbesienbanantan ae 100.00 
Ro oi eho mnths rah a wma mio ce 105.00 


Clear Ceiling or Flooring, One Side V or B 


ge SO Saar err ree Tre ree $35.00 

Se a OS Ob Oe cenccebencranenetes vewsoas 40.00 
Discounts on Mouldings 

Made from 1x3” and under.............. 55% 

MaGe from Other SISOS. ..ccccccccscccces 45% 

For 50,000 feet or more, additional dis- 

PPT TTT TTT TTT TTC Leer Cerne 0 
Clear Lattice, S48, 4 to 16’ 

100 lin. ft. 

Sa” -scawatevebese beeda wecnewenee bane eee $0.25 

SS asia i eden ee wane ie. wale len eee aod .35 

Dk" ~Geisdesnuwsedcn thee base tea wae ede eee 25 





CROSS TIES 


St. Louis, Mo., Aug. 24.—-The 


following cross 
tie prices prevail f. o. b. St. 


Louis: 
Untreated S’th’n 


White Southern Heart 

Oak Sap Pine Pine 

No. 5, 7x9”, 8’, 9” face. .$1.15 $0.95 $1.80 
No. 4, 7x8”, 8’, 8” face.. 1.05 85 1.50 
No. 3, 6x8”, 8’, 8” face.. .95 75 1.28 
No. 2, 6x7”, 2 wet... 20 65 1.12 
No. 1, 6x6”, 8’, 6” face.. .%5 .55 .96 
ted oak and heart cypress ties, 10 cents 
less than white oak; tupelo and gum cross 


ties, 15 cents less than white oak; sap cypress, 
20 cents less than white oak. 





Switch Bridge 
Ties Plank 
Oe 24) cna cavadeane ened $35.00 $33.00 
FE ee Pere er 32.00 er 
Taree OO OO sc ccccckvonss 30.00 
Southern sap pine, untreated— 
Dt  Wavtaus danwaW as eae ia eae 27.00 
BD weichicse ad needs eased 29.00 


August 29, 1931 


NORTHERN HARDWOODS 


Following are prices of northern hardwo 
7 o. b., Wausau, Wis.: = 
sH— 


4/4 $ 5500 $ 46.60 $40.0 $ é . 
nen : 40.00 B. : 16, 
5/4 ... 60.00 45.00 t 
6/4 ... 65.00 80,00 50.00 35:00 18:95 
8/4 ... 85.00 75.00 55.00 40.00 18.00 
BiIRcH— 
4/4 ... 64.00 44.00 34.00 24.00 16.00 
5/4 ... 68.00 48.00 38.00 28.00 17.00 
6/4 ... 72.00 62.00 44.00 30.00 17.00 
8/4 ... 77.00 62.00 54.00 36.00 18.00 
10/4 ... 90.00 80.00 70.00 65.00 “ona 
12/4 95.00 85.0 75.00 60.00 wig 
16/4 ... 130.00 115.00 100.00 ace an 
6/8 ... 58.00 39.00 26.00 20.00 ven 
3/4 ... 60.00 42.00 30.00 21.00 oo 
Thin 4/4 60.00 42.00 30.00 eeu wan 
Price of No. 2 and better, 1x4 inch and 


wider, 4- and 6-foot lengths, $26. 
For select red, add $10. 


Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $60; one and two face clear, $42; 
1x5-inch, two face clear, $60, one and two face 
clear, $42. 


Sorr MaPpLe— 


4/4 ... 65.00 40.00 32.00 22.00 16.00 
5/4 ... 62.00 47.00 38.00 27.00 17.00 
6/4 ... 65.00 50.00 40.00 28.00 17.00 
8/4 ... 65.00 50.00 45.00 30.00 18.00 
Sorr ELm— 
FAS No. 1&sel. No. 2 No. 3 
4/4 ... 48.00 33.00 23.00 20.00 
5/4 ... 655.00 40.00 26.00 22.00 
6/4 ... 60.00 40.00 26.00 23.00 
8/4 ... 65.00 45.00 32.00 23.00 
Rock ELM— 
ore 0.00 ‘ 65.00 25.00 19.00 
5/4 ... 85.00 eine 60.00 30.00 20.00 
6/4 ... 90.00 wie 65.00 30.00 20.00 
8/4 ... 95.00 75.00 38.00 25.00 
10/4 . 105.00 ‘ 85.00 52.00 ee? 
12/4 ... 115.00 95.00 57.00 30.00 
Basswoop— 
4/4 ... 55.00 45.00 35.00 21.00 16.00 
BFS cc 60.00 50.00 42.00 23.00 18.00 
6/4 - 65.00 55.00 45.00 25.00 18.00 
8/4 ... 70.00 60.00 50.00 26.00 21.00 
10/4 ... 75.00 65.00 55.00 35.00 saa 
12/4 ... 80.00 70.00 60.00 40.00 ayer 
Keystock, No.l&better, 4/4, $65; or on 
rades, FAS, $75; No. 1, $55; No. l&better 4/4, 


70; or on grades, FAS, $80; No. 1, $60. 
One and two face clear, 6- to 16- font. 1x4- 


inch or 1x4-5-inch, $50; 1x5-inch, 

RED Oak— 
4/4 ... 85.00 65.00 50.00 32.00 14.00 
5/4 ... 90.00 70.00 60.00 38.00 18.00 
6/4 ... 105.00 85.00 70.00 40.00 18.00 
8/4 ... 110.00 90.00 75.00 45.00 18.00 

HarD MAPLE— 

4/4 ... 58.00 48.00 36.00 26.00 13.00 
5/4 ... 70.00 50.00 40.00 28.00 16.00 
* pee 5.00 55.00 40.00 30.00 16.00 
8/4 . 75.00 55.00 45.00 32.00 16.00 

10/4 ... 90.00 70.00 60.00 40.00 Rees 
12/4 ... 110.00 90.00 80.00 42.00 axe 
16/4 ... 150.00 130.00 120.00 wna ower 
Harp Maple RovuGH FLooRING STocK— 
No. 1 No.2 No. 3A 
com. com. com 
 nisarenans naeaarelale ..$34.00 $24.00 $16.00 
DE, ctvaecueneeeens neat 36.00 26.00 18.00 
See SeekKeenees i new 28.00 18.00 
BEECH— 
No. 2 ond rene 
Oe: csdwenent sensors rer re anes 
DE ct vekdeeséstdaevenchasanes ‘ 44.00 
AS Sel. oc. 2 0. 3 
ey $66 00 $80 00 $16 00 $30 00 $22 00 


Additions for speci:l] widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $10; 10-inch and w der, $20; 
12-inch and wider, $30. 


OAK FLOORING 


Following are averages of actual carlot 
sales prices of oak flooring, Memphis (Tenn.) 
basis, as reported to the Oak Flooring Manu- 
facturers’ Association for business done dur- 
ing the week ended Aug. 15: 


42x24" 12x1%"” %x2” % 





x1%” 


Clr. qtd. wht....$84.50 $57.00 $47.00 
Cir. atd. red..... 69.50 ae 47.00 
Sen. 86. Fed..... $5.00 er ee 34.00 
ca. Oem. Wet... 59.50 $50.75 44.12 35.00 
Cir. pin. TeG..... 50.25 49.50 46.50 37.05 
Sel. pln. wht 43.05 39.53 32.75 wee 
en. Sem. POG. « «+. +y 28 38.23 31.63 28.82 
No. 1 com., wht. 25.21 25.75 ey .: 
No. 1 com., red.. 23. 20 22.14 16.55 
No. 2 common, .° 11,88 27.86 ° 

4x2” 144x114” f x2” $sx1% ” 
Clr. pin. wht. ae caren’ 53 ‘ 
Clr. pln. red.. $52. 71 3 49.50 os 
Sel. pin. wht.. $4.1: 39.56 $27.50 
Sel. pln. red.... 47.5 36.10 . 
No. 1 com., wht. 23. me 


No. 1 Com., red.. 
No. 2 common... 





Augus' 


i 
awe be br Tt 


nn aie on 





better 
0 
0 

No. 3 
$22.00 
1 and 


$s, are: 
» $20; 


carlot 
‘enn.) 
Manu- 
. dur- 


x1%” 
$47.00 
47.00 
34.00 
35.00 
37.05 


28.82 
16.58 
x1¥ ” 
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AMERICAN LUMBERMAN 
SALES PRICES OF SOUTHERN HARDWOODS 





Following were the average sales prices received for southern hardwoods during the week ended Aug. 18, Chicago basis: 

4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
Rep GUM— RED OAK— 

Qtd. FAS...$75.75@ 76.75 ..........6. $78.00 a seeceseeses ee TR eo iets, ab vehanncd ee: asuaw meee 
No. 1&sel. 41.50 $47.00 50.00 $48.75@ 55.00 No. 1&sel. 58.25@ 59.00 67.25 7. °° weemewureaum 

Pin. FAS... 74.76 MRA Re knee Bley Pere oe seeseeseeses Pe tes ES | eine Paes SARE Me RD glen ame eee 
Wo. BGBEL.. ccc ccccc ners 17.50 18.75@ 49.50 51.50 Pin. FAS... 58.25@ 63.75 62.75 64.75 68.00 
GD Ears ACKREKOKHD RE. HeREROEERHAS Bet KERR ERC ERS RES No. 1&sel. 39.00@ 48.00 45.50@ 46.25 47.75@ 58.25 ............ 

sap GUM— Se Se erty See ee ee eee eee 

Qtd. F See Cee ssh edeene ware 50.00 13.50@ 561.50 Recess CE EE Gicatdeerehe | CaacebareRnk’ aGeweeneoa 
Mo. teel. S4,150 BET occssconce ns 31.25@ 35.25 31.25@ 36.75 poprar— 

Pin. FAS... 35.00@ 36.50 41.06@ 41.75 47.00 wa eneeeenees Pln. FAS... 76.00 ee ON |. Se aoc apa akae ake 
No. 1&sel. 25 25 ie Cee <cassvepapeeeea aus tte eee eee Saps | Pe ee eer. s)he so tones Seen eo aeiae 
No. 2..<+« 32.00 24.00 23.00 26.00 Saps&sel 44.25 Beemer AN Cie err ee line 26 Car ga 

BLACK GUM— Pe. Ecce s DE. DEED wseecadesenc +¢aNoun aces e>eseenimens 

Qtd. FAS.. ee SE. cicplwteuses httesoes aur, nk weep one cao) I A iat biueekaetanaaenee 
eon § é é - ateeweeeehest Gwhaemaicieaae “amaeuhelkun wares Mo: 3B... 21.760 S275  .cccccvcdcce 24.00 25.25 

a aon Oe | © cadet bngacie -acteneawenak: saeainebis'ak Asn 

WHITE OAK— = ; No. 2....... 27.75@ 28.00 25.00 MiGin  #é—. vcaisutevistde 

Qtd. FAS... peewee ee eee 136.50 138.50 145.25 GE pee ae °° - ° ~aghkanwet ek Tiekneiice Sheed. heaedmnnen 
Se OS Se are Serer: are a re ee 78.50 . ae 

Pin. FAS... 78.50@ 79.00 88.50 90.00 110.75 ed ee 54.95 
No. 1&sel. 46.00@ 46.50 50.75@ 75.50 5.79 @ 80.00 71.75@ 84.25 =, . s Se oe ee ee ae ee ek ee eee eS ee re ee 54.2 
ie: Cen AR ee i aa tel ek <peaen ie olds CoTTON wooD— 
ie. PT SARIS SARIN a Bare eae Rasen OR eS leds wtewiea'ed Ti  ~““xesteceocsee eee eet 
— a ee, = =§=———<CS~— hn Te: Hee eZeKes Wee mem wana MAGNOLIA— 

Poe ee é&8 8  ‘rasivcbenben “SeeneReweaks “‘ohe Rewer ese ME ae pide 51.00 ee 8 8«=—«_—i‘(“‘(“‘éCL Hh OR Se Re EE 
MIXED OAK— ee DO eau aeG meme 3 ee Perey ne ane nts eeeeees 
a ee Satta weenie. Crataneeeare Pa £+j§j 4 eeawwemernhau's Pe as ee = —3Esl Fs ti‘“( Cn eG URES OR, UeRih ewan elaes 27.76 





APPALACHIAN WOODS 


Cincinnati, Ohio, Aug. 24.—Average whole- 
sale prices, carloads, Cincinnati base, on Ap- 





palachian “soft texture’ hardwoods: 
PLAIN WHITE OAK— 
4/4 5&6/4 8/4 
WAS  staveovan $85@100 $100@115 $105@120 
No. 1 com.&sel. 45@ 50 60 65 70@ 75 
No. 2 com..... 30@ 33 38@ 40 
No. 3 cOmM...<. 20@ 22 24 26 26@ 28 
Sd. wormy 38@ 40 55 57 60@ 62 
PLAIN RED OAK— 
fo) rae 70@ 82 7T5@ 85 90@ 100 
No. 1 com.&sel. 38@ 50 52@ 55 58 62 
Wo. 2 COM. .«e. H+ 4 30 36@ 38 38 40 
No. 3 com..... 20 22 27@ 30 28@ 30 
CHESTNUT— 
PE ocsvseces 70@ 75 85@ 90 ++ fet 
No. 1 com..... 43@ 46 54 59 60@ 65 
No. 3 com..... 0@ 21 20 21 20@ 21 
Sd. wormy & 

No. 2 com... 28@ 31 32@ 35 36@ 38 
No. 1 & btr. sd. 

wormy ..... 1@ 35 83@ 36 38@ 40 

PoPLAR— 
Panel & No. 1, 

18” & wdr...130@135 Sti Ht ttt: 
2a 85@100 105@115 120@130 
Saps & sel.... 60@ 75 $9@ 90 209 66 
a 2 weesneee . ++ | 52 55 60 60 65 
No, 2-A -. 33@ 36 280 43 90 48 
2 Se beewse 24@ 26 28 30 29 31 

MaPLeE— 
Co Or rT we 75 Ht 78 78 80 
No. 1 com.&sel. 45@ 50 52 55 57 60 
No. 2 com..... 33@ 36 38@ 41 39 42 
Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers 


Association, averaged as follows f. 0. b. cars 


flooring mill basis during the week ended 
Aug. 22: 

First Second Third 
Ee Cl wae wa doen eee $44.92 $27.56 





END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 


FAS No.1 &sel. 

4/4 scale ene Siac een $110.00 $ 85.00 

| a ere re - 115.00 90.00 
Sere ee eee 120.00 95.0 

8/4 beeens errr ry - 125.00 100.00 

10/4 ubwawihckantekeseien 150.00 125.00 

Oe wihkewwenis ceeocesnicmen 160.00 135.00 





WEST COAST LOGS 


Everett, Wash. Aug. 22.—List prices of logs: 


Fir: South Sound territory: No. 1, $16; No. 
2, $12: No. 3, $8. 
In North Sound territory the majority of 


camps are still down, and stocks of logs are 
Slowly being reduced. No attempt is being 
made to meet South Sound prices, and most 


logs are offered on the following basis: No. 1, 
$18; No. 2, $14; No. 3, $10. 

Cedar: Shingle logs $S8@10; 
$19@ 20. 


logs, 


lumber 


Hemlock: No. 
No. 1, 


2, $10.50@12.50;: 
No. 2, 


No. 3, $9@11. 
$15; No. 3, $10. 


Spruce: $20: 


This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 19 


NORTHERN PINE 


BUFFALO, N. Y., Aug. 25.—Northern pine is 
in rather light demand at present and much 
competition from other woods is reported. It 
is difficult to get. back prices that will show 
a profit to the mills over what was paid by 
them for stumpage. Some wholesalers are 
making extensive additions to their supplies, 
feeling that a change for the better will come 
this fall and that lumber is bound to go 


— REDWOOD 


NEW YORK, Aug. 24.—Inquiry for redwood 
is small, but volume continues at an even level. 
Representatives are complaining about sub- 
stitution, but say that business is as good as 
they can expect at this time of year. 


EASTERN SPRUCE 


BOSTON, MASS., Aug. 25.—Now that hot 
weather and the vacation season are rapidly 
drawing to a close distributers are hoping 
for some improvement in the demand for 
eastern spruce. Prices are unprofitably low 
and whether they will strengthen during the 
fall depends largely upon the trend of com- 


peting 
sellers 


softwoods from the West Coast. Some 
quote $36 base for frames but $35 is 
a more usual price and an easy schedule cer- 


tainly can be bought for appreciably less. 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights,-obtained by Arkansas soft pine mills 
during the week ended Aug. 15: 


Plooring 

: 1x3” 1x4” 
Edge grain—Bébetter......... $57.00 $56.00 
Flat grain—Bé&better......... 29.00 29.00 
oe Saas 25.00 24.00 
| i ae ee 18.09 17.50 

Partition and Siding 
Boston partition, B&better, 1x4”....... $27.50 
Drop siding, B&better, 1x6”............. 27.50 

Finish and Moldings 
Finish, B&better, 1n5410".........cces- $44.00 
Finish, B&better, 5/4x5&10”............ 58.00 
COG BOG DONG, THORS . ok ccecscsccesecse 45.00 
Discount on moldings, 1%” and under... 50% 
13%” and over.... 40% 

Boards and Shiplap 
Boards and shiplap, No. 1, 1x8”......... $26.00 
Boards, No, 2, 1x12", 16, 19820’.......+ 23.00 
Ee, BOG DB, BNE nctesern swSdvanesews 15.00 

Dimension 
wee. Ey. Be Ol. Bee OE i oss He kewtasa $16.00 
et eg ee Es ceeded ae we 19.00 
See 6 SEO MI, BO cicccesvcavceoer 29.00 
a oe oe ae OC rer 16.00 
a eee ee 20.00 
Lath 


Scantling and covering boards are offered at 
$25, and nice 1x2 furring at $24. Lath are 
quiet and prices unchanged. 

NEW YORK, Aug. 24.—Some handlers of 


tidewater red cypress report greatly increased 
demand during the last week. Prices are 
highly competitive, but buyers are not always 
able to take full advantage of them, due to 
scarcity of some items in storage here, and 
the necessity for quick delivery. There is 
great diversity between prices for straight 
cars, and those for mixed shipments. 





BALTIMORE, MD., Aug. 24. 
aging expressions of opinion are met with 
in the cypress trade. Quotations appear to 
be fairly well maintained, and there is a 
feeling of confidence among prominent 
cypress men that was absent not so long 
ago. 


CINCINNATI, OHIO, Aug. 24.—Cypress is 
very dull with both demand and inquiry poor. A 


Some encour- 





few lots of finish are being placed and some 
factory lumber is moving. Otherwise sales 
are very spotty with prices soft and unsatis- 


factory. There is very little yard or whole- 
saler demand. 
BOSTON, MASS., Aug. 25.—Business_ in 


eastern and northern hemlock boards has al- 
most ceased although nice clipped can be had 
at $26 and random at $25. Some country mills 


find more or less local business at better 
figures than city wholesalers competing with 
stock from the West Coast venture to quote 
for native lumber. Some fair sales of west- 
ern hemlock are being made on the Boston 
dock at $13 off Page 12% Atlantic Differen- 
tial lists for scantling, $13.50 off for other 


2-inch and $14 off for 3-inch and thicker. 


DOUGLAS FIR 


CHICAGO, Aug. 26.—A few sellers of Doug- 
las fir reported somewhat of a pick-up in their 
sales for the last few weeks, mainly to’ the 
industrial trade, but discounted it any in- 
dication of a general renewal of trade. The 
Chicago & North Western railroad last week 
bought 1,200,000 feet of structural and main- 
tenance of way material, but the prices at 
which it was bought, sellers said, allowed the 
mills not more than about $10 at the mill. 
It is expected that railroads will be more 
active after the rate controversy is settled—— 
if it is in their favor. 


as 


NEW YORK, Aug. 24.—The volume of Doug- 
las fir was slightly higher last week than pre- 


viously. No. 1 common timbers for building 
purposes found a good market. The inter- 


coastal shipping companies are meeting regu- 


larly, and so far have seen no cause to break 
small 


below the $11 rate set for October. <A 





58 


amount of buying for stock by retail yards 
and smaller industrials has been stimulated 
by the belief that fir prices have reached 
bottom and are starting up, but the really 
big users of the wood are still buying only 
in accordance with their actual needs. No. 1 
common boards are available here at $20 @ 


$21. 


BALTIMORE, MD., Aug. 24.—The announce- 


ment that ocean freight rates have been 
marked up is almost the only development 
in the market for fir that might be said to 
exert any influence upon the trade. Demand 
is about as it has remained for some time, 
with no quickening in the inquiry as yet to 
suggest near improvement. Nor have the 


quotations 
production 


improved, in spite of curtailed 


KANSAS CITY, MO., 


Aug. 24.—Hand to 
mouth buying again featured the Douglas 
fir market. Even the larger consumers are 
reluctant to book heavily as the market is 


fairly stationary. 


WESTERN PINES 


CHICAGO, Aug. 26 The enthusiastic and 
determined support which mill men are giv- 
ing the idea of keéping firm is a rather 


heartening influence to the distributers of 
western pines here, apparently. One local 
sales office reported that its sales volume is 
on the way up, and in fact has held up quite 


well although it has not lowered prices at all. 
The attitude of this firm is, “Why lower prices 


with. the others, when we can sell without 
lowering prices?” 
BUFFALO, N. Y Aug. 25.—Prices in the 


Western pines are unsettled and are weak ona 
good many items. The situation is so un- 
satisfactory to the mills that they have placed 
higher figures on some items and feel that 
they will be able to get the advances. Lead- 
ing items in Pondosa Pine show some 


strengthening 
weak. 
tailers 
down. 


Prices in sugar pine are called 
Buying is mostly in small re- 
and others are keeping stocks 


lots, as 


their 


KANSAS CITY, MO., Aug. 24.—Buyers are 
still holding off in spite of the firmer trend 
of the market. Apparently they believe the 
present show of strength in the market to 
be only temporary and not worried at 
all. Railroad buying is at a low level and 
industrials showing no interest. 


are 


are 


NEW YORK, Aug. 24—Prices of western pines 
continued soft, with less inquiry. Pondosa is 
selling better than Idaho or California pine. 
Practically all the western pine coming here 
is water-borne Only part of each parcel is 
usually disposed of before shipment, the re- 
mainder being sold at almost any price just 
before the boat docks. This has had a 
strong tendency to prevent any stabilization 
of prices. If boat rates continue to rise, there 
is some hope that these woods will go back 
to rail shipment, an event expected to have 
a steadying effect 


HARDWOODS 


CHICAGO, Aug. 26.—There is practically no 
change in the hardwood market here Most 
of the distributers seem to have adopted the 
belief that they will get their share of the 
business, such as it is, and although many are 
working hard, no one seems willing to fore- 
cast how much business his efforts will bring 
him. Orders continue to come in, but the 
lumbermen say they don’t know where th: 
next one will come from. 

BUFFALO, N. Y., Aug. 25.—Demand has 
shown a slight increase and more buyers 


seem to be getting interested in making addi- 
tions to their stocks. Trade is not called at 
all active, but it is believed by dealers that 
it will soon be better than for a good while. 
Certain lines of industry are planning for the 
fall season and find it necessary to make ad- 
ditions before they can go ahead. 


NEW YORK, Aug. 24.—White oak, Nos. 1 and 


2, especially that from the southern mills, has 
a constant demand here which has caused a 
sharp price rise. Competition to dispose of 
this wood has become much less keen as sell- 
ers realize that prices should be better from 
now on Outside of this one line, the hard- 
woods are suffering from soft prices and in- 


different demand. Northern hardwood spe- 
cialists place most of their emphasis on 
birch. Some inquiry has been seen for red 


AMERICAN LUMBERMAN 


zum, No. 1 and select, and maple flooring 
holds up well. Chestnut is inquired for in 
mixed carloads. Foreign conditions become 
more uncertain from day to day, and cancel- 


lations from England are anticipated. 





BALTIMORE, MD., Aug. 24.—Conditions in 
the hardwood trade are not regarded as par- 
ticularly encouraging. Some of the tem- 
permentally optimistic producers will say no 
more than that business is about as it has 
been though with stocks perhaps lower than 
they were, while quotations are still down, 
with nothing in sight to put them up. The 
chief trouble is an absence of price stabiliza- 
tion, so that potential buyers hesitate to 
place orders except to take care of the most 
urgent requirements, and only when they are 


convinced they are buying at the very low- 
est price. Not until they. can be made to 
feel that delay may mean having to pay 


more will buyers be in a mood to order more 
freely. 





CINCINNATI, OHIO, Aug. 24.—More inquiry 
for southern oak for flooring and oak and gum 
both in the rough lumber and in dimension 
is reported. Prices of 4/4 red oak are stiffen- 
ing dry 


as supplies grow somewhat scarcer. 
Other prices are about steady on the basis 
of the previous week. Sales still are in hand- 
to-mouth lots and spotty, although some in- 
quiry for straight cars is being received. In- 
quiry for export lumber is said to be more 
active. 


SOUTHERN PINE 


CHICAGO, Aug. 26.—Although one distribu- 
ter of southern pine reported an upward trend 
in his sales volume, with industrial demand 
causing it, he deemed it only a spurt coming 
his way, and the general opinion around town 
seems to indicate no chanze in either 
or prices. 


volume 


BOSTON, MASS., Aug. 25.—There is no 
change in the quiet demand for southern pine. 
The building industry has shown distinct 
signs of revival of late and there is likely to 
be some replenishing by retail dealers of 
southern pine yard items after Labor Day. 
Prices are certainly no firmer and in some 
instances there are further concessions. 
Quotations: Roofers, 8-inch air dried, $214 
21.50; partition, B and better 11/16-inch, $35@ 
37; flooring, 1x4, low for shortleaf and high- 

locally obtainable for longleaf; B@better 
rift, $62@73; C rift, $46.75@58; B@better near 
rift, $50@55.25; B@better flat, $34@36. 

Aug. 24.—North Caro- 
continue to report ex- 
treme quiet in the trade and declare that 
they are unable to detect signs of any im- 
provement, with the inquiry listless and with 
the demand for stocks low. Although stocks 
on the wharves are down to the smallest 
proportions in years, the absence of any 
large accumulations apparently does not 
stimulate the buying, with consumers plac- 
ing orders only the lumber is actually 
needed. Nothing has developed to change 
the longleaf pine market. Demand is fair, 
with buyers often giving preference to this 
species over other stocks that can be had at 
a somewhat lower price. 


est 





BALTIMORE, 
lina pine men 


MD., 
here 


as 








KANSAS CITY, MO., Aug. 24.—Southern 
pine mills in this vicinity continue to be 
heavily oversold on numerous items. No. 1 
dimension, 2x4-inch, 8-, 9- and _ 10-foot 


leneths is showing further strength as a re- 
sult of scarcity. No. 2 boards are also tight. 
Surplus items have been receiving a great 
deal of interest due to the concessions mills 
are willing to allow to move this stock. In 
some of surplus items have been 
readily moved under this arrangement to cus- 


cars 


cases, 





tomers that have been purchasing straight 
cars. 

CINCINNATI, OHIO, Aug. 24.—The current 
week is one of the dullest of the season ac- 
cording to all reports. Practically no in- 


qguiries were received and building is at a low 
ebb. Prices are soft except on scarce items. 
Yards and planing mills are apparently sup- 
plied for the time and if inquiries are made 
they are for mixed carlot items for fill-ins on 
stocks. Common lumber is draggy. 





NEW YORK, Aug. 24.—Southern pine demand 
is moderate, but is more than equal to ship- 
ments. Dimension is commanding a _ better 
price in some items, due to scarcity. West 
side lumber has the best volume, selling at 
a differential of more than a dollar under 


August 29, 1931 


similar wood from the east side mills. 
of the railroads have circulated 
for stock, but have not placed 
ments are mostly in mixed cars. 


CLAPBOARDS 


BOSTON, MASS., Aug. 25.—Clapboard trade 


Some 
inquiries 
orders. Ship. 


is decidedly dull and wholesalers are none too 
hopeful of seeing much improvement during 
the fall. Building shows signs of picking up 
but the types of construction requiring clap. 
boards remain very slow. Retail yards are 
carrying light stocks and replacement orders 
are few and unimportant. Prices for eastern 
spruce and native white clapboards keep about 
steady because of the scanty supplies in first 
hands. Stock from the West Coast is urgently 
offered and prices are weak, especially for red 


cedars. BOXBOARDS 


BOSTON, MASS., Aug. 25.—Boxboard trade 
is as quiet as it has been for weeks but there 
are signs of improvement within the near 
future. Many small industries which use 
packing lumber are finding new business after 
a long spell of near-stagnation. Canning fac- 
tories are becoming busy. Demand for con- 
tainers for farm products will soon be at the 
peak. The surplus of unsold box lumber is 


gradually being absorbed and if the present 
trend continues for another month or two 


there will be a healthier situation all around, 
Prices are still unsatisfactorily low, however, 
and close buyers are able to 





pick up some 
surprising bargains. 
. . . 
Trouble and Litigation 
BUFFALO, N. Y Aug. 24.—The lumber 


firm of Bouley & Buck, at West Seneca, a sub- 
urb of this city, has suspended business with 
the intention of either refinancing or liquidat- 


ing. The senior member of the firm recently 
died. Liabilities are said to be considerable 
more than assets. Judgments have been re- 


corded against the firm in favor of the Buffalo 
Sash & Door Co. for $3,700.94 and the Iro- 
quois Door Co. for $325. 


BALTIMORE,’ Aug. 24.—Two methods of 
liquidating the affairs of the Heise & Bruns 
Mill & Lumber Co., which has become involved 
in difficulties, are being considered. One of 
these methods is a disposal of the assets and 
distribution of proceeds by a committee of 
creditors, which includes Daniel MacLea, of 
the MacLea Lumber Co.; Stephen S. Mann, of 
the Mann & Parker Lumber Co., and H. C 


Staley, of the Druid Oak Belting Co. This 
committee represents about forty-five cred- 
itors. The other is through a receivership, 
which has been applied for in Circuit Court 


No. 2 by the Ferris Hardwood 
Williamsport, Pa., and the Harbor Plywood 
Co., of 184 West Ostend street, this city. 
These two petitioners for a receivership allege 
they have claims of $817.63 against the Heise 
& Bruns Co. The committee is expected to 
offer energetic opposition to the receivership 
because of the alleged cost and the impair- 
ment of assets such a proceeding is believed 
to involve. But whatever mode of settlement 
is adopted, the Heise & Bruns Company will 
pass out of history. 


Lumber Co., of 





Hymeneal 


GABLE-STEARNS. A marriage which took 
place on May 30, but which has been kept a 
secret until a few days ago, is that of Miss 
Paulina D. Stearns, daughter of Robert L. 
Stearns, of Ludington, Mich., president of the 
Stearns Lumber & Coal Co., of Kentucky, and 
granddaughter of Col. J. S. Stearns, pioneer 
lumber developer of Ludington, to Gilbert 
Gable, explorer and scientist. The ceremony 
took place at the Vassar Club, of New York, 
the bride being a “Daisy Chain” graduate of 


Vassar, class of 1924. Mr. and Mrs. Gable 
have been working together on a radio chain 
feature, “The High Road to Adventure,” for 
some months. The father of the bride makes 


his home in Ludington, but is manager of the 
extensive timber and coal land interests which 
his father developed in southeastern Kentucky. 


MILLER-KANALEY. Frederick C. 
associated with his father Charles Miller in 
the Carl Miller Lumber Co., Milwaukee, Wis., 
was married Aug. 22 at Sacred Heart Church, 
Winnetka, Ill., to Miss Adele Kanaley, daugh- 
ter of Mr. and Mrs. Byron V. Kanaley, of Win- 


Miller, 


netka, Ill. Following the ceremony a recep- 
tion was held in the gardens surrounding the 


Kanaley home in Winnetka. Mr. and Mrs. 
Miller left on a honeymoon trip to Lake Lou- 
ise and Banff, later going to Honolulu. They 
will make their home at 4614 North Murray 
Avenue, Milwaukee, Wis. 
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Week’s Record of Deaths in Lumber World 


GEORGE C. SPRINGMAN, SR., head of the 
well-known lumber family of Alton, Ill., died 
on Tuesday afternoon, Aug. 11, after an illness 
of three weeks. Mr. Springman was 73 years 
old and had suffered a heat stroke a few weeks 
ago, but had apparently recovered from its 
effects. A heart affection resulted, however, 
ending fatally. Although Mr. Springman had 
not been active in the lumber business which 
he founded for a good many years, he was one 
of the most widely known lumbermen of the 
State and old-time readers of the AMERICAN 
LUMBERMAN will remember many stories akout 
his activities when he was building up his 
famous family-owned and operated lumber and 
millwork plant. Mr. Springman was born in 
Alton in 1857 and had lived most of his life in 
that city, or its vicinity. He operated saw- 
mills in Texas for a few years and became the 
owner of a good deal of Texas timber by 
shrewd purchases at that time. In 1908 he re- 
turned to Alton and organized the Springman 
Lumber Co., a small retail yard which flour- 
ished and grew into the splendid organization 
of today. It was his ambition that his family, 
consisting of nine sons and two daughters, 
should each have a share in the active conduct 
of this business, and was successful in achiev- 
ing that aim. All of the family have entered 
the business as soon as old enough, as em- 
ployees and stockholders, taking direct charge 
of the various departments. Eventually the 
business was incorporated under its present 
name with the members of the family as offi- 
cers and stockholders. One son, William, and 
one daughter, Helen, have since died. Mr. 
Springman resigned his own active part in the 
business some years ago and devoted his time 
to his farm and timber lands. He was very 
highly regarded in business and civic circles 
and was noted for his charities and contribu- 
tions to church and philanthropic institutions. 
Mrs. Springman survives, with eight sons and 
a daughter, also 38 grandchildren. Joseph J. 
Springman, secretary and manager of the 
company, and eldest son, is particularly well 
known among members of the State associa- 
tion as he has been very active and a frequent 
speaker at its conventions. 


E. S. SHEPERD, general superintendent of 
the Stewart Inso Board Corporation, St. 
Joseph, Mo., died on Aug. 21 as a result of in- 
juries sustained in an automobile accident 
near Fulton, Mo., on Aug. 18. The car in 
which Mr. Sheperd was returning from an 
eastern business trip skidded and turned over 
during a heavy rainstorm. Mr. Sheperd was 
one of the best known and best informed men 
in the straw pulp industry. As a boy he 
learned paper making in his father’s mill at 
Piqua, Ohio. As a young man he and a 
brother established and, built the Vincennes 
Straw Board Mill in Vincennes, Ind. They 
operated the mill for a number of years, later 
selling to the American Paper Board Co. In 
1911 Mr. Sheperd went to Hutchinson, Kan., 
where he organized and helped supervise the 
construction of the Western Straw Board Mill, 
now the property of the Emerson Carey Fibre 
Products Co. In 1927 he assisted in the or- 
ganization and erection of the mill of the 
Stewart Inso Board Corporation. His brother, 
A. M. Sheperd, general manager of the Ten- 
nessee Paper Mills, Chattanooga, Tenn., died 
early this year. 


DAVID E. MEAD, aged 52, well known busi- 
ness man of Amarillo, Tex., and at one time in 
the lumber business there, was instantly killed 
by a fall from an office window in that city on 
Aug. 19. Mr. Mead had been ill for some time 
and was sitting on the window sill in his phy- 
Sician’s office, when he suffered an attack of 
vertigo and fell. At the time of his death he 
was credit manager for the Russell Stationery 
Co., of Amarillo. He was born in Hillsboro, 
Tenn., going to Texas as a boy. He served in 
the Spanish-American war and on the Mexican 
border. For a number of years he operated a 
lumber yard at Beaumont, and in 1919 he 
joined the Burgess Lumber Yard at Amarillo. 
Later he became associate editor of the Gulf 
Coast Lumberman and for a short time was on 
the editorial staff of the AMERICAN LUMBERMAN. 
Because of ill health he had to leave Chicago 
and returned to Amarillo in 1924. Mr. Mead 
eaves a widow; two sons: Ben Carlton Mead, 
of San Antonio, a noted artist and illustrator, 
and David Mead, of Austin; a daughter, Mrs. 
Granville T. Bruce, wife of a prominent Dallas 
artist; and two brothers: Carlton E. Mead, 
former attorney general, of Marsa, and J. W. 
Mead, of Coleman. 





=. F, 


LINK, owner of Link-Newcomb Mill 
& Lumber Co., Bentonia, Miss., died at his 
home in that city on Tuesday, Aug. 4, of a 


heart attack. 


Mr. Link was 59 years old and 
apparently in 


good health up to the time of 
the attack. He was a native of Tennessee 
Where he started in the hardwood lumber 
business as a young man. In 1905 he moved 
With his family to Bentonia, joining with W. 
H. Newcomb in the organization of the Link- 


Newcomb Mill & Lumber Co., and developed 
it into one of the largest hardwood operations 
of the South, with mills in Mississippi and 
Louisiana. Mr. Link was active in the firms 
of Link-Newcomb & Williams Lumber Co. and 
Link-Newcomb & Hall Lumber Co., of Louisi- 
ana, which were later absorbed by the Link- 
Newcomb Mill & Lumber Co. After the death 
of Mr. Newcomb in 1926, Mr. Link acquired 
the entire mill properties and timber holdings 


of the partnership, continuing under the old 
name. In 1927 he began disposing of the mill 
properties and for the last few years had 
practically retired from active lumber busi- 
ness. Mr. Link was also president of the 


Lintonia Brick Co., of Yazoo City, Miss., oper- 
ated his 3,500 acre Walker Plantation in Yazoo 
County, Mississippi, and. was interested in 
various other enterprises, being a director in 
several corporations. He was a Mason and 
active in all affairs for the betterment of the 
community in which he lived. A widow, Nora 


L. Miller Link, one son, William Link, one 
daughter, Mrs. Lurleans Link Penn, and a 
little granddaughter survive, also two sisters 


and one brother. 


MICHAEL P. McLAUGHLIN, aged 61, well 
known Wisconsin lumberman, passed away at 
his residence in Merrill, Wis., on Aug. 21, of 
heart failure. Mr. McLaughlin went to Wis- 
consin in 1893, settling at Merrill, and enter- 
ing the employ of the Gilkey-Anson Lumber 
Co., with which he remained for 17 years. He 
spent some years also with a lumber company 
at Grand Rapids, Mich., and still later held 
the position of manager of the Wisconsin- 
Arkansas Lumber Co., at Malvern, Ark. For 
the last several years he had been in business 
for himself, dealing in lands and forest prod- 
ucts. He was deeply interested in all civic 
matters. He was a member of the Elks, of 
Merrill Lodge, No. 696, and of St. Francis 
Xavier church. 


HARRY BENTLEY BURNET, 69 years old, 
president of the Burnet-Binford Lumber Co., 
of Indianapolis, Ind., died at his home in that 
city Aug. 15, after an illness of more than a 
year. Mr. Burnet was born in Vincennes, Ind. 
His grandfather, a minister was associated 
with Alexander Campbell in establishing Dis- 
ciples of Christ congregations throughout 
Ohio. Mr. Burnet was graduated from Vin- 
cennes University in 1880 and from Indiana 
University in 1884. He was admitted to the 
bar in 1886. The following year he entered 
the wholesale lumber business at Cleveland, 
Ohio, with his brother, Charles. He settled in 
Indianapolis in 1895, founding the Burnet- 
Lewis Lumber Co. with P. B. Lewis on Shelby 
Street and later the company opened another 
office on West Thirtieth Street. Mr. Lewis 
died about three months ago. The partnership, 
however, was dissolved in 1916 and not long 
thereafter the Burnet-Binford partnership was 
established. Mr. Burnet was an elder and a 
trustee of the Third Christian church and was 
treasurer of the Indiana Lumbermen’s Mutual 
Insurance Co. He was a member of several 
fraternal organizations and clubs of the city. 
He had traveled extensively in Europe, Canada, 
Alaska and South America. He is survived by 
the widow, Mrs. Mary Quick Burnet, a twin 
brother, Percy B. Burnet of Kansas City, and 
a sister, Mrs. H. I. Willis of Vincennes. 


HENRY STEPHENS, who for many: years 
conducted a lumber business at Andover, N. Y., 
died on Aug. 18, aged 79. He was born in 
Canaan, Conn., but had spent most of his life 
in Andover, where he was a power in Repub- 
lican politics, serving as supervisor of the 
town and president of the village. In recent 
years he was in the insurance business. Sur- 


viving are his widow, Mrs. Anna Spaulding 
Stephens, and two daughters, Mrs. Clayton 
Earley and Mrs. Roy A. Parker, both of 
Andover, 


CLAY PHILBRICK, president Philbrick Cut- 
terhead Co., Seattle, Wash., died Saturday, 
Aug. 15, at Butte, Mont. Mr. Philbrick was 
stricken whil@ aboard a train enroute to his 
home in Seattle, and was taken from the train 
to a hospital in Butte a short time before his 
death. He was homeward bound from a trip 
to Europe as a delegate from the Seattle 
Rotary Club to the International Rotary Con- 
vention at Vienna. Mr. Philbrick was known 
to the lumber and wood-working trade through- 
out the West particularly, as Philbrick Cut- 
terheads have enjoyed an enviable reputation 





A five line ad costing $1.50 pro- 

duced eight high-class salesmen for 

an advertiser. REACH the BEST 
in the INDUSTRY 


for more than a quarter of a century. He 
succeeded to the business founded by his 
father, and later this business was affiliated 
with the Henry Disston & Sons, (Inc.), saw 
manufacturers. Mr. Philbrick was 50 years of 
age. He is survived by his widow and two 
sons, Warren, fourteen, and Richard, eleven. 
Funeral services were held in Seattle, Tues- 
day, Aug. 25. 


°SMIL THOMAS, aged 62, who in the early 
lumber days of northern Wisconsin was an 
extensive logging o»erator, with headquarters 
at Rhinelander, Wis., is dead at his home in 
Halliday, N. D. He was widely known among 
pioneer lumbermen of Lincoln County, Wis- 
consin. 





RALPH HARMAN, retail lumber dealer in 
Lawrence, Kan., died Aug. 19 in Colorado 
Springs, Colo., of burns received when a kero- 
sene can exploded. Mr. Harman, who was 44 
years old, went to Lawrence from Cottonwood 
Falls, Kan., in 1924 and entered the lumber 
business. He attended the University of 
Kansas in 1908 and 1909. Surviving are Mrs. 
Harman and two daughters, Helen and Nancy 
Harman. 


W. P. RIDDOCH, 50 years old, president of 
the Riddoch Lumber Co., Colorado Springs, 
Colo., died at his home in that city during the 
past week. He had been ill but a few days. 
He recently suffered a paralytic stroke. 


WILLARD H. STEIN, 59 years old, a lum- 
ber dealer in Indianapolis, Ind., for more than 
twenty years, ended his life in the basement 
of his home by shooting himself through the 
temple. He had ‘been vice president of the 
O. D. Haskett Lumber Co. until the company 
failed about three years ago. Ill health and 
brooding over financial reverses since the 
failure of the company are believed to have 
prompted the act. He was born at Gosport 
and settled in Indianapolis thirty years ago. 
He was widely known among lumbermen of 
Indiana, being an active figure in all Hoo Hoo 
concatenations held during the annual retail 
convention in Indianapolis. 





Business Changes, Etc. 


(Continued from Page 54) 


apolis in that town. 
and has a contract to supply a number 
roads with battery boxes. 

NEW YORK. Bellaire (P. O. Queens Village)— 
M. Goodwin & Co. of Brooklyn opening local yard. 


Manufactures wood novelties 


of rail- 


Brooklyn—Krauss Bros. Lumber Co., of Seattle, 
Wash., opening a local yard. 
OREGON. Portland—A, K. Isham has sold his 


foundry machinery and converted the building into 


building materials sales office and warehouse, 
handling lumber, roofing, ete. 
Wimer—tTrain Bros. will open a sawmill here. 


Springfield—Springfield Mfg. Co. is 
open a sawmill at this point. 

TENNESSEE. Knoxville—The Whitcomb & Bal- 
lou Lumber Co. purchased a site in Proctor Addi- 
tion on which it will establish a wholesale lumber 


about to 


plant. Will install a resaw plant and lumber 
storage yard. 
WASHINGTON... Monitor—Cranston Co, of We- 


natchee opening local factory. 

WEST VIRGINIA. New Martinsville—Bowser 
Lumber & Feed Co. has purchased a location for 
a store at Pine Grove, W. Va., and will remodel 
building now on it. 


New Mills and Equipment 


MASSACHUSETTS. Brocton—Taunton 
Co. has !et the contract for erection of a 
addition to its plant, 243 N. Montello St. 

OREGON. Cottage Grove—Sawmill of W. A. 
Woodward Lumber Co. has opened for business. 

WASHINGTON. Pinehurst—Levi Lash, for- 
merly of Seattle, has established a sash and door 
factory on the highway three miles east of Ever- 
ett under name of Big Arrow Sash & Door Co, 


Lumber 
$50,000 





IN ACCORDANCE with an agreement between 
the Province of Quebec and timber operating 
companies, a reduction of 50 cents a thousand 
board feet has been effected in stumpage dues 
on white pine, red pine, spruce, cedar, balsam, 
jackpine and poplar, states a report to the De- 
partment of Commerce from the trade commis- 
sioner at Montreal. In return, the companies 
agree to expand their logging operations to the 
extent of cutting an additional 200,000,000 board 
feet between now and June 30, 1932. The trade 


reports that the Quebec cut for the year ending 
June 30, 1932 will, with this addition amount 
to just over 60 percent of normal. 











if How to Figure Costs for Advertising 1 
In Classified Department 


For two consecutive weeks...... 55 centsaline . 
For three consecutive weeks..... 75 cents a line | 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 





For twenty-six consecutive weeks..$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a line 


Seven words of ordinary length make 


«..2 line. 

Count in the signature. Heading 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Reiiittances to accompany the order 
No extra charge for of paper 
containing advertisement. Copy must 
L- in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


copies 

















WANTED 











Salesmen 





ADD $6-$100 A WEEK TO YOUR PRESENT 


INCOME 
Our salesmen are NOW earning $60-$100 a 
week selling the new GRIP-TITE Self-Adjust- 


ing Bench Clamp to manual training schools 
and lumber dealers and hardware stores. A 
real opportunity for a wide-awake man ac- 
quainted with the lumber trade. Address: 
GRIP-TITE Co, -_ 
P. O. Box 243, Waukegan, Ill 





SALESMAN FAMILIAR WHITE PINE 


Yellow Pine, Hardwoods and West Coast products 
to work West Virginia and Eastern Ohio on split 
profit basis only, no salary or drawing account; 


references 
Address 


required 


“H, 39," care American Lumberman. 





COMMISSION SALES CONNECTIONS 


Desired by Douglas Fir mill group Exclusive ter- 
ritory Address with account of experience ‘G. 5,” 
care American Lumberman 





Employees 


SECOND MAN, AN EXPERIENCED LUMBERMAN 
Capable of drawing plans in detail, taking off 
quantities, estimating, bookkeeping and general all 
around helper, in splendid Colorado community. In 
answering state age, experience and 

Address H. 36," care American 








references, 
Lumberman 





WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shingles, 
new or second-hand machinery, engines, boilers, 
electrical machinery, locomotives, cars, rails, busi- 
ness opportunity, timber and timber lands, or any- 
thing used in the lumber industry, you can get it 
at small cost by advertising in the ‘“‘Want Col- 
ums" of the AMERICAN LUMBERMAN, Man- 


hattan Building, Chicago, II, 
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Employment 





BAND SAW FILER WANTS POSITION 


Log band, band resaw and planing mill experience. 
Address “G. 159,”" care American Lumberman. 





COMPETENT BAND SAW FILER 
Capable taking care of band, circular, 
or all saws connected with a _ mill. 
satisfaction, references. 

Address *‘H. 28," care 


gang, 
Give 


any 
full 


American Lumberman. 





EXPERIENCED LUMBERMAN 
Located in Southeast wishes connection with 
rated wholesaler of Yellow Pine as Southern 
on commission or profit sharing basis. 
Address “H. 27,"" care American Lumberman. 


well 
Buyer 





LUMBER SALESMAN 

Experienced in West Coast 
eastern cities; desires 
sales representative. 9 
Will consider 
Address ‘‘H. 


woods; selling in large 
connection with mill as 
years with former concern. 
connections any part of country. 
29,"" care American Lumberman 





EXPERIENCED BOOKKEEPER 


Anyone desiring 


services of bookkeeper of long- 
time lumber experience communicate with me. 
Address “‘H. 31," care American Lumberman. 





SUPERINTENDENT OR DRAFTSMAN 

Also biller. 21 years’ 
ences. Reliable, steady. 
and stock millwork. 
Address “H. 21,’’ 


experience. Highest refer- 
Understands both special 
Can show good production. 

care American Lumberman. 





SPECIAL MILLWORK ESTIMATOR 


And salesman. Ten years’ experience in territory 
from New York to Louisiana. Fast and accurate. 
Handle any class of work. Understand Cost Book 
A. thoroughly. Sest of reference. 


Address “H. 32,” care American Lumberman. 








Employment 


EXCLUSIVE SALES REPRESENTATION 


For large western Manufacturer of 
and Inland Empire Products, by capable and ener. 
getic wholesaler whose fifteen years’ experience jn 
New York and New England States assures definite 
and gratifying results. Interested in establishing 
connection in this territory on commission basis 
only. Address *“‘H, 34," care American 





California Pines 


Lumberman 





CAPABLE YOUNG RETAIL LUMBERMAN 


Wants position with good concern as assistant in 
handling sales Single, 31, university graduate 
sound training and experience in handling general 


sales, credit, collections. advertising; also in sales 


and sales promotion for modernization, new homes, 
contracting, finance, ete. Draw plans, oversee 
construction, handle details Energetic, good per- 
sonality and habits. Can produce results Refer- 


ences, 
Address “‘H, 45," care 


American Lumberman, 





SALESMAN, LUMBERMAN, EXPERIENCED 


Familiar 


Pacific Coast Products Western Pines 
Southern Pine, Cypress, acquainted Virginia, Dis- 
trict Columbia, Maryland, wants position. with 


wholesaler 
Address 


references. 


“H. 46," care American Lumberman 





Lumber and Dimension 


FUELWOOD F. O. B. CHICAGO 

Slavs, edgings, factory clippings, 

mine props and railroad ties. 
R. W. DURHAM, 128 N. 








cordwood, cull 


Wells St., Chicago. 





OAK BRIDGE PLANK 
from 
— 


and 4 in 


3 Illinois 
Address 


care 


and Indiana 
American 


mills. 
Lumberman. 





BAND SAW FILER 
Seventeen years’ experience filing. 
an expert. Go anywhere. yy & 
Dawson, Ga. 


Am considered 
BOX No. 294, 





FIRST CLASS MILL MAN 
Exp. Circular Sawyer and Filer. Hard and Soft- 
woods. Can maintain entire sawmill. 
Address “F. 19,’ care American Lumberman. 





HARDWOOD INSPECTOR OR BUYER 
Wants charge of Yard or Road. North or South. 
National experience. Understand Dry Kilns. Can 
go anywhere. Al reference. 

Address “G, 1,” care American Lumberman. 


GERMAN RETAIL YARD MANAGER 
A live wire. 18 years’ 
sota, Dakota or 
Address HERMAN 
Robbinsdale, Minn. 





experience. Prefer Minne- 
Wisconsin. Best references. 
RIZZI, 5414 42nd Ave. North, 





RETAIL YARD MANAGER 

One who can lower operating costs, 
in doing business at a profit, and collecting ac- 
counts when due. Hard worker, sober, steady, 
good health. Will accept minor position to prove 
worth and ability. 
Address “H, 4,” 


who believes 


care American Lumberman. 





BUSINESS-ANALYST-SECRETARY-MGR. 


Experienced Association will handle group, 
fifteen to fifty dealers, or builders’ supplies. 
Good organizer for Honor Plans. Prefer 
east of Chicago 
Address “‘H. 44,” 


man 
lum ver 
Cartel or 

American 


care Lumberman. 


EXPERIENCED YARD MANAGER 
Capable in all duties in 
yrs.’ exp. Want to 

Address “H ag 





large or small yard 
manage small yd. Refs. 
care American Lumberman. 


12% 





RETAIL LUMBERMAN 


Wants to manage small yard or position in city 
sales dept. Sales ability. Can estimate and list 
from plans any size job. Architectural draftsman 


Go anywhere. 


with modernizing experience 
| American Lumberman 


Address “H. 47," care 





ASSOCIATED LEADERS 


Creative salesman experienced in 
sales of houses and modernizing, 
with A. L. L. & F. D 
department or to 


complete unit 
fully acquainted 
plans wishes to take charge 
manage run down yard, 





Address “‘H. 48," care American Lum erman. 








Retail Lumber Yards 


WTD. TO PURCHASE RETAIL LUMBER YARD 
In town not smaller than five thousand population, 
Kansas, Oklahoma, Missouri, or Iowa, 

Address ‘““W. 56,” care American Lumberman. 








HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale de- 
partment when you want to sell some- 
thing in the lumber industry. 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill, 





Timber and Timber Lands 


WANTED—HARDWOOD TIMBER TRACT 
With or without mill or would consider going 
business. Would not be interested in small 
boundary. Financially responsible. Give complete 
information first letter. 

Address “‘H. 1,” care American Lumberman. 


Second Hand Machinery 


PALL LL LLL ILI OI IO IOI tO 


BAND RESAW WANTED 








One that will carry 8” saws not less than 54” 
wheels, preferably ball bearing. 
Address “H. 24,” care American Lumberman. 





WANTED—SECOND HAND SEVEN FOOT RESAW 
Vertical or horizontal. 
Address ‘H. care 


96."" 


American Lumberman. 


Steel Rails 


WANTED 4 OR 5 MILES OF 20 TO 35 LB. RAILS 


Must be in 








good condition. State price, location 
and if out of track. ‘ 
Address “H,. 14,” care American Lumberman 


August 29, 1931 
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FOR SALE 


Lumber and Dimension 


wyye 

















HARD MAPLE DIMENSION STOCK 


Any size and quality; specializing in straight- 
grained stock for Bending purposes, also selected 
white wood for special work. Solicit your lumber 


enquiries 
CANADIAN 
Casselman, 


HARDWOODS LIMITED 
Ont., Canada 





WHITE ASH LUMBER AND DIMENSIONS 


We are specializing in tough textured White Ash 
Lumber and long length straight grained Ash di- 
mensions. Write us. TEXAS ASH COMPANY, 
Houston, Texas. 


150,000 FEET OF APPLE WOOD LOGS OR LBR. 


Cut to 
“ie 





dimension. 
American Lumberman. 


For sale. 
Address 


any 
20,’" care 





1” SOUND WORMY OAK 

16 ft. long, 4 in. to 15 in. wide, dry. Low 
New England delivery. JULIAN H. 
Warren St., West Medford, Mass, 


100,000’ 
} ft. to 
price tor 
HATCH, &7 





FOR SALE 








FOR SALE 











Business Opportunities 





Vv. C. KERR & CO. BOISE, IDAHO, BROKERS 


“EVERYTHING IN HARDWOOD” and hardwood 
products, Territory Idaho, Oregon, Washington, 
Western Montana, Northern Utah, 


Timber and Timber Lands 


VIRGIN PINE TIMBER LANDS 











Will sell at sacrifice 1900 acres heavy virgin pine 
timber lands at $6 acre; cash only; no trades; in 
normal times ready market for timber at good 
prices, 
Ss. W. DUKE, Mena, Ark. 
450,000,000 FT. TIMBER WITH LAND 
Principally hardwood, in North Carolina, with 


great potential value 
velopment. 


Address ‘‘H. 38,” 


for hydro-electric power de- 


care American Lumberman. 








Retail Lumber Yards 


rrr ein 


ONLY YARD IN SMALL TOWN 


Handles Lum er, Coal, Paint Long record of gool 


profit On hard road within thirty miles of 
Peoria, Illinois. Low investment, 
Address “tt, 43." care American Lumberman. 





LBR. & BLDG. MATERIAL BUSINESS 

In the South. Low investment, 
Real Estate Fine Climate. 

Address “H, 37," care American 


small stock, no 


Lumberman. 





FOR SALE—RETAIL LUMBER AND COAL YARD 





Near Urbana, Illinois, only yard in small town, 
doing profitable volume, low investment, desirable 
location. 
Address “F,. 15,”" care American Lumberman. 
FOR SALE 

A 37 year established Indianapolis lumber yard 
and mill, to close estate. Part cash. 

lL. G. MILLER 


No, 10, The SAVOY, Indianapolis, Ind. 





RETAIL LUMBER YARD FOR SALE 
North Central Wisconsin. Doing a good business 
in a city of three thousand people. Unless you 
want a live yard doing business do not answer this 
ad. Address “G. 10,” care American Lumberman, 


FOR SALE—THE HEGE & CO. LUMBER YARD 


And Planing Mill. Splendid down town location 
on Road No. 31 COLUMBUS, INDIANA 








FOR SALE RETAIL LUMBER YARD 
Near Milwaukee, Wis., in excellent farming and 
resort section. Good annual sales. Has ,always 
made fine return on investment. 
Address “W. 8,” care American Lumberman. 


FOR SALE OR INTEREST IN LUMBER YARD 
Close to Smoky Mt. Pisgah National Parks, 
g00d propositions. 

Address “‘B. 4,”’ 





and 


eare American Lumberman. 


WILL SELL ON FAVORABLE BASIS 
Thirteen square accessible Engleman 
spruce timber in Cruise 100,000,- 
000 feet, 

Address ‘‘H. 18,” 


miles of 
Alberta, Canada, 


Lumberman. 


ONE MILLION FT. DENSE PINE STUMPAGE 


Planing mill outfit. Four miles Southern R. R. 
Address “G. 12," care American Lumberman. 


Second Hand 


yyy YY 


care American 








Machinery 


vw 








MACHINERY FOR SALE 


1—-Whitney 2 spindle direct motor driven shaper 
with frequency changer and push_ button 
switches. 

1—Yates-American Horizontal Band resaw with 


64” wheels; for eight inch saws. 

Complete Band and Circular Saw filing room equip- 
ment. 

Complete circular saw lumber mill equipment. 

1—Stiff leg derrick witin 60 foot boom. 

1—Hope vacuum dry kiln 

1—66 inch Coe veneer lathe. 

1—24”x36” Horizontal Cooper-Corliss steam engine. 

2—72”x18’ Horizontal return tube steam boilers. 

2—Boiler feed pumps. 

1—Feedwater heater. 
Address “‘H. 25,’’ 


care American Lumberman. 





CLASSIFIED ADS PRODUCE RESULTS 


By using the classified section of the 
American Lumberman. The classified ads 
are read every week by both the buyers 
and sellers. A quick way to dispo.e of 
anything you want to sell. 

Get what you want by advertising i1 the 
best medium. You can profit by using the 
classified sections. 

Send your advertisement to the 


AMERICAN LUMBERMAN 
431 S. Dearborn St., Chicago, IIl. 





Business Opportunities 


LBR. & CONTRACTING BUSINESS FOR SALE 


Owing to the deaths of Mr. H. P. Whitmore and 
Mr. G. A. Whitmore, owners, the plant, stock and 
z00d will of the Whitmore Lumber Company, 
Charles Town, W. Va., is for sale, as a going 
business. An. old established business, well lo- 
cated, with first-class equipment and well stocked, 
For further information, address 
WHITMORE LUMBER COMPANY, 
Charles Town, Jefferson Co., West Virginia 





FOR SALE 20M CAPACITY SAWMILL 
Planing mill box factory. Electric power 
throughout. yard in connection. Plenty of 
timber available Plant located on railroad in Cen- 
tral Idaho Price reasonable, Will bear thorough 
Investigation, 

Address “‘H. 41,” 


and 
tetail 


eare American Lumberman. 








HAVE YOU A TRUCK YOU WOULD LIKE TO 
TRADE? ADVERTISE 





UNUSED RIP AND CUT-OFF SAW 1}, PRICE 


For Sale. $600.00 Mereen & Johnson No, 443 Rip 
& Cut-off Saw, never out of factory crate, for 
$300.00. Equipped with 3 h.p. 3 ph. 60 cy. 1800 
r.p.m 440V motor, full ball bearings, table, all 
ready to use. 


Address “H. 12,"" care American Lumberman. 





FOR SALE—ONE COMPLETE SAW MILL 


With 5 Circular Saws and Lighting Plant. Inquire 
THE MAPLE TREE LUMBER COMPANY, Inc., 
207 Metropolitan Bank Building, Minneapolis, 


Minnesota, 





FOR SALE—ONE 8’ ALLIS BAND MILL 


One 28x42 Nordberg Corliss Engine. 
One 16x32 Nordberg Corliss Engine. 
HAMAR LAND & LUMBER COMPANY, 


LTD., 
Chassell, Michigan. ; 





NEW J. A. FAY & EGAN MOLDER 


No, 184 ‘Lightning’ heavy 
used, Less than half cost. For photo and par- 
ticulars write Purchasing Department, AKRON 
TRANSPORTATION COMPANY, Akron, Ohio, 


four-side molder. Never 





Locomotives and Cars 





BRAND NEW LOCOMOTIVE 
60-ton Baldwin Consolidation type 2-8-0, Walsch- 
aert valve gear, 180-lb. steam, 38” driving wheel 
centers, steel cab, steel bumpers. Exceptional bar- 


gain. 
BIRMINGHAM RAIL & LOCOMOTIVE CoO., 
Box 391, Birmingham, Alabama. 


FOR SALE 


One (1) 28-ton Lima Shay geared locomotive, re- 
built! TOMAHAWK STEEL & IRON WORKS, 
Tomahawk, Wis. 








FOR SALE 

1—42 ton shay locomotive. 

2—70 ton shay locomotives. 
FORT SMITH LUMBER CO., Plainview, Arkansas. 





Logging Ry. Equipment 


FOR SALE 


92-Ton Baldwin, 20%x28” Mikado 2-8-2; nearly new. 
45-Ton Lima, 15x20” Prairie Type 2-6-2, 
92-Ton American, 21x28” Consolidation. 
75-Ton American, 18x26” 10-Wheeler, Superheated. 
47-Ton Heisler Geared. 
70-Ton Shay. 
60-Ton Shay, Girder Frames, Built 1923. 
42-Ton Shay, Girder Frames, Built 1917. 
P. & H. Model 206 Crawler Crane. 
SOUTHERN IRON & EQUIPMENT CO. 
Atlanta, Ga. 








2 CLYDE RAPID LOG LOADERS 





With quarter swing booms. One horizontal steel 
water tank 6x21 feet. Also switch-points, frogs 
and switches. 
McLEAN HARDWOOD LUMBER CO., 
Memphis, Tenn. 
FLAT CARS 


16—50 Ton Steel Flat Cars, 41 ft. long. 
12--12 yd. Western Air or Hand Dump Cars. 
HYMAN-MICHAELS CoO. 


St. Louis, Mo. Chicago, III. 





A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 


Steel Rails 


RELAYING 40 LB. AND 60 LB. RAILS 
Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
weights. Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. 











Engines and Boilers 


FOR SALE OR EXCHANGE 


deep fire box boilers, with or without 

10x15 engine under mounted on boiler skids;:want 

a 60-75 H. P. return tube boiler in A-1 conf@ition. 
Address ‘“‘H. 30," care American Lumberman. 





30-40 H. P. 





Miscellaneous 





SHENANDOAH VALLEY GENTLEMAN’S EST. 


635 acres, all level, smooth, highly productive, 
spring watered. Joins National Park with Scenic 
Highway, near U. 8S. Remount Station. Surrounded 
by fine homes; 200 acres old blue grass sod, 30 
aeres orchard in bearing, 50 acres virgin oak tim- 
ber, 8 miles hog tight fence, Colonial brick resi- 
dence, 9 rooms, 11-room residence with all modern 
imp. on highway, 3 tenant houses, large barns, 
running spring water in all _ buildings. Price, 


worth $75,000. 
Winchester, Va. 


$45,000; improvements alone 
W. T. BIRMINGHAM, 





5000 LITHOGRAPHED LETTERHEADS $18.75" 


Hammermill 
samples. 


Bond. Engraving Free. Write for 


ART PRESS, Lima, Ohio. 
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BIG CONTEST FOR MILLMEN Aigon 
The Chain Belt Company, Milwaukee, Wisconsin, B 
is offering prizes of $500.00 to those who will Alling 
un nissing 1 s. vor he bes descriptive 
- rticle : —~ g St ~ need Chain. aa Allis- 
Be Conveying or other Chi: Belt Company 
a — ine juding pet MR ony “aaj,” com Alum 
be applied o lower costs. The rizes are: Ils 
a, , $200 00: ond =. $100 ée: ord_ Puen. Amer 
$50.00—15 Prizes, $10.00. In case of ties, dupli- Amer 
cate awards will be made tying contestants. No 
obligation is inv ed the articles will be judged Amer 
on merit No installation is too small or too 
large, only that it be in an existing plant. Write Amer 
Pane R A. SHILB AUE rR CHAIN BELT oe I H li I ( ° ° Anac 
600 st sruce reé waukee s- 
ynsin, for contest Palen, All entries | must be in ncredase au ng fficiency *e 9 with Armée 
Mr. Shilbauer’s hands before 5 P. M. on Sep- 
tember 21, Asso 
AST TY “ 
PACIFIC COAS PE SHAY Be 
Atkii 
LOCOMOTIVES o 
Auto 
For Sale for Storage and Charges Ayer 
ae te Se ae ACIFIC COAST T i 
e Sha ance in wheels makes them 
J. H. Miner Saw Mfg. Co., Meridian, Miss. ‘ yP y : 
Shreveport, La. Columbia, S. C. Locomotives render de- easy on track. THEY will Op- Bab 
pendable, continuous service, erate on rough, crooked track Bale 
— ° Bars 
SHORT LENGTHS A CLEAR GAIN regardless of conditions. They and steep grades. THEY will ae 
ST REEL Ge numatadin cosy sponse otnee can be relied upon to increase not slip or stall, and will out- Ben: 
1a FLAME LIGHT RUMIENG. GDOES STRAIGHT OmvE rT : . : Bil 
ho eS SE hauling efficiency, because... work rod engines of equal a 
JP TO 20M MANY ARE NEARLY DCUBLING THEIR OUTPUT . 
—————— : weight. Boli 
or nanxe J. H. MINER, Meridian, Miss. .... THEIR flexible geared , Bes 
; When contemplating the pur- 
drive enables them to go any- ue om 
" ‘Il follow. T chase of - additional power, Bra 
wnere a Car wl oOllow. 1 HEIR : : 
consider Pacific Coast Type ao 
i = ° s Bro 
powerful three cylinder en Shay Locomotives and their me 
gines give a strong, uniform advantages which increase Bro 
pull. THEIR low wheel loads hauling efficiency. Write for “ 
rc 
and absence of counterbal- catalog. , Br 
Bu 
Bu 
B 
LIMA LOCOMOTIVE WORKS, Incorporated ' 
The Lima, Ohio 60 East 42nd St., New York, N. Y. 
Ca 
SPEE. D WIN Southern Representative SLIMA West Coast Representative Ca 
= = I Woodward Wight & Co., Ltd., SHAY GEARED = Hofius Steel & Equipment Co., Ca 
Howard Ave. at Constance St., LOCOMOTIVES First Avenue South at Hudson, Ce 
STEAM FEED New Orleans, Louisiana Seattle, Washington Ch 
Ct 
Ct 
Costs little more than belt or cl 
— . Cl 
friction type feeds, but it makes Loose Leaf Tally Books Surface Measure Cc 
° 4 ALLY SHEE WITH 
a tremendous difference in the Sete eee veeeee ESTIMATOR . 
cut of the mill Sample Sheets, Price List and Cata- . 
° log of Other Supplies will -——— By J. M. LEAVER Cc 
be sent on request. Cc 
° Md : . This book covers in the st com- 
It’s worth investigating. FRANK R. BUCK & CO. es Sak ones Oe so c 
5 2133 Kenilworth Ave., CHICAGO, ILL. surface measure as applied to rapid Cc 
, estimating of contents of fractional Cc 
Write for catalog A. — sizes of lumber, veneer, fibre board 
aft aT a = stock wee in Lay em Cc 
, r of interior. and exterior hnish, panels 
doors, sash, blinds, door and win- 
Bele STAMPS ‘ _ frames, a. 9 sel for 
x circular containing sample pages. 
BRASS & i TRADE ae eaten, ale ; 
STEAM FEED WORKS Wepre a, ite ——  Petpid' 93.00 °  —— 
Ars ta5” our Cataloy 
MERIDIAN Wien MFG.CO. 4 American Lumberman c 
x6 972 WRandolph St 
MISSISSIPPI “on 431 S. Dearborn St.. CHICAGO, ILL. 
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Adamston Flat Glass Co............ 
Alderman & Sons Co., D. W......... 
Alger-Sullivan Lumber Co., The..... 53 
Algoma Lumber Co.............200+ 
Allington & Curtis Mfg. Co., The.... 2 
Allis-Chalmers Mfg. Co............. 
Aluminum Company of America..... 
AmericanCredit-IndemnityCo.ofN.Y. 52 
American Logging Tool Company.... 14 
American Plywood Corporation. ..... 8 
American Steel & Wire Co........... 
Anaconda Copper Mining Co........ 4 


Armstrong Cork & Insulation Co.. .. 


Associated Leaders of Lumber & 
Fuel Dealers of America.......... 


Associated Lumber Mutuals......... 
Milas & Oe., B.. Gi. ccccccscvccscs 
Atlas Manufacturing Co............. 
Automatic Building Costs Co........ 


Ayer & Lord Tie Company.......... 9 
Babcock Company, W. W., The..... 54 
Baldwin Locomotive Works......... 
Berger Liv. Co. Ine. P. M.....0cccece 

BC Spruce Milla, Ltd. .......cc0 0% 6 
I SUNN 2 i65660- ckdeuscoawane F 


Biles-Coleman Lumber Co........... 
Birch Valley Lumber Co............ 


Bolinders Company, Inc............. 66 
Booth-Kelly Lumber Co., The ...... 10 
Bradley Lumber Co. of Ark.......... 

Bradley-Miller Company............ 51 


Bratlie Bros. Mill Company......... 
Brooks & Ross Lumber Co.......... 


Brooks-Scanlon Corporation......... 
Brooks-Scanlon Lumber Co... ...... 
Brown & Company, Geo. C.......... 42 
Brown Dimension Company......... 
Brunswick Lumber Co.............. 14 
SHOE Moc kccacseawaiwesesee 62 


eee eens 


Burton-Swarts Cypress Co. of Florida 2 


California Sugar & White Pine Co.... 
Camp Manufacturing Co............ 
Caterpillar Tractor Co.............. 
Celotex Company, The............. 
Cherry River Boom & Lumber Co... . 
Chickamauga Cedar Company 
oe Le, a ere 
Clark Brothers Company........... 
Cleveland Tractor Company 


Clover Valley Lumber Co........... 12 
Cobbs & Mitchell, Inc.............. 3 
Collins Lumber Co., John D......... 47 
OIE, os cewescvndcosevises t 
Crater Lake Lumber Co............. 

Crawford Door Company........... 

Crescent Machine Company......... 68 
Curtin-Howe Corp.................. 14 
Cyclone Blow Pipe Co.............. 14 
Davenport Hotel............scccces 47 
Dibert, Stark & Brown Cypress Co... 

Dixon Crucible Co., Joseph.......... 66 


Dodge Brothers, Inc 


AMERICAN LUMBERMAN 


ALPHABETICAL INDEX TO ADVERTISEMENTS | 


If page number does not appear opposite name, the display advertisement will be found in a previous issue 


Douglas Fir Exploitation & Export Co. 49 
Douglas Fir Plywood Manufacturers. 
Dry Kiln Door Carrier Co........... 
Duffy Lumber Company............ 
Du Pont de Nemours & Co.,E.I...... 


Eastman, Gardiner & Co............ 
Electric Wheel Company..........-- 66 
Emporium Forestry Company....... 
I Ts BOs 5 cvccccecences 
Exchange Sawmills Sales Co.... .... 


Feather River Lumber Co........... 48 
Ferguson Lumber Co., W. T......... 
PC I cae cnscersesdnecesanses 
Flanner Company......sccccccccecs 2 
Florida-Louisiana Red Cypress Co.... 
Pe I ah tec cs eeccciévceses 


es Ge SOs ss ccc cececevvces 
Fordyce-Crossett Sales Co.. .......- 
I I Eo dbesscianceretaoss 
Frost Lumber Industries, Inc........ 3 
Fruit Growers Supply Company..... 12 


General Motors Truck Company..... 
Goodyear & Miller... .ccccscccseses 
Goodyear Tire & Rubber Co......... 
Great Southern Lumber Company.... i 
Gregertsen Brothers Company....... 
Griswold Lumber Company, The..... 49 


Hales-Maislein Lbr.Co.. ........... 
Hammond Cedar Company, Ltd... .. 
Hammond Lumber Company, Inc.... 8 
Henkel “Edge-Lite” Corporation .... 
Hettler Lumber Co., Herman H...... 14 


Hines Hardwood & Hemlock Co., 
PE cicéaapenn cageen sands 


Hines Lumber Company, Edward, and 
Affiliated Interesta ............ 


Hines Western Pine Co., Edward..... 
Hooket? Lamber Oo... ccccccscsece 
ine Be GOI, Biicsnctéccciciaces 
Holley & Sons Co., L. W............ 
Holt Hardwood Company........... 
Holt Lumber Company............. 
Homochitto Lumber Company....... 
Huntting Merritt Lumber Co., Ltd. . . 


Industrial Lumber Company, Inc..... 44 
Industrial Timber Mills, Ltd......... 
SO Gis BE acess ssccenansecs 
International Harvester Co. of America 


TE n.0- > 60:5 2'00tedbee ens 
Johnson & Wimsatt................ 44 


Kaul Lumber Company............. 46 
Keenan System Hotels ............. 
Kerry & Hanson Flooring Co........ 
Kinzua Pine Mills Company......... 
Kirby Lumber Company............ 9 
Kirk & Blum Mfg. Co.............. 
Kneeland-McLurg Lumber Co....... 


Lacey & Co., James D..........000. 
Lange Machine Works, Henry G..... 
Leschen & Sons Rope Co., A......... 52 
Libbey-Owens-Ford Glass Co........ 
Lima Locomotive Works, Ino......... 62 
Lindsey Wagon Company........... 66 
Long-Bell Lumber Sales Corporation. . 
Long Lake Lumber Co.............- 
Lufkin Foundry & Machine Co....... 
eee 14 
Lumbermen’s Credit Association... .. 52 


Lumbermen’s Mutual Casualty Co... 


McCormick Lumber Co., Chas. R.... 6 
McGoldrick Lumber Company....... 


Madera Sugar Pine Co............-- 4l 
Mathieu, Limited, J. A.......ccccees 
Meadow River Lumber Co., The. .... 43 
Menominee Indian Mills, The....... 12 
Metropolitan Building Company..... 
PE Ge Ps a oiniedsnnccncsene 
Michigan-California Lumber Co...... 
Mill Engineering & Supply Co....... 
Pr iadcapsewcscesereneesa 
PEs Pink ntvterccesescsedences 62 
Miner Saw Mfg. Co., J. H........... 62 
Mitchell Brothers Co..............+- 3 
Moore Dry Kiln Company.......... 
Moore-Keppel & Co. ..........00005 
PERNT TO Di oo ccs ccciadsssccses 53 


Mumby Lumber & Shingle Co....... 


Nelson & Co., Gilbert.............. 52 
Newman Lumber Co., J. J........... 
Northwestern Cooperage & Lumber Co. 


Oregon-Washington Plywood Co... .. 
Ostrander Railway & Timber Co.....- 


Pacific Mutual Door Company..... . 
Paine Lumber Company, Ltd........ 68 
Panhandle Lumber Co.............. 
Pardee & Curtin LumberCo.. ....... 
Parker & Sons Co., Ira............. 42 
Peavy-Wilson Lumber Co........... 
Pioneer Lumber Company.......... 
Pittsburgh Plate Glass Co........... 11 
Polleys Lumber Co., The............ 
Polson Lumber & Shingle Co......... 
Pondosa Pine Lumber Co........... 
Pyrene Manufacturing Company..... 


Re ee 
Rankin-Benedict Underwriting Co... . 
Red River Lumber Company, The... 7 
Remington-Rand Business Service Inc. 
Rib Lake Lumber Co............... 


(See following two pages for Directory of Products) 
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Robinson Manufacturing Co......... 
Roebling’s Sons Company, John A.... 13 
Ross Carrier Company.............. 


Safety Fire Extinguisher Co., The.... 
St. Paul & Tacoma Lumber Co....... 
Samson Cordage Works............. 
Sawyer, Goodman Company......... 
De ig, tio dc de cnc vecsecce 46 


Shevlin, Carpenter & Clarke Co...... 
Shimer & Sons, Samuel J............ 
Simonds Saw and Steel Co........... 
Sisalkraft Company, The............ 
Sizer & Co., Robert R..............5 


Southern Lumber & Supply Corp..... 
Ge Oe Gg Be les chase cecescccés 14 
Standard Conveyor Company....... 
Starks Stained Shingles, Inc......... 
Stoltze Manufacturing Co. Ltd....... 9 
Stover Manufacturing Co............ 
Sullivan Lumber Co..............+. 49 
Sumter Lumber Company, Inc....... 


Tagliabue Mfg. Co., C. J.........4-. 
Taylor, Stiles & Company........... 
Tegge Lumber Company...........- 
Thunder Lake Lumber Co........... 
Thurston-Flavelle, Ltd.............+ 14 


Union Lumber Company............ 
United States Gypsum Company..... 


Vento Steel Sash Co.............-.. 
Von Platen-Fox Company...... 53 
Co Ter ro 14 
Warren Axe & Tool Co.............+ 42 
Warsaw Lumber Co. ............++. 
Washington Veneer Company ....... 
Wasmuth Endicott Company........ 
Weatherbest Stained Shingle Co...... 45 
Wendling-Nathan Company......... 
Western Pine Mfg. Co., Ltd......... 
Weyerhaeuser Sales Company.. ..... 
White Pine Sash Co............+... 
White River Lumber Company...... 47 
White Star Lumber Company....... 
Wier Long Leaf Lumber Co.......... 44 
Wilcox Mfg. Co., W. W............- 62 
Williamsport Wire Rope Company... 
Willson Brothers Lumber Co........ 
Winton Lumber Company.......... 4 
Wisconsin Land & Lumber Co....... 14 
Wood Conversion Company......... 
Worcester Company, C. H........... 14 
We, Bs BD co ve cescnwssscs 48 
Wyatt Lumber Company........... 53 
Wyman Lumber Co., M. A.......... 
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Directory of Products Advertised in the American Lumberman 


For page number, refer to Advertisers’ Alphabetical Index on preceding page. If the page number 
does not appear in the Index, the display advertisement will be found in some previous issue. 





A—Northern Pine 


E—Southern Yellow 





SOFTWOOD LUMBER 
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Newman Lbr. Co., J. J..... e J—Fir Pacific Mutual Door Co....j Shaw Bertram Lumber (Cb..» ALUM! 
Northern Spruce Pine Peavy-Wilson Lbr. Co..... e K—Spruce (Western) Panhandle Lumber Co.jklrsu hein, Carpenter & Clarke pAINT 
pe Pot ¥—Cypress Pioneer Lumber Co........ e L—Western Red Cedar Robinson Manufacturing Co.j ™ ol eae eeeees aten'vis aopr ep 
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Directory of Products Advertised in the American Lumberman 


For page number, refer to Advertisers’ Alphabetical Index. If the page number does 
not appear in the Index, the display advertisement will be found in some previous issue. 





ALUMINUM 
PAINTED LUMBER 


Stover Manufacturing Co. 


BATHROOM 
CABINETS 
Henkel ‘“‘Edge-Lite’’ Corp. 


BUILDING PAPER 


Sisalkraft Co., The 
CEDAR CLOSET 
LINING 

Bradley Lbr. Co. of Ark. 
Brown & Co., Geo. C 
Chickamauga Cedar Co, 
Worcester Co., C. H. 
FENCE AND 
FENCE POSTS 
American Steel & Wire 
Company 


FINISHED 
FLOORING 


Moratz, Paul O. 


GARAGE DOORS 


Crawford Door Company 
Paine Lumber Company 
Robinson Mfg. Co. 


GATES—Steel 
American Steel & Wire 
Co. 


GLASS 

Adamston Flat Glass Co. 

Libbey-Owens-Ford Glass 
Co. 

Pittsburgh Plate Glass Co. 


HARDWARE 
Builders’ 
Frantz Mfg. Oo. 





AXES AND 
LOGGING TOOLS 

American Logging Tool 
Co. 

Warren Axe & Tool Co. 


BABBITT METAL 


National 
Corp. 


Bearing Metals 


BELTS AND 
ACCESSORIES 
Goodyear Tire & Rubber 
Co., The 


BLOWERS, FANS, 
DUST COLLECTING 
SYSTEMS 


Allington & Curtis Mfg. 


Co., The 
Cyclone Blow Pipe Co. 
Kirk & Blum Mfg. Co. 


CONVEYING 
MACHINERY 


Allis-Chalmers Mfg. Co. 
Clark Brothers Co. 
Lufkin Foundry & Ma- 


chine Co, 


CONVEYORS 
Gravity 


Standard Conveyor Co. 


CRANES—Locomo- 
tive, Crawling Trac- 
tor, Steam Shovels; 
Clam Shell Buckets 
and Parts 


Mill Engineering & Sup- 
ply Co. 


CUTTER HEADS 
Bolinders Co., Ine. 
Shimer & Sons, S. J. 


DRY KILNS AND 
ACCESSORIES 

Dry Kiln Door Carrier Co. 
Moore Dry Kiln Co. 
National Dry Kiln Co. 
Tagliabue Mfg. Co., C. J. 


DRY KILN CON- 
TROL INSTRU- 
MENTS 


Moore Dry Kiln Co. 


National Dry Kiln Co. 
Tagliabue Mfg. Co., C. J. 


ELECTRIC 
MOTORS AND 
GENERATORS 


Allis-Chalmers Mfg. Co. 


ELECTRICAL 
WIRE AND CABLE 


American Steel & Wire 


Co. 
Roebling’s Sons Company, 
John A, 


ENGINES 


Allis-Chalmers Mfg. Co. 
Electric Wheel Co. 
Enterprise Company 





ACCOUNTANTS 


Nelson & Co., Gilbert 
Scovell, Wellington and 
Company 


AERIAL FOREST 
SURVEYS 


Lacey & Co., James D. 
AMERICAN LUM- 

BER EXPORTERS 

Douglas Fi » 

& aa 
APPRAISERS AN 
TIMBE ad 
ESTIMATORS 
Lacey & Co., James D. 


Sewall, James W. 


Spain & Co., H. M. 


ASSOCIATIONS 


Douglas Fir Plywood 
Manufacturers 
National 


Lumber Manu- 


facturers’ Association 


BUSINESS 
SERVICE 


Remington-Rand Business 
Service, Inc. 


BUILDERS’ SPECIALTIES, ETC. 


INSULATING 
BOARD 


Armstrong Cork & Insul- 
ation \ 

Celotex Company, The 

Insulite Co., The 

Johns- Manville 

United States Gypsum Co. 

Wood Conversion Company 


INSULATION LATH 

Armstrong Cork & Insula- 
tion Co. 

United States Gypsum Co. 

KITCHEN UNITS 

AND CABINETS 

Wasmuth Endicott Co, 


LADDERS 
Babcock Co., W. W. 


METAL LATH 
United States Gypsum Co. 


FIRE FIGHTING 
EQUIPMENT 
Pyrene Manufacturing Co. 


Safety Fire Extinguisher 
Co., The 


GAUGES—Pressure, 
Temperature 
Recording 


Tagliabue Mfg. Co., C. J. 


GLASS GRINDING 
MACHINERY 


Lange Machine Works, 
Henry 


GRADE MARKERS 
AND TRADE 
MARKERS 

Childs & Co., 8S. D. 


Meyer & Wenthe 
Wilcox Mfg. Co., W. W. 


HOGS 


Lufkin Foundry & Ma- 


chine Company 


INJECTORS, 
VALVES, STEAM 
PUMPS, PIPING 


Lufkin Foundry & Ma- 


chine Company : 
Soule Steam Feed Works 


LOAD BINDERS 


American Logging Tool 
Company 
Goodyear & Miller 


CREOSOTE OILS, 
CREOSOTING, 
wooD 
PRESERVATIVES 


Ayer & Lord Tie Co. 


FINANCIAL 


American Credit Indem- 
nity Co. of New York 

Associated Leaders of 
Lumber & Fuel Deal- 
ers of America 

Builders 
Agency 

Lumbermen’s Credit As- 
sociation 


Commercial 


NAILS 

American Steel & Wire 
Co. 

OVERHEAD 

GARAGE DOORS 

Crawford Door Company 

Frantz Mfg. Co. 

Paine Lumber Company, 
LAd. 

PAINTS 

Dixon Crucible Co., Joseph 

PAINTS—Aluminum 

Aluminum Company of 


America 
Dixon Crucible Co., Joseph 


PLASTER BOARD 


United States Gypsum Co. 


LOCOMOTIVES, 
CARS, RAILS, ETC, 


Baldwin Locomotive Wks. 


Lima Loco. Works, Inc. 
LOGGING 
EQUIPMENT 
Allis-Chalmers Mfg. Co. 


American Logging Tool 
Company 
Caterpillar Tractor Co. 
Cleveland Tractor Co., The 
Electric Wheel Co. 
Goodyear & Miller 
Lindsey Wagon Co. 
Warren Axe & Tool Co. 


LOG HAMMERS 


Meyer & We 


nthe 
Wilcox Mfg. Co., W. W. 


LUMBER BUGGIES 


Electric Wheel Co. 
Lufkin Foundry & 
chine Company 


Ma- 


LUMBER 
CARRIERS 


Ross Carrier Co. 


LUMBER LIFTS 


Moore Dry Kiln Co. 
National Dry Kiln Oo. 


LUMBER PILERS 
Mill Engineering & Sup- 
ply Co. 


LUMBER TRUCKS 
Electric Wheel Co, 


FOREIGN 
BROKERS 


Richard Shipping Corp. 


HOTELS 


Anthony 

Benson 

Davenport Hotel Co. 
Fort Shelby 

Keenan 

Plankinton 

Radisson 

Secor 


INSURANCE 
Associated Lbr. Mutuals 


Lumbermen’s Mutual Cas- 
ualty Co, 


PLYWOOD AND 
VENEERS 


American Plywood Corp. 
Collins Lbr. Co., John D. 
Douglas Fir Plywood 
Manufacturers 
Northwestern Cooperage & 
Lbr. Co., The 
Oregon-Washington Ply- 
wood Co, 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Robinson Mfg. Co. 
Sullivan Lumber Co. 
Washington Veneer Com- 
pany 


POSTS—Steel 
American Steel & Wire 
Co. 


MACHINERY AND EQUIPMENT 


MECHANICAL 

RUBBER GOODS, 

HOSE, PACKING, 

ETC, 

Goodyear Tire & Rubber 
Co., The 


MOTOR TRUCKS, 
TRAILERS, TIRES 
AND ACCESSORIES 


Dodge Brothers, Ine. 
Electric Wheel Co. 
Ford Motor Co. 

General Motors Truck Co, 
Goodyear Tire & Rubber 
Co., The 
International 
Company of 


Harvester 
America 


RULES—Board 
and Log 


Lufkin Rule Co, 


SAWMILL 
MACHINERY 
Bands, Circulars 


MACHINERY 


Allis-Chalmers Mfg. Co. 
Bolinders Co., Inc. 
Clark Brothers Co. 
Crescent Mach. Co., 
Enterprise Company, 


The 
The 


MISCELLANEOUS SUPPLIES AND SERVICES 


Rankin-Benedict Under- 
writing Co. 


LUMBER 
PRESERVATIVES 


Curtin-Howe Corporation 
— de Nemours Co., 
ne., 


OFFICE 
BUILDINGS 


Metropolitan Building: Co, 


OFFICE SUPPLIES 


Automatic Building Costs 
Buck & Co., Frank R. 





PUTTY, for Wood, 
Steel Sash, Calking 


Parker & Sons Co., Ira 


ROOFING, 
SHINGLES, 
WAINSCOTING— 
Asbestos 


Johns-Manville 


SASH CORD 
Samson Cordage Works 


SOUND-DEADEN- 
ING MATERIAL 


Celotex Company, The 
Insulite Co., The 


Wood Conversion Company 


STAINED 

SHINGLES 

Huntting Merritt Lumber 
Co., Ltd. 

Starks Stained Shingles 

Weatherbest Stained 
hingle » 

STEEL SASH, 

COAL CHUTES 

Vento Steel Sash Co. 


WALL BOARD 


Insulite Co., The 
Johns-Manville 
Oregon- Washington 
wood Company 
Wood Conversion Co. 


Ply- 


WOOD FILLER 
Parker & Sons Co., Ire 





Lufkin Foundry & Mach. 
Company 

Mill Engineering & Sup- 
ply Co, 

Miner, J. H. 


SAWS, KNIVES, 
TOOLS 


Atkins & Co., Inc., EB. C. 
Hoe & Co., Inc., R. 
Miner Saw Mfg. Co., J. H. 
Simonds Saw & Steel Co. 
Taylor, Stiles & Co. 
Warren Axe & Tool Co, 


STEAM FEEDS 


Allis-Chalmers Mfg. Co. 

Clark Brothers Co. 

Lufkin Foundry & Mach. 
Company 

Soule Steam Feed Works 


STOKERS 


Allington & Curtis Mfg. 
Co., The 


TRACTORS 


Caterpillar Tractor Co. 
Cleveland Tractor Co. 
International Harvester 
Company of America 


VENEER DRYING 
MACHINERY 


Moore Dry Kiln Co. 


WAGONS—Log 


Electric Wheel Co, 
Lindsey Wagon Co. 


WAGONS—Lumber 


Electric Wheel Co, 
Lindsey Wagon Co. 


WELDING WIRE 
American Steel & Wire 
Co. 


Roebling’s Sons Company, 
John A, 


WIRE ROPE— 
WIRE ROPE FIT- 
TINGS AND SLINGS 


American Steel & Wire 
Co, 

Leschen & Sons Ropes 
Oo., A, 

Roebling’s Sons Company, 
John A, 

Williamsport Wire Rope 
Company 


WOODWORKING 
MACHINERY 


Atlas Manufacturing Co. 
Crescent Mach. Co., The 





Childs & Co., S. D. 

Fisher, 8. B. 

Holley & Sons, LL W. 

Remington-Rand Business 
Service, Ine. 


RUBBER STAMPS 
STENCILS 

Childs & Co., S. D. 
Meyer & Wenthe 

Wilcox Mfg. Co., W. W. 


SAP STAIN 
PREVENTATIVE 


DuPont de Nemours Co., 
Inc., I. 


TIMBER LANDS 
Lacey & Co., James D. 


TREATED PROD- 
UCTS—Railroad 
Ties, Poles, Piling, 
Timber Products, 
Lumber, Fence 
Posts 
Ayer & Lord Tie Co. 
Long-Bell Lobr. 
Corporation 


Sales 


TRADING 
CHECKS 


Childs & Co., 8S. D. 
Meyer & Wenthe 
Wilcox Mfg. Co., W. W. 


- 


















Nothing takes 
the place of FLAKE 
SILICA-GRAPHITE 


as a paint pigment 


DIXON'S 
INDUJTRIAL 


SILICA 
GRAPHITE 


























THERE is sound reason for this state- 
ment—for no paint pigment other than 
flake graphite combines chemical inac- 
tivity, complete water repellency with 
the peculiar physical property which 
forms an impervious overlapping armor 
against water. Nature has endowed flake 
graphite with these qualities. Dixon’s 
Industrial Silica-Graphite Paint makes 
them available to Industry. 


Silica—mined with the graphite and in- 
tegral with it—used alone as a pigment, 
would have insufficient covering power. 
But combined naturally with flake gra- 
phite to form a perfect paint pigment. 





Herein lies the secret of the natural 
durability, and the protection inherent 
in Dixon’s Industrial Paint—the paint 
with the silica-graphite pigment. Natur- 
ally too, its use invariably shows econ- 
omy in the maintenance of any structure 
to which it is applied as a protective 
coating. 


Put five gallons on trial and you too 
will agree that nothing takes the place 
of Dixon’s flake silica-graphite as a 
paint pigment. Write for Color Card 
No, 207-BI, 


o> . 2 
Paint Division 


Joseph Dixon Crucible Co. 
Erk 


Established 1827 


Jersey City New Jersey 
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A COMPLETE 
CYCLOPEDIA 
of WOODS 


THEIR PROPERTIES 
AND USES 


CRAMDLER 
CCLOPEDIA 


“Wood, Lumber and Timbers” 


is designed along practical lines, to supply quickly in- 
formation on the choice, grading, specification and inspec- 
tion of wood. Wood, its properties and characteristics, 
strength, moisture content, grain, texture, preservation, 
drying, classification of lumber, and many other features 
are discussed in a concise, non-technical manner. 


It gives practical hints on shipping weight of dry seasoned, 
fabricated, rough or surfaced lumber, methods of order- 
ing, data on inspection services. All the facts on every 
phase of the subject, in a dependable form are made 
easily accessible in this book. 

Substantially bound in Blue Synthetic Leather, 


521 pages, 8% by 11 inches. POSTPAID, $10. 
Money refunded without question within ten days. 


FOR SALE BY THE 


431 So. Dearborn St., CHICAGO, ILL. 
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3-Wheel Los Wagons Reduce 
Hauling Costs 40% . 


eA THOUSANDS OF THEM IN USE TODAY 


by some of the largest operators in the country—verify this state- 
ment. Built on a scientific principle, they require less power to 
pull a given weight over an uneven road than the ordinary wagon 
and thereby save you money by increasing your facilities and 
saving time. 


It’s all in the 8-Wheel construction 
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Our able in any logging camp. For handi- 
os “ ness, practical operation and a time 
Self-Loading and money saver, a trial easily 

Skidders “ proves their worth. We should like 








illustrated herewith are indispens- 


to tell you more about them. Further 
particulars yours for the asking. 


























LINDSEY WAGON CO. 


Sole Manufacturer 





LAUREL, MISSISSIPPI 
















BOLINDERS 
GANGS 


HIGH SPEED — LONG STROKE 


For cutting round logs, cants or 
flitches. Bolinder Gangs produce bet- 
ter lumber with less saw kerf at high 
rate of feed. Made of finest Swedish 
material. Thousands in operation all 
over the world. 


Descriptive circulars upon request. 


BOLINDERS COMPANY, Inc., °3,.8e%5.S'e3 


NEW YORK CITY 




























ELECTRIC Steel Wheel Lumber Buggies 


WITH ROLLER BEARINGS. Never in the repair shop. Steel wheels 
don’t rot or fall to pieces. I diate stock ship t. ELECTRIC 
Wheels are standard for lumber haulag Many mills are completely 
equipped. Also trailers, trucks, wagons, wheels and axles for old 
buggies, dollies. Ask for catalogs. 


ELECTRIC WHEEL CO. ‘4°t" Quincy, Illinois 
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LOGGING. By Ralph C. Bryant. This is the only 
comprehensive book making available information 
about logging methods and machinery. The book is 
in the second edition. Bound in cloth, 556 pages. 
Price, delivered, $4.50. 


AMERICAN FOREST TREES. By Henry Gibson. 
This is a readable book on trees. Its pages are liter- 
ally crammed with interesting facts about trees, their 
appearance, habitat and methods of growth, as well 
as characteristics and uses of their woods, and withal, 
bits of history, legend and tradition that only a tree 
lover could have collected and set down in such inter- 
esting fashion. The book contains 708 pages, exclusive 
of the two indexes, one of the common names and 
the other of the scientific names of the trees. Bound 
in cloth with leather back and corners. Price, deliv- 
ered, $5. 


PRINCIPLES OF HANDLING WOODLANDS. By 
Henry Solon Graves. This is a very practical book, 
applying the principles of forest management to the 
problem of so harvesting commercial timber as to 
realize the highest profit, conserving the reproductive 
value of the land to the extent that it is actually 
profitable under existing conditions. 325 pages; bound 
in cloth. Price, delivered, $2.50. 


FOREST MANAGEMENT. By Recknagel, Bentley 
and Guise. This book by three distinguished foresters 
embodies the latest information regarding the man- 
agement of forests. It should be especially interest- 
ing to lumbermen, timber owners and others who wish 
a clear-cut, brief, readily comprehensible textbook on 


Prepare Yourself 
Meet Competition 


Nothing will do it like well written, 
authoritative and up-to-date 


BOOKS 





These are only a 


few of the instruc- 


. . 
forest management. Strongly bound in cloth. Price, tive, educational 


delivered, $3.50. 


FOREST FINANCE. By H. H. Chapman. In the 
introductory chapters of this work elementary eco- 
nomic principles are discussed. Cost and capital val- 
ues are dealt with, and then market values and the 
rate earned. Later chapters cover appraisals, stump- 
age values, margin for profit and risk, taxation, haz- 
ards and insurance. The book contains 350 pages and 
is bound in cloth. Price, delivered, $4.50. 


TIMBER, ITS STRENGTH, SEASONING AND 
GRADING. By H. 8S. Betts. The text treats largely 
of the strength of wood and wooden products. Numer- 
ous comprehensive tables show the results of multi- 
tudes of tests to determine the mechanical properties 
of the commercial woods. Cloth, 234 pages. Price, 
delivered, $3. 


IDENTIFICATION OF THE ECONOMIC WOODS 
OF THE UNITED STATES. By Samuel J. ‘Record. 
Primarily useful in identification by the appearance 
of the wood itself when leaf, bark, flowers and fruit 
are not accessible. Illustrated with many microphoto- 
graphs of wood sections. Bound in cloth, 157 pages 
of text and 6 full page plates. Price, delivered, $2.50. 


PRACTICAL SAWMILL ACCOUNT- 


and entertaining 
books listed in our 
latest catalog. 


MAIL THE 
COUPON 
TODAY!!! 


FOR SAWMILL OPERATORS, 
LOGGERS, WOODSMEN, 
WOODWORKERS, Etc. 





LUMBER AND ITS USES. By R. 8. Kellogg. In 
this work the author, who is a graduate forester and 
an association worker of long experience, widely known 
in the lumber industry, has condensed an immense 
amount of valuable information in convenient form. 
The author has dealt in interesting and instructive 
fashion with wood structure, physical properties, 
grades, sizes, lumber and log measurements, shipping 
weights, structural timbers, seasoning, preservation, 
finishes, paving, flooring, fire resistance, prices, as well 
as the uses of lumber; and in final chapters he dis- 
cusses manufacturing, forest products, the timber 
supply, permanent advantages of wood, and sources 
of information about timber. Bound in strong cloth, 
370 pages. Price, delivered, $3. 


KILN DRYING OF LUMBER. By Arthur Koehler 
and Rolf Thelen. This textbook presents in simple 
and accurate manner a working knowledge of the 
underlying principles of successful seasoning of lum- 
ber in kilns. The book is really a course in kiln 
drying and is complete, detailed and up-to-date, 
Bound in cloth, 293 pages. Price, delivered, $3. 


THE PRESERVATION OF STRUCTURAL TIMBER. 
By Howard Weiss. In all of the extensive literature 
of the wood preservation industry this is the first book 
to cover the subject systematically in its broad as- 
pect. It is designed to fit exactly the needs of the 
engineer, the forester, the lumberman and the student 
312 pages, 6x9 inches and is fully illustrated; bound 
in cloth. Price, delivered, $3.50. 


VENEERS AND PLYWOOD. By E. V. Knight and 
M. Wulpi. A work of 372 pages treating in a his- 
torical and technical way with the origin and present- 
day production of veneers and plywood. Comprehen- 
sive, detailed, authoritative. Bound in cioth, liberally 
illustrated. Price, delivered, $6. 


OFFICIAL FEETAGE ESTIMATOR. By J. M. 
Leaver, Officially adopted and recognized authority 
for obtaining instantly and accurately board and sur- 
face measure contents of all classes of interior and 
exterior finish, molding, column, tank and silo stocks 
and cut-up material in lumber, veneers etc. for fix- 
tures, panel work, furniture, cabinets, mantels, car- 
riage bodies, store fronts, doors, sash, blinds, newels, 
door and window frames, boxes etc. For many years 
this work has been used by thousands of manufactur- 
ers, purchasing agents and salesmen. Circular on re- 
quest. Price, delivered, $10. 


THE LIGHTNING VENEER CALCULATOR. By A. 
W. Vermeulen. In this book veneer manufacturers and 
users will find a simple, handy and accurate calcu- 
lator. Extensions are carried to six decimals. The 
table covers dimensions from y,-inch to 48 inches wide 
and from 1 inch to 144 inches long. With a little 
practice any combination of sizes commonly used by 
the veneer trade can be found. The book is handy 
pocket size; is printed on strong paper. is well bound 
desiring a complete survey of the subject; contains 
and will last a lifetime. Price, delivered, $5. 


ING, This is probably the most Oe a ee 
complete system that has ever been | 

compiled covering accounting for a 

sawmill operation .approaching the e 

subject from the sawmill manager's 

viewpoint. It tells how to analyze 431 South CHICAGO, 
accounts to ascertain where costs Dearborn St. ILLINOIS 
may be too high and shows how 

profit is distributed. sound in heavy 

paper with attractive cover design, “Greatest Lumber Newspaper On Earth’ 

forms; contains 28 chapters and 65 

pages Prices, delivered, $1.50 a 


copy; special prices in quantities. 


LUMBER MANUFACTURING AC- 


COUNTS. By Arthur F. Jones, C. Name ...... 
P. A, <A practical manual of book- 
keeping for the sawmill. The only 
book in this field One hundred and 
twelve pages; bound in cloth. Price, 


and illustrated with 28 practical | 
delivered, $3. | 
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Without obligation, please send me complete catalog on your Books for Lumbermen. 
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Crawford Overhead 
Hardware for Old 
or New Doors 


Crawford Overhead Hardware and 
Doors are sold as complete units, or the 
hardware can be supplied separately 
for installation on swinging doors to 
convert them into the overhead type. 
This opens an unlimited field. Hard- 
ware comes correctly assembled on 2 x 4 
jambs; steel weather strips included. 


AMERICAN LUMBERMAN 
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A Superior Product— 


One-piece construction provides un- 
marred beauty ¢ Straight-up lift for 
the first two inches clears ice and snow. 
Crawford Overhead Doors are auto- 
matically pressed against the jambs 
at three points, making them non- 
rattling, warp-proof and weather- 
tight e Perfect spring counter-balance 
insures easiest opening and clos- 
ing ¢ Quick installation—a one-man 
job ¢ Only four-inch clearance under 
roof required e Low price possible 
through simple construction and large 


business volume. 


An Unlimited Field 


Swinging garage doors are becoming old-fashioned. The growing 
demand for Crawford Overhead Doors emphasizes this fact. Car 
owners refuse to contend with the trouble and inconvenience of 
swinging garage doors once they become acquainted with the ad- 
vantages of Crawford overhead performance. Crawford Overhead 
Doors represent the last word in modern garage door equipment. 
Their many superior features, combined with economical cost, makes 
them the greatest value in the field today. Investigate Crawford’s 


attractive dealer proposition. Prepare for ever-increasing profits. 


Made by CRAWFORD DOOR COMPANY, Detroit, Mich igan 
Distributed through lumber dealers east of the Rockies by 
PAINE LUMBER CO., LTD., OSHKOSH, WISCONSIN 


Dealers located in all principal west coast cities 


Canada: KENT OCKLEY, LTD., TORONTO, CANADA 


(eeeeeeeeeee MAIL COUPON N¢ yW Se eeeeasseer 
7881 Conant Ave., Detroit, Mich. 
Send further details about 
Crawford Overhead Doors 
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() Builder [) Owner 
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